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This installation illustrates typical horizontal line- 
supported meter installation. Meters may also be 
installed in vertical lines. 
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Brodimatic Counter extensions give operators full 
visibility for accurate records and control. 


Bro 






REPRESENTATIVES WITH 





16 Brodie BiRotor Meters supported by piping alone are now in 
Magnolia Petroleum Company Loading Rack at Fort Worth, Texas. 
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Practical considerations of operating efficiency and piping layou 
can be applied for maximum effectiveness and simplicity wit 
Brodie BiRotor Meters — completely line-supported in cithe 
horizontal or vertical position 


Double case construction isolates all effects of piping strain | 
the rugged steel housing, so that no distortion can be transmitted 
to the accurate measuring element 


Completely balanced rotary operation places no vibrational st 
on the piping 


Meters may be placed out of the way, below the rack, with cout! 
ers extended for easy loading deck reading 


Get full details from the Brodie Metering Specialist near you 





'OTARY 
RALPH N. BRODIE COMPANY - San Leandro, California, U.S.A. 
MT. VERNON, N. Y. DALLAS 7, TEXAS CHICAGO OFFICE: SEATTLE 9, WASH. LOS ANGELES 22, CALIF. 
550 So. Columbus Ave. 167 Parkhouse St. 1227 Circle Ave., Forest Park, Ill. 221 9th Ave. N. 5401 Sheila Street 
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Extra Salespower 
Atlantic’s Oilheating Laboratory 
Fireboxes and Combustion, Part IV 
Stories of the Past 
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Among other things .. . 


Front Cover: A technician in Atlantic Refinery’s labora- 
tory checks a condensate measuring receptacle. It is care- 
fully calibrated and automatically dumps to provide a 
direct measure of useful heat generated in an oil boiler- 
burner unit. More pictures on pages 50 and 51 illustrate 
other oilheating work the lab performs. 


Ray Horan checks in on page 45 with a persuasive dis- 
course on why the oilheating dealer is a logical outlet for 
merchandising, installing and servicing central aircondi- 
tioning systems for homes. 


The second of a series telling why “Quality Builders use 
oil Heat,” starts on page 58. This time it’s a Somerville, 
N. J., fueloil distributor who specializes in selling oilfired 
heating to purchasers of prefabricated homes. 


Then the Commercial-Industrial Oilburning feature this 
month (beginning on page 72) is the first of a two-part 
article discussing a sure-fire method for solving high- 
vacuum trouble on a No. 6 oil job. 
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World’s Largest | 


Manufacturer 
of the 
Greatest Variety of Designs 






Pioneer 
with Standard Types 





Leading Supplier 
to Oil Burner Manufacturers 





IMPORTANT 
to Service Organizations 


All Jobbers in Dielectric’s nation-wide 
system of distribution carry carefully- 
selected, well-balanced inventories of 
Sparktrodes in steady demand — all the 
designs most likely to be called for in 
the areas they serve. In almost all cases, 
they can, therefore, fill your orders direct- 
ly from stock. Backing this service are 
Dielectric’s unmatched facilities for making 
SAME-DAY SHIPMENT to them on 175 
special designs, as well as Five Standard 
Types pioneered by Dielectric, for appli- 
cation to 144 oil burner brands. When 
you order Sparktrodes from a Dielectric 
Jobber, you are assured of finest quality 
equipment and fastest service. 


7-56-1 oui) 


DIELECTRIC 


PRODUCTS COMPANY, INC. 
Jersey City New Jersey 




















Names in the News: 


Howard M. Cutshaw, Eastern re- 
gional manager for Iron Fireman Mfg. 
Co., Cleveland, ; ; 

Ohio, since 1951, 
has been named 
general sales man- 
ager for Iron 
Fireman and 
SelecTemp heat- 
ing equipment. 
He joined Iron 
Fireman in 1928 





as a district representative. In 1940, 
he was named Central division sales 
manager, later being promoted to as- 
sistant sales manager and then sales 
manager, domestic heating division. 


Paul A. Mankin, general manager 
of Rockwell Manufacturing Com- 
pany’s Pittsburgh Division, has been 
appointed chief engineer of the com- 
pany’s new Central Liquid Meter Re- 
search and Development Department 
at Pittsburgh. He will take charge of 
the company’s petroleum, industrial 
liquid and water meter research and 
development programs. He also will be 
in charge of the company’s two-year- 
old petroleum meter and valve testing 
station near Murrysville. 


J. William Lang, Jr., has been elect- 
ed vice-president in charge of sales of 
the Coastal Oil Co., Newark, N. J. 
Appointed assistant sales manager is 
John B. Lewis. Lang, a graduate of 





Georgia Tech, was associated with the 
electric utility and coal industries be. 
fore joining Coastal in 1945. He hag 
been sales manager for the past nine | 
years. Lewis, an alumnus of Cornell, 
joined Coastal in 1945 and has han 
dled barge sales for the past six years 


















William Gaskell, chief service and 
application engineer for Bryant, Ip 
dianapolis, Ind., 
has been named 
to two top posi- 
tions in the Oil- 
Heat Institute of 
America, Inc.: 
member of the 
board of direc- 
tors and head of 
the oil-fired fur- 
maces committee. Before joining 
Bryant, he was a district sales man 
ager, product training manager and 
airconditioning application manager 
for another mid-western furnace 
manufacturer. He started his business 
career in the employe of a heating 
contractor, later joining the Miller Co, 
of Meriden, Conn., where he became 
chief engineer of the heating products 
division. 










































David J. Sullivan has been appoint: 
ed executive vice-president of Petro- 
leum Heat and 
Power Co., Inc., 
Long Island City, 
N. Y. He joined 
the Petro organ- 
ization in 1927 as 
an accountant, 
later being ap- 
pointed manager 
of the company’s 
Baltimore branch 
and then the larger Philadelphia office. 
From 1948 to the present, he has been 
vice-president in charge of New York 
operations. William Ellison, manager 
of the Brooklyn-Queens division, will 
assume supervision of the New York 
branch. 





Roland J. Ahern has been elected 
president and general manager of The 
Peck, Stow & Wilcox Co., Southing’ 
ton, Conn. He has been chairman of 
the board of directors since 1953 and 
will continue to serve in that capacity: 
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Patents Pending 


APPROVED for #4 fuel oil by Underwriters’ 


point: Laboratories, Inc., and by the Board of Stand- 
Petro’ / ards and Appeals of the City of New York. 


BEST BET for cutting fuel bills in apartment 
houses, schools, institutions, commercial and 
industrial buildings and heating processes by 
using lower priced fuel oil. 


AUTOMATIC — Electric fuel converter sys- 
tem, complete with safety shut-down and 
mechanical oil cut-off, is thermostatically con- 
trolled — automatically. Complete assembly 
easily accessible for quick service. 
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fag SUN-RAY— FAMOUS THE WORLD OVER FOR Q 


the NEW +4 
OIL BURNER 


DRASTICALLY CUTS 
FUEL COSTS 


Converts *4 (and *5) 
Oil to Burn Efficiently 
as *2 Oil. 


® Built-in ‘“Thermax” Converters 
Reduce Heavy Oil to Light Oil 


® As Quiet as a *2 Oil Burner 
® Easy to Install and Service 
® No Complicated Parts 
® Can Use Existing Piping 

in Practically All Cases 


® 3 Sizes—3 to 20 G.P.H. 
Larger Sizes Available Later 
Write for Bulletin and Prices 


Inquiries invited from 
Boiler and Furnace Manufacturers 


ALITY AND ECONOMY | 








FURNACE CLEANER 
..-Get the 


SOOTMASTER 


SOOTMASTER Filter Unit, de- 
signed for easy installation in 
container of G. E. and Premier 
Furnace Cleaners, eliminates 
the outside bag. Gives double 
protection against leaks and 
blow-outs. THROW-AWAY 
BAG provides a safe and easy 
method of dirt disposal. 


$192 75 


© Order from your jobber 
© Jobbers’ inquiries invited 


2uUPPLY Maslor-C Ushi 


HAVERSTRAW, NEW YORK 


Complete with 10 throw- 
away bags and quick- 
release tie-cord. 





. Names in the News 


Efforts of the company will be directed 
toward developing and improving the 
company’s product line in the sheet- 
metal working machinery field. 


A. M. Castello has been appointed 
sales engineering manager of the Cole- 
man Co., Inc., Wichita 1, Kans. Since 
joining Coleman in 1953, he has served 
as manager of the outside contracts 
division and, most recently as technical 
service manager of the utility opera- 
tions department in which capacity he 
was active in Coleman’s dealer train- 
ing program. 


Stephen J. Dowling has been named 
Timken Silent Automatic district 
sales manager of 
the Metropolitan 
New York area. 

He formerly was 

divisional sales 

manager for 

Eureka- Williams 

Corp. He will 

make his home at 

739 Logan Ave., 

the Bronx, his heaquarters in his new 
post. 


Ralph W. Rogers, president of the 
Massachusetts Wharf Co., Cam- 
bridge, Mass., died September 22. He 
Was an active member of the Oil-Heat 
Institute of New England and, for the 
past two years, a member of the board 
of directors. 


R. S. Martin has joined the Airtemp 
Division, Chrysler Corp. of Dayton, 
Ohio, as district manager, West Coast 
Region, with headquarters at the 
Dodge Plant, P. O. Box 600, San 
Leandro, Calif. A veteran of 14 years 
in the heating, ventilating and air- 
conditioning industry, he has held sales 
posts with Airtemp’s San Francisco 
distributor and with the Hafey Air 
Conditioning Co., San Pablo, Calif. 


C. F. Dexheimer has been named 
manager of Shell Oil Company’s fuel- 
oil and liquefied petroleum gas depart- 
ment in St. Louis, Mo., replacing L. B. 
Sullivan, who will retire at the end of 
the year. Dexheimer, who has been 
in the liquefied petroleum gas business 
for more than 25 years, has been 


Shell’s head office representative in the 
LP gas division since 1946. 


H. R. Henke has been appointed to 
the newly created post of marketing 
manager of Bell & Gossett Company, 
Morton Grove, Ill. Replacing him as 
advertising manager is George JU, 
Miller, formerly advertising manager 
for Marlow Pumps of Midland Park 
N. J., a division of Bell & Gossett 


Kalman Steiner, with his brother, 
Joseph, has formed Steiner Technical 
Writings, with offices in Baltimore and 
Chicago. The organization lists its 
availability for preparation of techni- 
cal manuals, books, pamphlets, reports 
and scientific writings. Kalman Stein. 
er, who continues as a consultant to 
C. Hoffberger Co., Baltimore, is well- 
known in the oilburning field, particu 
larly in the commercial-industrial 
phase of it. He is the author of “Oil 
burners,” a technical handbook on oil- 
burning equipment and accessories, 


J. H. Picou’s appointment as direc 
tor of the marketing research division, 
The Atlantic Refining Co., has been 
announced. Picou joined Atlantic in 
1951 and has performed various ay 
signments in the marketing research 
division with his most recent post be: 
ing division acting director. He is 
chairman, American Petroleum Insti 
tute’s committee on marketing research 
practices, and is a member of that In 
stitute’s Marketing Research Commit’ 
tee. 


Harry S. Phillips, formerly Great 
Lakes District representative, has 
joined the Oil Industry Information 
Committee Middle Atlantic District 
staff in Philadelphia, replacing Rob 
ert T. Ross, who has resigned. 


Robert E. Harris, omc Minnesota 
Dakotas District representative i 
Minneapolis, has moved to Chicago t0 
replace Phillips. Harris is replaced by 
Stuart G. Baird, Jr. 


W. A. Proctor has been named get 
eral sales manager of Canadian Gear 
eral Filters, Ltd., Scarborough, On 
tario. He will direct sales distribution 
and promotion of the company’s com 
plete line of products. 
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The confidence shown in Delavan 
Nozzles by the Heil Co. is typical 
of more than 120 other oil burner 
manufacturers. They know Dela- 
van Nozzles will consistently de- 
liver soft, quiet fires. So, test them 
yourself and see why Delavan 
rates first with thousands of serv- 
icemen, too, who insist on them 
for all of their replacement needs. 
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OU can always get headlines 
by cussing the oil industry. 
What seems to us one of the most 
flagrant violations of publishing ethics 
in quite a time occurred in Philadel- 
phia at the end of September when a 
staff writer for the Philadelphia In- 
quirer attacked the fueloil industry as 
unscrupulous in its measurements to 
the consumer. 

In a front page top position of the 
paper's September 27 issue, the imag- 
inative staff writer estimated that fuel- 
oil users are being cheated out of 
100 million gallons a year worth $14 
million. He quotes the city’s Bureau 
of Weights and Measures as disclos- 
ing that ‘a tremendous percentage of 
Philadelphia area homeowners are be- 
ing given short measure in their pur- 
chases of fueloil by chiseling drivers 
and dealers.” 

The big black headline itself read, 
“Chisel Bared on deliveries of Fuel 
Oil,” and the subhead went on, 
“Thousands Mulcted by Unscrupu- 
lous Dealers and Drivers.” 

It was not a short item; there fol- 
lowed 23 column inches of text, 
bouncing the ball back and forth be- 
tween the reporter and the Bureau of 
Weights and Measures and the Bet- 
ter Business Bureau, without at any 
point offering the slightest shred of 
evidence that they had any evidence. 

They went on to show how easily 
fueloil drivers can outwit the meters on 
their trucks by either running air 
through them or by delivering part of 
a drop to a friend at a bargain and 
the balance to the proper customer. 

Deputy commissioners of the Bu- 
reau of Weights and Measures report 
that they interviewed 70 fueloil deal- 
ers and learned from them about 
what type of oilmen were doing the 
chiseling and where they operated. 


10 





Following those leads the Bureau sent 
agents to trail suspected drivers and 
“independent dealers” and to inspect 
their meters on the spot. They re- 
ported the number of dealers found 
cheating as “amazing.” 

They haven’t prosecuted any yet 
because “proof is hard to get,” al- 
though they calculate that one un- 
named individual was cheating 20%. 
It is on that figure that the reporter 
estimated that 100 million gallons 
or 20% of the city’s consumption, 
worth $14 million, was being with- 
held from the customers. 

Naturally, the fueloil industry in 
Philadelphia was up in arms over this 
cheap and unsupported attack. The 
next day the newspaper ran a second 
instalment with an inch-high heading, 
“Fuel Oil Industry Offers to Help in 
Ending Chiseling.” This was followed 
by 17 column inches of text, including 
an estimate that they now believed 
that only 10 to 15'% of the city’s re- 
tailers and tank drivers had used 
fraudulent metering and “other tricks 
to cheat customers of as much as 100,- 
000,000 gallons of oil annually.” 

It seems that if they can catch some- 
body cheating they are going to fine 
him $25 to $300 and after a fourth 
offense put him in jail. 


Call in Public Relations 


Then on October 2 the Atlantic 
Refining Co. used considerable news- 
paper space to help quiet the clamor 
through an advertisement headed, 
‘Customer Confidence.” 

The Greater Philadelphia Fuel Con- 
ference, under the strong leadership 
of Ed Esterline, executive secretary, 
engaged a public relations counsel to 
steer its course through the muddle. 
It was quite a surprise when the Con- 
ference on October 5 came out with 
a very large ad in the Inquirer in 
which they thanked the paper, the 
Bureau of Weights and Measures and 
the Better Business Bureau, “for their 
help in stamping out unethical or dis- 
honest practices in the fueloil busi- 
ness.” It went on to explain that the 
members of the Conference have car- 
ried on a relentless campaign against 
any fueloil dealer who by dishonest 
dealings reflects discredit on members 
of the Conference. Also that their 


members are “all respected and ethical 
businessmen and civic leaders in then 


oe. 


communities.” : 


How could this Thing happen? , 


If we were working daily in the 
Philadelphia market we might have g 
clearer picture, but from one visit 


down there, plus all of the clippings, 


and plus phone calls to some of the 
individuals, it looks like this: 

1) The Philadelphia Inquirer in 
a drive for circulation has swung to 
the sensational . . . exposing the park 
ing station racket, the theater ticket 
swindle, the fueloil chiselers. 

2) The Bureau of Weights and 
Measures has been virtually shut out 
of a big industry like fueloil because 
they had no way to check it. Now 
they have been told that meters can 
be cheated, so they are on the trail of 
something for their expansion, 

3) The Better Business Bureau had 
several complaints this past season 
from users of fueloil who thought 
they were being shorted. The details 
were so vague and the proofs so elu 
sive that this Bureau did little about it. 
Obviously because of the very cold 
winter people used more oil and the 
more suspicious feared the worst. 

4) The Greater Philadelphia Fuel 
Conference, in an attempt to protect 
its own membership, virtually ad 
mitted that cheating was going on, but 
not among its members. Perhaps they 
were wise to go half way rather than 
fight a large metropolitan daily in a 
prolonged feud, but it’s hard to take. 

5) We don’t believe that such goug’ 
ing goes on for we haven't heard of it 
since the early days of the industry. 
Logically, if there are 500 fueloil com 
panies in the Philadelphia market, a 
the muckraking reporter claims, you 
might find a crook among them. A 
man shot a policeman in Scarsdale 
recently and got away and the whole 
county is up in arms, but not very 
many people shoot policemen. 

Because fueloil customers are 9 
valuable when treated right, and they 
stay with you and make your living 
for so many years ahead, any maf 
who would chance cheating one is n0t 
a thief*~ . . he’s a lunatic. 

Irresponsible journalism did 10 
totally vanish with the pioneers. 
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3eason 
h position over the whistle top: opening. 
Ought This guarantees that no bugs, pipe scale 
Jetails or other foreign matter will get into the 
whistle to stifle the sound. . . a further 
O elu’ betterment to assure proper, positive 
out it. performance in fuel tank filling safety! 
- cold Over 4,000,000 oil heated homes now enjoy 
d the trouble-free VENTALARM Signal performance. 
st. VENTALARM GAUGE 
Fuel For new installations . . . don’t forget 
rotect the money-saving convenience of VENTALARM 
r ad Signal in combination with a tank gauge. 
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they Scully Throtlator Scully Swivel Connector Scully Nozzle 

ving Automatically controls fuel oi! pumping speed. Guarantees easy positioning of nozzle without hose Engineered for modern fuel oil delivery. Provide 

man hand throttle adjustment and needless racing twist. Exclusive safety retention sleeve holds swivel for full-flow discharge rates. Allows infinite adjust 

; not of truck motor and pump. Automatically adjusts parts firmly in place. Ball bearing action assures ment of flow rate. Cut-off is clean ; surge eliminatec 
mm speed to proper RPM for maximum pump smooth turning even under full hose pressure. Only half the weight of a conventional nozzle t 
miciency when power take-off is engaged. Only handle. Has built-in check valve. 

not 4” square; easily installed under the engine hood 


__ Patents Pending. 


near the carburetor. 
Contact your Regular Supply House 


Scully Products are manufactured 
under U. S. and Foreign Patents 





© 1956 BY SCULLY SIGNAL CO. 





SCULLY SIGNAL COMPANY 
174 Green Street, Melrose 76, Mass. 
Canadian Branch: Scully Signal Ltd., 286 King St. W., Toronto, Ontario. 




























placements of old oilheating equip- Tank Stocks: Dealer stocks of cys 
ment, 14,669; and Conversions from tomer tanks were approximately jl, 
other fuels, 50,424. 113 with 56,475 a month earlier and 
Burner Stocks: At the end of Sep- with 61,673 a year earlier. 
. tember, dealers had in their ware- The average price paid by dealers 


houses 104,140 domestic oilburners for a 275 gal. tank during September 
and units compared with 102,600 at was $34 which is up a dollar from 
the end of August and with 142,757 August. 


















































( SS | on September 30 last year. Factory The September 30 tank stocks were 
: stocks at the end of August were 66, _—_ divided by sizes: 220-275 gal., 45,07. | 
\ \ 185 compared with 60,747 the pre- sizes 550 to 675 gal., 2,511 and sizes Bid 
vious year. 1,000 gal. or larger, 2,795. hy 
1 150 thr 
FACTORY SHIPMENTS sp 
° ° IN THOUSANDS OF — a ns 
Oilheatin g Trends DOMESTIC OILBURNERS & UNITS = mo 
wl DOMESTIC GAS BURNERS*=*=*=22; mi 
i. installations of domestic 7 
oilheating equipment are esti 90 2 
mated at 88,415 compared with 87,472 ss i 
. . = P 7 
in August and with 109,855 in Sep- ‘ be! 
tember of last year. This shows a drop 0 00 
of little over 19% on the comparison ‘a 
with 1955 which is the strongest nega- bu 
tive comparison with any month this 10 a ti 
year. 0 0 
DEC JUN DEC JUN DEC JUN DEC JUN DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 
Not all markets and not all reporting 1952 1953 1954 1955 1956 02 
companies had a record that bad. The Shipments of Oilburners and Units Re 
whole thing was spotty with a few oil- (Including Exports) le 
wes ; Adjusted to include manufacturers other than the 145 reporting to 
heating men es September as Census Bureau, FuELoIL & Ort Heat's estimates of shipments are: co 
the best month they'd ever had. Sinai adie 
Total installations for the first nine 1956 1955 Change 1956 1955 Change ‘i 
: . x i ° JULY ———-- SEVEN MONTHS 
months were 506,458 compared with — genarate Burners 37,640 46,757 — 19.5 238,272 294,991 —192 & fil 
571,348 in the same period of 1955 Boiler Units 4,280 6,584 — 35.0 33,063 40,958 — 193 Pe 
sede . Furnace Units 15,895 18,401 — 13.6 95,194 107,051 — 111 i 
and reflecting a drop of 11.4%. Retail All Domestic 57,815 71,742 — 19.4 366,529 443,000 — 176 tic 
installations continue to make a better Commercial 2,977 2,936 + 1.4 21,928 19,625 +117 
showing than factory shipments for Total 60,792 74,678 — 18.4 388,457 462,625 — 160 if 
aber waite: q —_——_———-AUGUST EIGHT MONTHS— 
the year indicating there a oe Separate Burners 53,064 62,858 — 15.6 291,336 357,849 — 186 th 
tant stocks in January in the hands of Boiler Units 6,417 11,104 — 42.2 39,480 $2,062 — 261 
. 5 Furnace Units 26,032 27,518 — 3.1 121.226 134,569 — 9. 
boiler and furnace manufacturers and All Domestic 85,513 101,480 — 15.7 452,042 544,480 — 169 th 
wholesale supply houses, Our figures Commercial 4,253 4,652 — 8.6 26,181 24,277 + 18 te 
identify only the retail installations, Total 89,766 106,132 — 15.4 478,223 568,757 — 159 ‘ 
retail dealer stocks, and factory stocks. 135 - 
We have no good way of knowing the ti 
stock levels of the other two points. g 
‘The September installations were 130 pnT oT TPT of 
divided: New Homes 23,322; Re- 
eeeeeeneeeneeereee eevee eeeeeeeeeeeeeeee tk 
Minimum Retail Prices 125 h 
of Key Dealers " 
Sept. Avg. Aug. Avg. se 
Separate Burners $312 $310 120 
Boiler-Burners 720 715 CC 
Furnace-Burners 602 597 t! 
Price Index: Separate Burners 115 ‘ 
1947-49 is 100% ic 
WHOLESALE . 
Sept. 94.1 Six monthsago 94.5 110 a 
Aug. 94.5 Yearago 89.8 Orr > of a a ee 0 
AD UZomo eg “S©aoaid 53 a4 YU U 
RETAIL <HOLR SH SSSS2ZHOLS 
Sept. 92.8 Six monthsago 93.2 1955 1956 a 
Aug. 92.0 Yearago 89.1 
November 





12 1956 









of cus 
ely 51, 
lier and 


dealers 
tember 
rt from 


ks were 
45,807. 
1d sizes 

















=f 7 ——— | 
AS 3 
SPECIAL 
STUDY THIS 


MONTH 














Filtering, Dehydrating: Because con- 
siderable interest in filtering and de- 
hydrating fueloil has been generated 
through recent newspaper publicity‘on 
specific promotions we checked this 
month to find how far the industry 
might be advanced along this line. 

We learned for example, that 34% 
of the representative reporting compa- 
nies filter the oil at their bulkplants 
before loading into the trucks. The re- 
ports indicate that this filtering pri- 
marily removes sediment and sludge 
but does not take out any accumula- 
tion of moisture in the oil. 

We then asked the reporting com- 
panies if they used separate dehydra- 
tors to take out the water, and we 
learned that one out of twelve of these 
companies does have such equipment. 

The next question to the group 
asked their length of experience with 
filtering at the bulkplant and on the 
average they have followed this prac- 
tice for nine and a half years. 

The filtering elements are replaced 
after 2,700,000 gal. have been run 
through on the average. 

Not much is known of the cost to 
the fueloil distributor of bulkplant fil- 
tering. Only a fifth that use these fil- 
ters have tried to separate filtering 
cost in their accounting, and their es- 
timates range between 1/10 cent per 
gal. the high point down to the low 
of 1/100. 

Since these companies have started 
the practice of bulkplant filtering they 
have noticed substantially better burn- 
er performance as reflected in fewer 
service calls, Specifically 64% of the 
companies using this equipment say 
that service calls are fewer and they 
estimate the reduction in burner serv- 
ke requirements at 22%. In other 
words filtering with them has elimi- 
nated better than 1/5 of the service 
needs of the customers. 

Filtered fueloil should lend itself to 
advertising and sales promotion, al- 


though only a third of the companies 
who filter get that advantage from it. 
Obviously this is overlooking an op- 
portunity because it is becoming quite 
apparent that the advertising and sale 
of a premium fueloil is about to gain 
considerable momentum. 

When we asked if the companies 
have had experience with having any 
oil companies in their market charge 
a premium price because of filtering 
and dehydrating the oil, only one com- 
pany checked the affirmative on this. 
And that was a marketer in upper 
New York state. 

The final question asked whether 
the fueloil distributor believed that 
bulkplant filtering and dehydrating 
would pay off in service improvement 
and promotional value. The opinions 
were exactly divided with 50% yes 
and no. That would seem to be a 
pretty strong recommendation for the 
practice. 

We will probably hear quite a bit 
more about it before long. 


The Dealers comment 


Typical of the comments on the spe- 
cial questions this month were these 
... Because the heating oils we re- 
ceive, all from one refinery, are of 
high uniform quality, and because 
chemical additives are put in before 
pipeline shipment, we have never felt 
the need for installing bulkplant filter- 
ing systems...” 

“Buy oil from reputable suppliers 
and you won't have filtering prob- 
lems”... “We feel that proper tank 
cleaning and maintenance of proper 
water level is sufficient”. . . “We are 
very busy”... “We differentiate be- 
tween filtering and straining.” 

“Bulkplants in this area do not fil- 
ter the oil. We have been using an 
additive in our own trucks for five 
years with excellent results; as of Oc- 
tober 15, we are delivering dehy- 
drated, filtered, hi-test fueloil at no 
increase in cost to customers. We feel 
that our service department will bene- 
fit and it will be more difficult for cut- 
price outfits to take customers away 
on price or trading stamps. Our big- 
gest factor is in combating gas. Re- 
moving fueloil odor and replacing with 
‘Chanel No. 5” will be a big asset.” 

“Service-wise we have little or no 


Pricloil 


liters 


Oilheating Permits* 


SEPT. 9 MONTHS 
1956 1955 1956 
16 Albany, N. Y. 64 46 
92 Baltimore, Md. 360 424 
174 Bridgeport, Conn. 1035 909 
2 Columbus, O. 249 280 

97 Detroit, Mich. ia: [Yt 
64 Elizabeth, N. J. 290 551 
71 Freeport, N. Y. 371° 298 
66 Hartford, Conn. 438 469 
51 Irvington, N. J. 264 299 
68 Meriden, Conn. 373 436 
96 Milwaukee, Wis. 4156 1113 


37 Minneapolis, Minn. 197: 337 
25 Montclair, N. J. 136: 221 
12 Morristown, N. J. 57 47 
41 Mt. Vernon, N. Y. 238 198 


159 Newark, N. J. 1035 944 
69 New Bedford, Mass. 752 728 
62 New Haven, Conn. yy ae 2. b | 

New Rochelle, N. Y. 265 a's 


126 Norfolk, Va. 297 364 
26 Omaha, Neb. 54 a? 
19 Orange, N. J. 100 110 
16 Passaic, N. J. 94 79 
74 Paterson, N. J. 367 365 

357 Philadelphia, Pa.** 2777 2044 
82 Portland, Me. 517 8481 

277 Portland, Ore. 3153 2344 
13 Poughkeepsie, N.Y. 133 108 
..- Providence, R. I. 651 - 
46 Richmond, Va. 323 356 

105 Roanoke, Va. 813 837 

159 Rochester, N. Y. 1022 + 801 
12 Rockville Centre, N. Y. 120 95 
52 Salem, Mass. 287 349 
.. St. Louis, Mo. 1497 -e 

7 St. Paul, Minn. 87 64 

.. Schenectady, N. Y. 77 a 
Spokane, Wash. 1242 

.. Springfield, Mass. 1207 “ 

43 Stamford, Conn. 234 196 


34 Washington, D. C. 396 §=334 
25 White Plains, N. Y. 195 160 


32 Wilmington, Del. 309 249 
168 Worcester, Mass. 890 =6815 
12 Yonkers, N. Y. 401 226 
2724 Totals 22190 17116 


—24.98 Percent Change —22.9 


*Permits are not total sales in each mar- 
ket since none are reported from suburban 
areas, which normally account for 20% 
to 60% of total sales in each market; nor 
are they an accurate index where enforce- 
ment is lax. Rightly used, however, they 
are a useful working index. 


**Courtesy of “Philadelphia Inquirer.” 


difficulty with product; clogged noz- 
zle is not even considered on calls any 
more. The use of the refinery additive 
is doing a very good job in cleaning 
screens, tanks, etc., or placing mois- 
ture in suspension and passing it 
through the line. We see no justifica- 
tion for the additional expense of our 
processing the product .. .” 
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BETTER! 


Galongage is the better gauge because — 


Its numbers are easier to read. 


Its appearance 1s of highest quality. 
It's easy to install in tight places. 
It fits easily into servicemen’s kits. 


It costs less to ship. 


A product of 


APPLIED MECHANICS COMPANY 


381-389 CONGRESS ST. + BOSTON, MASS. 


Big burner Shipments 
for August increase 60% 


COMMERCIAL burner shipments in Ay 
gust were 60% greater than shipments 
for July, the market research depar, 
ment, Oil-Heat Institute of America, 
Inc., has reported. That the increas 
is an unusually good one, the on 
shows by comparing it with 1955 
when August shipments were 254% 
above July and with 1954 when the 
August figure was 35% above the 
month before. A total of 3,699 burn 
ers were shipped in August. Cumulz 
tive total for the first 8 months of 
1956 is 22,032. 
A breakdown of shipments accord. 
ing to size and type follows: 
Oil Gasol 
burners — burners 
HORIZONTAL ROTARIES 
244 and Under 74 
Over 214 to 8 51 
Over 8to30 515 
Over 30 to 100 481 


Over 100 46 
TOTAL SHIPMENTS’ 1167 


GUN TYPE 

Over 5 to 30 
Over 30 

TOTAL SHIPMENTS 


ATOMIZING 
30 and Over 
TOTALS, ALL TYPES 


@, 
“9 


Contract Awards for August 
set new High, 9% above ’59 


CONTRACT AWARDS for future com 
struction in August in the 37 eastern 
states totaled $2,068,754,000, the 
highest figure thus far recorded for 
August by the F. W. Dodge Corpora’ 
tion, construction news and marketing 
specialists, and a figure 9% above 
that of August, 1955. 

During the first eight months of 
1956, the cumulative total of awards 
also reached a record high of $17,416, 
272,000, an 8% increase over the 
similar 1955 period. 

Awards for each major construc’ 
tion category, in dollar terms, also set 
new August records: non-residential 
awards of $746,787,000 were 10% 
greater than August, 1955; residential 
awards of $874,233,000 were 5% 
above August, 1955; heavy engineet’ 
ing awards of $447,734,000 were 18% 
above the 1955 period. 

(Please turn to page 26) 
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No. 187 


Is your product clean enough, your pump, meter and 
loading valve protected against scale, grit, dirt, rust and 
other foreign materials? 

Be sure! Install OPW Line Strainers in any pipe line 
system for a cleaner product. Tight fit of cage and 
screen assures all product passing through strainer. 
Screen areas are many times pipe size for full flow. 
The simplicity of screen removal, cleaning and replac- 
ing facilitates regular, periodic checkup in the shortest 
possible time. 

Choose your size, type and mesh! 125-pound standard 
or 200-pound high pressure types. Bottom or top outlet 
cage, reinforced for sturdiness and precision fit. Screwed 
or flanged end. Flanges, bolts and gaskets to suit. Strain- 
er meshes from 14 to 300. 


OPW CORPORATION 


Valves, Fittings, Assemblies for Liquids Handling Industries. 
2737 COLERAIN AVE., CINCINNATI 25, OHIO 
Kirby 1-5400 
Pricloil - 
oilhear, 


Bottom Outlet Type 











No. 187-F 
Bottom opening 
type. 125 pound. 











No, 387 
Top outlet type. 
125 pound. 

















| No. 387-F 
Top outlet type 
flanged. 125 pound. 

















No, 487-F 
Top outlet type 
flanged. 200 pound. 








Where is the new 


No. of Permits 
Issued 


ALABAMA 
Birmingham area 
Mobile area 
Montgomery area 
Nonmetropolitan areas 


ARIZONA 
Phoenix area 
Nonmetropolitan areas 


ARKANSAS 
CALIFORNIA 


Fresno area 

Los Angeles area 
Sacramento area 

San Bernardino area 
San Diego area 

San Francisco-Oakland 
San Jose area 

Sockton area 
Nonmetropolitan areas 


COLORADO 
Denver area 
Nonmetropolitan areas 


CONNECTICUT 
Bridgeport area 
Hartford area 
New Haven area 
Nonmetropolitan areas 


DELAWARE 
Wilmington area 
Nonmetropolitan areas 


DISTRICT OF COLUMBIA 
Washington, D. C. 
Maryland suburbs* 
Virginia suburbs** 


FLORIDA 
Jacksonville area 
Miami area 
Orlando area 
Tampa-St, Petersburg area 
Nonmetropolitan areas 


GEORGIA 
Atlanta area 
Columbus area 
Savannah area 
Nonmetropolitan areas 


IDAHO 
ILLINOIS 


Chicago area (Does not 
include Ind, suburbs) 
Moline-Rock Island area 
St. Louis area 
Nonmetropolitan areas 


INDIANA 


Chicago suburbs 
Fort Wayne area 
Indianapolis area 
South Bend area 
Nonmetropolitan areas 


IOWA 
Davenport area 
Cedar Rapids area 
Des Moines area 
Omaha suburbs 


Nonmetropolitan areas 


KANSAS 
Kansas City area 


July 


1,041 
367 
194 

92 
388 


1,006 
642 
364 


247 


14,975 
176 
7,441 
570 
1,675 
1,040 
1,953 
861 
114 
1,145 


1,010 
613 
397 


1,540 
216 
240 
181 
903 


187 
166 
2! 


107 
625 
689 


4,563 
258 
1,215 
119 
893 
2,078 


1,440 
889 
122 

96 
333 


95 
4,620 


3,741 
79 

67 
733 


1,550 
298 
49 
516 
104 
583 


767 
62 
64 

136 
52 

453 


830 
367 


7 Mo. 


7,048 
2,602 
1,019 

827 
2,600 


7,307 
5,005 
2,302 


1,934 


109,439 
1,480 
56,883 
3,481 
10,084 
7,397 
13,659 
5,523 
1,098 
9,834 


8,937 
5,758 
3,179 


10,286 
1,291 
2,183 
1,019 
5,793 


1,795 
1,715 
80 


1,081 
4,656 
4,828 


32,820 
2,213 
9,729 
1,352 
5,979 

13,547 


10,534 
6,143 
1,136 

902 
2,353 


750 
35,417 


28,962 
544 
874 

5,037 


9,923 
1,853 
371 
3,115 
673 
3,911 


6,018 
804 
1,323 
843 
277 
2,771 


6,419 
2,105 


*Included in Maryland state total. 


**Included in Virginia state total. 
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Wichita area 
Topeka area 
Nonmetropolitan areas 


KENTUCKY 
Cincinnati suburbs 
Louisville area 
Nonmetropolitan areas 


LOUISIANA 
Baton Rouge area 
New Orleans area 
Shreveport area 
Nonmetropolitan areas 


MAINE 
MARYLAND 


Baltimore area 
Washington, D. C. suburbs 


Nonmetropolitan areas 


MASSACHUSETTS 
Boston area 
Springfield-Holyoke area 
Worcester area 
Nonmetropolitan areas 


MICHIGAN 
Detroit area 
Flint area 
Grand Rapids area 
Nonmetropolitan areas 


MINNESOTA 
Minneapolis-St, Paul area 
Nonmetropolitan areas 


MISSISSIPPI 
Jackson area 
Nonmetropolitan areas 


MISSOURI 
Kansas City area 
St. Louis area (Ill, suburbs 
listed under Ill.) 


Nonmetropolitan areas 
MONTANA 
NEBRASKA 


Lincoln area 
Omaha area 
Nonmetropolitan areas 


NEVADA 
NEW HAMPSHIRE 


NEW JERSEY 
Atlantic City area 
New York City suburbs 
Philadelphia suburbs 


Nonmetropolitan areas 
NEW MEXICO 


NEW YORK 


Albany, Schenectady, Troy 
Buffalo area 

New York City} 

Suburbs of New York City 
Rochester area 
Nonmetropolitan areas 


NORTH CAROLINA 
Charlotte area 
Greensboro-High Point area 
Raleigh area 
Nonmetropolitan areas 


home Market? 


No. of Permits 


Issued 


July 


170 
76 
217 


967 

37 
770 
160 


956 
200 
362 
102 
292 


133 


2,045 
1,083 
625 
337 


1,864 
882 
304 
132 
546 


3,809 
2,429 
256 
228 
896 


1,391 
956 
435 


166 
33 
133 


951 
126 


566 
259 


139 


90 
104 

97 
180 


3,102 
71 
1,461 
241 
1,329 


492 


5,244 
161 
841 

1,332 

2,017 
253 
640 


905 
104 
126 
153 
522 


7 Mo. 


1,555 
72\ 
2,038 


5,972 

300 
3,894 
1,778 


7,132 

1,327 

2,895 
940 

. 1,970 


723 


14,222 
7,495 
4,656 
2,071 


13,533 
6,137 
1,726 

623 
5,047 


29,027 
19,036 
2,053 
1,576 
6,362 


8,900 
6,412 
2,488 


1,537 
507 
1.030 


9,420 
1,944 


5,502 
1,974 


956 


3,055 
668 
1,669 
718 


1,553 
917 


21,320 
647 
11,011 
3,250 
6,412 


2,872 


39,154 
1,079 
5,839 

10,770 

16,610 
1,493 
3,363 


6,916 
907 
1,136 
755 
4,118 


fCovers dwelling units actually started. 


NORTH DAKOTA 
OHIO 


Akron area 

Cincinnati area 
Cleveland area 
Columbus area 

Dayton area 

Toledo area 
Youngstown area 
Nonmetropolitan areas 


OKLAHOMA 
Oklahoma City area 
Tulsa area 
Nonmetropolitan areas 


OREGON 
Portland area 
Nonmetropolitan areas 


PENNSYLVANIA 
Allentown-Bethlehem area 
Harrisburg area 
Philadelphia area (See New 
Jersey for Jersey suburbs) 
Pittsburgh area 
Nonmetropolitan areas 


RHODE ISLAND 
Providence area 
Nonmetropolitan areas 


SOUTH CAROLINA 
Charleston area 
Nonmetropolitan areas 


SOUTH DAKOTA 
TENNESSEE 


Chattanooga area 
Knoxville area 
Memphis area 
Nashville area 

Nonmetropolitan areas 


TEXAS 
Beaumont-Port Arthur area 
Corpus Christi area 
Dallas area 
El Paso area 
Fort Worth area 
Houston area 
San Antonio area 
Nonmetropolitan areas 


UTAH 
Salt Lake City area 
Nonmetropolitan areas 


VERMONT 


VIRGINIA 
Portsmouth-Norfolk area 
Richmond area 
Washington, D. C. suburbs 
Nonmetropolitan areas 


WASHINGTON 
Seattle area 
Spokane area 
Tacoma area 
Nonmetropolitan areas 


WEST VIRGINIA 
Charleston area 
Nonmetropolitan areas 


WISCONSIN 
Madison area 
. Milwaukee area 
Nonmetropolitan areas 


WYOMING 


November 
1956 


272 


399 
115 
284 


2,717 
106 
144 


1,190 
861 
416 


215 
192 
23 


327 
119 
208 


149 


1,068 
183 
237 
307 
214 
127 


4,42I 
128 
346 
665 
321 
305 
507 
301 

1,848 


440 
215 
225 


9 


1,864 
235 
191 














pl 


1,237 
6,049 
1,645 
3,040 
4,620 
2,655 
13,925 


4,06! 
2,362 
1,699 


94 


14,334 
2,079 
2,180 
4,828 
5,247 


9,366 
4,524 
1,046 
1,543 
2,253 


2,486 
721 
1,765 


2,423 

gl4 
5,274 
6,335 


507 
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Asset or liability?... 








You can prevent many service calls 
with Du Pont’s ASHLESS additive FOA-2 


Your service contracts are a valuable as- 
set for protecting your heating oil market 
and as an inducement to win new cus- 
tomers. 

But do contracts always prove as prof- 
itable as you hoped . . . or do runaway 
service calls eat up the margin? 

Now, a single additive—Du Pont Fuel 
Oil Additive No. 2 (FOA-2)—can help 
you improve your service contract profits 
by reducing service calls, because it— 


1. Prevents sludge 


FOA-2 retards the formation of insoluble 
residues, Thus, it helps to prevent nozzle 
Plugging and filter clogging. 


2. Cleans system 


It also reduces the particle size of any 
residues previously formed. In this way 
it helps to work away any pre-formed 
sludge deposits. 


3. Leaves no ash 


Du Pont FOA-2 leaves no metallic ash 
deposit to interfere with the operation of 
ignition electrodes and stack controls. It 
burns completely. 


For best results, FOA-2 should be added 
to freshly-prepared stocks at the refinery. 
It is low in price and can be used effec- 
tively in small concentrations, 


OU PONT 


ALG. y. 5, Pat. OFF 
Better Things for Setter Living 
o « + through Chemistry 


Petroleum Chemicals 
EI. DU PONT DE NEMOURS & CO. (INC.) - Petroleum Chemicals Division - Wilmington 98, Delaware 
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Don’t settie for less 
than the features 
that make PERFEX best! 
































@ BROAD, FLEXIBLE LINE... continuous or intemi 
tent ignition...stack or burner-mounted safg 
ties...non-recycling or recycling models, 





@ DURABLE FLAME DETECTOR ELEMENT... hig 
quality thermo-expansion design far superi 
to simple bimetals. 





@ FAIL-SAFE DESIGN ... for dependability th: 
assures “like new” performance for many years 


@ FEWER CONTACTS...generously sized for long: 
life and trouble-free service. Powerful contad 


Stack-Mounted Series 5200 and 5520 pressure to insure positive operation. 

For constant or intermittent ignition on pressure ; ; 
or rotary type burners. Available in either non- © RUSSED CONSTRUCTION. Pee: for sustained ef 
recycling or recycling models. Easy to install— ciency in spite of high ambients and fluctuating 
no leveling needed. Safety or ignition switch loads. 

unaffected by ambients or motor loads. Durable 

flame safety. 





* Flame detectors interchanges 





Plus this 
outstanding 


addition 
to the line 















Two-Piece Stack/Burner- 
Mounted Series 5550 


Giving you complete flexibility 
stack-mounting. Sturdy sensing 

ment installs easily in any 
tion, primary relay mounts on Du 






itself for ideal revenge sis p 
P tant installation and maintena® 
It’s good business to look into General Controls’ advantage is in addition to alt 
complete line of limit controls and outstanding design and construél 
P ° qualities long associated wit 
slim silhouette room thermostats. primaries—rugged simplicity for 


. a life, generously sized contacts, 0PM 
Standard, air conditioning and ing sfficiency unimpainedae 
clock models available. ambients or fluctuating motor 
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Burner-Mounted 5540 D-2 PerfXray 





Adaptable to pressure burners. Everything on 
the burner itself —including the revolutionary 
PerfXray flame detector—eliminating installation 
and draft problems common to stack mounting. 
Easily serviced or replaced. Simple electromag- 
netic circuit, no tubes. Factory installed and 
tested for perfect performance. Engineering 
available for particular applications. 





And now ...this performance-proved line is backed by 


General Controis famed field service organization 


ee 


Perfex 


5 plants geared to produce top quality in high 
volume to satisfy your production schedules. 


7 regional warehouses strategically located to meet 
your emergency needs with immediate delivery. 


40 branch offices placing top-caliber control 
counsel and assistance near at hand at all times. 


GENERAL CONTROLS 


Manufacturers of Automatic Controls for Home, Industry, and the Military 
FORTY BRANCH OFFICES SERVING THE UNITED STATES AND CANADA 


Pentex CONTROLS AND GENERAL CONTROLS 





No. 2 Heating Oil (Including No. 3 & PS200) 
Price per gallon as of October 15, 1956 
Tank Tank Tank Tank 


Car Wagon Car Wagon 
Portland, Me. 11.70 14.9 Richmond 11.30 14.7 
Boston 11.10 15.0 Charleston, S. C. 10.90 14] 
Providence 11.0 15.0 Chicago 11.2*F 14.6 
Springfield, Mass. 125 14.9 Detroit 11.75% 15.2 
Hartford 11.25 14.9 Cleveland 11.60* 14.6 
New Haven 10.90 14.6 Minneapolis 10.75 14.3 
Syracuse 11.90 14.8 St. Louis 10.90* 14.4 
Albany 11.10 14.2 Indianapolis 11.35% 15.1 
New York 10.90 14.7 Milwaukee 12;50* 15.5 
Newark 10.9 14.6 Des Moines 10.50 13.7 
Philadelphia 10.9 14.4 San Francisco 10.65* 13.2 
Harrisburg 10.9 vy Portland, Ore. 11:25* 13.8 
Baltimore 10.90 ; Seattle 11.25* 13.9 
Wilmington, N. C. 10.90 : Spokane 13.65* 16.3 
Washington 10.9 d Los Angeles 10.15* 12.7 


*Delivered. 
Tank wagon prices shown are for maximum one-time delivery discounts, 
{Subject to .50¢ temporary allowance. 


Gem MONTH there are three im- 
portant factors to discuss briefly DEGREE DAY TABLES 


in this column. First, the season started ——ONE MONTH ONLY—— — —-LAST SEASON 
+h colder th: al. actuall September _— Percent Sept. through May _ Percent 
much colder than normal, ee y Normal 1955 1956  Change* Normal 1955 1956  Change* 
63.1% colder in the principal oilheat- 139 174 262 + 88.5 Albany AP 6888 6476 7343 + 66 
: tio ee SRT! eg 4 8 OF 4 — 50.0 Atlanta AP 2826 2751 2876 
ing cities. This is not too significant in 50 344 109 +118.0 Baltimore AP 4782 4973+ 5031 
a mild month like September, but for 77 85 174 +1260 Boston AP 5742 5395 6096 
9 Becetieainl in 122 137 «218 = + 78.7 Buffalo AP 6720 6150 6885 
the oft business " + OE Rend tp take 90 44 86 — 4.5 Chicago AP 6252 5506 6199 
Second, the price table has a lot of 42 16 50 + 19.0 Cincinnati CO 4532 4569 5047 
, > > ities g ast- 75 52 159 Cleveland AP 5950 5379 6124 
changes. Twelve cities along the east . ‘ : epee ee, a ole <2 
ern seaboard show increases at the 120 126 66 Tienie AP 6051 5758 5745 
0 euihie Lites 0.2 99 70 103 Des Moines AP 6384 5962 6885 
pa niger SORE eee 96 80 172 Detroit AP 6336 5793 6497 
cents at Wilmington, N. C., up to .5 105 108¢ 197 Grand Rapids AP 6396 5873+ 7030 
cents at Newark. Most of the increases 129 243 Hartford AP 6094 5765 6651 


330 216 Helena AP 7951. $255 $8472 
were 0.4 cents. On the first move, 0 0 Houston AP 1388 1230 1236 


. ; ' ; 104 Indianapolis AP 5581 5218} 5749 
prices went up at nearly all points pol 

17 Kansas City AP 4880 4320 45022 

along the coast, but under the pressure 0 pn y Pieris CO 1432 1247 1911 


f competition they were pulled back 63 Louisville AP 4434 4148 4507 
. P y P 188 Milwaukee AP 6944 6490-7169 
in some markets notably New York 202 Minneapolis AP —-7748-«-7409 «8558 
Harbor. 0 New Orleans CO 1175 1146 1174 


; 102 N York CO 5032 4824 4320 
As of October 15 there were still 78 Omaha AP 6123 5582 6683 


some unbalanced relationships because 107 Philadelphia AP 4523 4254+ 4878 
“ftw 127 Pittsburgh CO 5035 4716 5279 
of the too rapid shifting around dur- 307 Portland, Me. AP 7493 6987 7855 


194 Providence AP 6041-5633 «6355 
ample, in four of the reporting mar- 86 Roanoke, Va. AP 4152 4153 4100 


kets the margin of the fueloil distribu- 17 St. Louis CO 4462 4107 4640 
ee nen ete 58 Salt Lake City AP 5785 6378 5560 
tor was reduced, while in eight o 110 91 San Francisco CO 2523 2749 2681 


these eastern markets the margin was 298 423 Sault Ste. Marie AP 9016 8365 9040 
: 134 147 Seattle CO 4237 4486 4683 
raised. 102 92 190 Toledo AP 6322 5740 6584 
Third, for the first time since spring 37 a Washington AP 4337 4132 4514 


we show the level of secondary stocks. ~ Compared wih: aneaaia +City Office 

We base this primarily on the per- 

centage of secondary storage filled as Distillate Fueloils 

reported in a substantial field sam- eNO Be an wcrsiiiiaaaaiaiaal 


pling. Then, we show estimated actual (Thousands of Barrels) (Thousands of Barrels) 


stocks for the East Coast and Mid- East of Rockies East of Rockies 


. ‘ : 5 : Sept. 30, 
west by applying these storage condi- i, : , Ge. - me ba gH 


tion percentages to the regional bulk East Coast 57,886 57,633 % Filled New Eng. 72.8 


: bail Midwest 46,513 44,953 Mid Atl. 83.9 
capacity for distillates at the secondary Gulf Coast 30,050 26,804 South Atl. 68.1 
level as reported in the latest figures of Total East Coast 79.5 


the Bureau of the Census published Total 134,449 129,390 Stocks East Coast 13,568 


—__—~ % Filled Midwest 79.9 
for December 31, 1955. *American Petroleum Institute. Stocks Midwest 8,622 
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Does the most to help the independent 





10-1 ol] Me(-tol (lame gohvariigelate] by 


and profit from his own good name. 


COASTAL OIL COMPANY 


Executive Offices: 744 Broad Street, Newark 2, N. J. 
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Milburn Petty 


WASHINGTON— Whatever policy on 
oil imports is finally adopted by the 
Eisenhower Administration, it seems 
a safe bet that exemption of residual 
fueloil will be continued. 

There may be a gesture toward the 
coal people in the form of a promise 
to keep an eye on residual imports. But 
nothing is likely to be done, particu- 
larly as long as coal production con- 
tinues at its present rate. 

Domestic oil producers are contend- 
ing for mandatory restrictions on all 
oil imports—including residual—but, 
if something is done to hold down 
crude oil imports, they likely will be 
satisfied. 

Indications are that the Administra- 
tion will set some overall “‘ceiling” on 
imports of crude oil from sources out- 
side the Western Hemisphere. It will 
likely be so high that it will be opera- 
tive only in the future. 

So, with Canada and Venezuela ex- 
empted and a “liberal” policy adopted 
on Middle East oil, total imports will 
be allowed to continue at the present 
rate, at least. 


‘Tough’ Imports Policy Seen 


There have been several indications 
that the Administration will get 
“tough” on its hold-the-line policy on 
imports of crude oil. 

For example, in announcing a study 
of plans for building 50 new super- 
tankers to provide “alternative” trans- 
portation, “particularly from the Mid- 
dle East,” President Eisenhower said 
such a program would have to be 
“consistent” with objectives of the vol- 
untary plan for controlling oil im- 
ports. 

This was the first time that the 
President, personally, had taken note 
of this policy of holding imports down 
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to levels that would not “injure” do- 
mestic fuels industries. 

Also, for some months, ODM Di- 
rector Flemming and Undersecretary 
of State Herbert Hoover, Jr., has been 
complaining about some importers not 
complying with requests to hold down 
imports. 

So, it can be expected that, with a 
“liberal” imports policy laid down, the 
Administration will back it up with a 
warning that mandatory restrictions 
will be imposed if the hold-the-line 
policy is not followed voluntarily by 
all importers. 


‘Oil Rationing’ Threat Spiked 


ODM Director Flemming, com- 
menting on published statements at- 
tributed to M. J. Rathbone, president 
of the Standard Oil Co. (N. J.), im- 
plying that there would be rationing 
of fueloil and gasoline here if the Suez 
Canal and Middle East pipelines were 
closed, said ‘‘there would have to be 
rationing in Europe, but that would 
not be necessary in the U. S., accord- 
ing to all the figures that I have seen.” 
(Later, an associate of Rathbone said 
the Jersey official had meant rationing 
in Europe.) 

Other industry leaders took the view 
that the American people would never 
stand for rationing here—to supply 
Europe—except in case of an all-out 
war. 


Trucks Haul 35% of Products 


Tank trucks are now hauling more 
than five times the volume of* refined 
petroleum products than the railroads, 
according to a survey of petroleum 
transportation shifts over the past 17 
years made by the Committee for Oil 
Pipe Lines. 

Trucks transported 200 million tons 
of refined products last year, or 35% 
of the total traffic as compared with 
10% in 1938. 

Pipelines increased their share from 
6% to 18% in the 17-year period. 

On the other hand, water carriers 
(tankers and barges) dropped from 
53% to 39% of the total trafic dur- 
ing this period while the rails were 
off, 30% to 7%. 


Field Price for Gas Denied 


Supreme Court has refused to re- 
view a lower court decision disallow- 
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ing the “fair field price” for natural gas 
produced by Panhandle Eastern Pipe 


Line Co., holding that the Federaj 
Power Commission had not shown the 
need for departing from the trad; 
tional utility-rate making base, that js 
“costs,” and adopting the commodity. 
price approach. (A rehearing petition 
has been filed.) 

Some producer representatives are 
fearful that, if this decision stands and 
is not repealed by legislation, it may 
force the FPC to use “costs” as a fac. 
tor, at least, in setting producer prices 
This, they contend, would result jn 
prices that would not adequately re 
flect risks of the production busines, 

FPC Chairman Kuykendall has 
stated that this decision created “quite 
a problem.” He expressed the belief 
that, while independent producers dif: 
fer from pipelines, this case raised the 
question that the utility-rate method 
might have to be applied to producers, 

FPC’s appeal for review of this de 
cision was not supported by the De 
partment of Justice. And that was an 
other reason for producer worries, as 
possibly indicative of the Administra 
tion’s attitude. 


Plan to Retire ‘Little Inch’ 


FPC has approved the application 
of Texas Eastern Transmission Corp. 
for minimum facilities needed to take 
over the gas load from “Little Inch” 
when this war-emergency pipeline 1s 
returned to oil service, moving prod 
ucts from the Gulf to the Pittsburgh 
Area, including the importation of 
Mexican gas. 

However, hearings have been sched: 
uled for October 29 on possible effects 
of this pipeline reronversion. 


Lobby Probers Hear Oil Men 


Chairman McClellan (D., Ark) 
appeared satisfied that the October 9th 
hearing on oil industry activity in be 
half of the Harris-Fulbright Gas Bil 
had established that (1) the Generd 
Gas Committee was a “lobbying” 0 
ganization and (2) with “some excep’ 
tions” secretaries of state petroleum 
industries committees had contact 
the senators and congressmen of thet 
states in support of the gas bill. 

It is expected that McClellan‘ 
group will recommend tightening @ 
statutes to include “indirect lobbying 
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DUAL-VECTOR® 


Low cost, combination heat- 
ing and cooling units for resi- 
dences, apartments and motels. 
Two models fit between stud- 
ding. Easy installation. Clean, 
filtered air both summer and 
winter. Insulated enclosures pre- 
vent condensation. Individual 
room control optional. Free- 


K k 5 TZ # « . standing types for remodeling. 
Use i 


heating and cooling 


equipment for profit HYDRO-PAC © WATER CHILLERS 


Completely packaged. Factory 
poe gg” for easy oe —— 
tion. Fine ‘‘furniture’”’ steel cabinets 

and top performance with baked enamel finish. Five year 


warranty on hermetic system. 


UNLT HEATERS Horizontal and verti- 

cal discharge, propeller fan types. Wide se- 

lection of sizes for steam and hot water. Die 

formed cabinets of heavy gauge steel. Baked- 

on, gray hammer enamel finish. Rubber 

mounted motors. Dynamically balanced fans 

in deep drawn venturi for quiet operation. CONVECTOR-RADIATORS Floor, wall hung 
and recessed models. Famous KRITZER coil 
construction for steam and hot water. Bronze 
headers. Heavy, reinforced steel cabinets. Full 
range of sizes. Chain or knob operated dampers. 
= phosphatized. Gray prime, baked-on 

nish. 


. TYPE "“R” AIR BASE 
WARM AIR BASEBOARD 


Adds beauty to any home. Efficient warm air 
heating or cooling. Two and four foot lengths. 
Built to last. 


‘K’ LINE RADIANT BASEBOARD STB RADIANT BASEBOARD 

_ Clean, modern lines. Quiet. Easy to For hard-to-heat areas. Large heat- ASK YOUR JOBBER 

install. For homes, apartments, offices. ing. ava Safe, rounded corners FOR KRITZER PRODUCTS 
and edges. 


"IF IT’S KRITZER, IT’S RIGHT, SIR!’ 


KRITZER RADIANT €Ones, INC. 
2901 Lawrence Ave. * Chicago 25 
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pricks gas Balloon 


Pe we MAGIC credited to natural gas, 
now invading the Pacific North- 
west for the first time, lost much of 
its power when exposed to facts and 
figures in an educational campaign 
conducted by the Oil Heat Institute 
of Oregon in September. 

Under the direction of Dale Joseph- 
son, executive secretary, the campaign 
included a mass meeting for 350 oil 
heat dealers, their families and em- 
ployees on September 7 in the Colum- 
bia Athletic Club, Portland, and press 
luncheons for newspaper, radio and 
television representatives on Septem- 
ber 10 in the University Club, Port- 
land, and September 11 in the Marion 
Hotel, Salem. 

Addressing the mass meeting, Allen 
J. Johnson, Philadelphia, nationally 
known fuel and combustion authority 
and author of “Fuels & Combustion 
Handbook,” said natural gas showed 
more than 26% leakage as compared 
with 6% leakage for manufactured 
gas lines in research in Pennsylvania. 
He stated that natural gas is not as 


Oregon OHI Campaign 


hot as manufactured gas; does not have 
standard qualities, and has a dryness 
that causes meters to run faster. 

Josephson, who noted that OHI is an 
organization of small indepedent busi- 
nessmen “who know what competition 
is,” said the trouble in the present 
situation is “that we're not doing 
enough to tell our neighbors why oil 
heat is best, the way the gas people 
do.” He listed the outstanding fuel 
characteristics of oil as economy, safe- 
ty, dependability, cleanliness, evenness 
of heat, choice of supply, work saving 
and health factor. 

The oil heat industry’s advertising 
program was outlined by George P. 
Griffis, vice president of Pacific Na- 
tional Advertising Agency. Pointing 
out that 72% of Portland houses are 
heated by oil, he said advertising efforts 
are directed at maintaining oil heat’s 
present position “which none can 
match despite the claims of the gas 
industry.” 

Also a speaker at the dealers’ meet- 
ing was Ray F. Horan, New York, 
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Principal participants seated at the 
head table at the press luncheon in 
the University Club, Portland, Sep- 
tember 10 include (from left) Dale 
Josephson, OHI of Oregon executive 
secretary; Al Loucks, Home Oil Co., 
Salem, OHI vice-president; Fred Mac- 
donald, Macdonald Oil Co., OHI presi- 
dent; Allen J. Johnson, speaker; 
Leonard Gehrke, Leonard Gehrke 
Fuel Co., Portland, chairman of OHI 
advertising council, and John Carson, 


Carson Oil Co., Portland. 
































Ray F. Horan addresses rally, 






merchandising manager, Perfex Dj 
vision, General Controls Co., who had 
conducted a three-day sales training 
course for 50 salesmen-students in 
Portland September 5, 6 and 7 and, f 
later, conducted a similar course for 

36 students in Seattle September 
10-12. 


Speakers and guests were intro 
duced by Fred Macdonald, ont of 
Oregon, president. The newly-released [ 
consumer movie, “Housewarming 
Party,” was shown. 


Macdonald presided at the pres § Tod 
luncheons at which Johnson spoke on § qual 
the oil heat story, refuted many of the § % pi 
claims made for natural gas and an Th 
swered questions from the audience. job ¢ 
The purposes and organization of OHI W 


were outlined by Josephson. com: 
com: 





Mass rally of 350 oil heat dealers, their 
families and employees, below, in the 
Columbia Athletic Club, Portland, 
September 7, hear Allen J. Johnson 
refute claims made for natural gas 
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mv} a DELUXE UNIT at a Sale 
OHI 0 


eleased DOWN-TO-EARTH PRICE 
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» pres § Today, your customers want better 

oke on § quality than ever before, but are unwilling 

of the § 0 pay more for it. 

ndan § This means you have to figure every Surns Gos or Oi beet 

dience. § Job closer than ever before. 

of on! § When you figure Luxaire, you not only 
come up with the quality desired, you also 
come out with a greater margin of profit. 

There’s good reason. 
ord Excellent construction and outstanding 
vtland, 4 Performance have caused greater sales 





Gas Unit 


Oil Conversion 
Heater 


Burner 








| i i 1 Air or Wat Air or Wat 
ohnson | Of ai complete Luxaire line. High sales Cool - or fon Coole - 063 Ton Water Cooled 
f t-Utilit t ‘ 
al gas. § Volume permits efficient manufacturing. Voor Round Av. Your Roundea: C. Year ‘Round A. C. 
Manufacturing efficiency provides Unit Burns Gos Ce tenees  :- or Oil 
' 


competitively low prices. 

So when you choose the capacity and 
type of unit needed from the complete 
luxaire line, you gain both quality and 
profit—plus the extra bonus of easy 
installation and service-free operation. 

your Luxaire jobber now. 


Air Cooled Add-On 
2, 3 or 5 Ton Summer 
A. C. Unit 
Compressor-Condenser Unit 
with Matching ‘V-type or 
“Flat’’-type Cooling Coil 


Water Cooled Add-On 
3 or 5 Ton 
Summer A. C. Unit 









HEATING & AIR CONDITIONING UNITS 
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HYDRAULIC POWER 
your Bike Buy fer 














OPERATE PRODUCT PUMPS ...HOSE REELS 


Equip your fleet with new Roper Pump-Motors — the hydraulic power units 
designed especially for fuel transfer applications. Compact and rugged, these 
pump-motors offer greater flexibility and convenience of hook-up... operate 
at slow speeds... increase product pump life...are /ess costly to operate in 
the long run. Ideal for operating both product pumps and hose reels, you'll 
find Roper Pump-Motors your best buy in hydraulic power. Get all the facts 
.-- today! 


COST-SAVING FEATURES 


@ Operates one or more pumps or reels @ Offers greater flexibility and convenience 


@ Eliminates auxiliary engines @ Power input is smooth, shockless 
@ System increases product pump life & Drives other.makes of pumps 


@ Explosion-proof at no extra cost @ Convenient dual system for split loads 


Write for Bulletin or see your 
Roper Distributor 


GEO. D. ROPER CORPORATION 


771 Blackhawk Park Avenue 
Rockford, Illinois 





(Begins on page 14) 


Culmative totals which also estab 
lished records for the first eight 
months were: non-residential, $6,20}. 
801,000, up 9%; residential, $7,339. 
820,000, up 1%, and heavy engineer. 
ing, $3,883,651,000, up 22%. 

While the dollar volume of reg 
dential contracts awarded in Auguy 
was greater than a year ago, Thoma 
S. Holden, vice chairman of the board 
Dodge Corp., said housing units cop 
tracted for was down 9%, 


}, 
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Robert K. Miller has been appoint 
ed general manager of the Gener 
Electric home 
heating and cool- 
ing department in 
Tyler, Texas, 
where limited op- 
erations are in 
progress in a new, 
$15 million plant 
for the manufac- 
ture of home 
cooling units. Prior to this appoint 
ment, Miller was manager of manw 
facturing for the vaccuum cleaner de 
partment. He joined GE in 1947. 
































































"What We want from You’ 


A member of each of the primary 
divisions of the fueloil industry 
will participate in a panel before 
the open meeting of the API Fuel 
oil Committee when it meets at the 
Blackstone Hotel in Chicago, om 
November 12 at 2:30 p.m. 

In effect the three speakers will 
be telling one another before an 
interested audience ‘‘What We 
want from You” during the next 
five years. 

Representing the marketers wil 
be A. L, Dwelley, Automatic Heat 
Corp., Boston. George Hochsteit, 
The Heil Co. and president of Oi: 
Heat Institute, will speak for the 
manufacturers, and Robert Hunter, 
sales manager, Gulf Oil, for the 
refiners. 

Oilheating’s growth over the nex! 
five years will be projected by each, 
and the expected contribution 
the different segments will 
spelled out. : 

The meeting is open to all & 
terested industry men and takes 
place during the American Petre 
leum Institute’s annual meeting 
November 12 through 15, 
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A NEW addition to the industry’s most complete, 





st eight 
$6,201, 
$7,330, 


most versatile line... 
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FAL40D3 













COMBINATION 


FAN and 
LIMIT 
CONTROL 
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-Top Performance! 






- Compact Design! 


- Greater Economy! 


Unusually compact in design and easy 
to install, the new Crise combination fan and 
limit control offers all the features formerly found 


‘only in bulkier, higher priced controls. It has sep- 


arate fan and limit terminals, so arranged to pro- 
vide more space for easier, quicker wiring. The 
limit switch, equipped with gold plated contacts, 
may be used for line, low voltage or millivolt 
circuits. Fan and limit control settings and the 
fan differential are all adjustable, while the limit 
differential is fixed at approximately 20 degrees. 

This control is available with summer fan 
switch as model FAL40D3 and without summer 
fan switch as FAL4OD. It can also be furnished 
with watchspring type bimetal as FAL45D3 and 


FAL45D. 
Now—with the introduction of these new con- 


trols, there’s more reason than ever to switch to 


Crise. You'll find they’re unequalled in quality, 
value and performance. Write or wire for details. 


CRO 


NG COMPANY, 






MANUFACTURE 
CONTROLS DIVISION 
COLUMBUS 16, OHIO 
Plants af Columbus and Hillsboro, Ohio 
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ELBRIDGE 


Oil & Gas Calculator 


Stop figuring fuel oil charges the old- 


fashioned, long-hand way! No more 
errors—no more dissatisfied customers! 


Figure fuel oil charges fast—easily— 
accurately—with the DELBRIDGE Oil 
& Gas Calculator! Total amount of sale 
is pre-calculated for you without laborious 
long-hand figuring and errors—simple 
as finding a phone number! 


Covers prices from 5¢ to 35¢ per gallon 
by steps of 1/10¢. Shows gallonage from 
1 to 250 gallons by steps of 1 gallon— 
then to 5,000 gallons in easy steps. 


Durable, long-lasting leatherette metal- 
ring binder. Only 54" x 64"—fits easily 
in coat pocket. Guaranteed accurate by 
Lloyd’s of London. Only $5.00 each. 


Try the DELBRIDGE Oil & Gas Cal- 
culator for 10 days. . . without obligation! 
Prove to yourself how it can save time 
... cut down costly errors. Mail coupon 
for FREE 10-day trial. Send no money! 


FREE TRIAL COUPON! 


DELBRIDGE CALCULATING SYSTEMS, INC. 
2502 Sutton Ave., St. Lovis 17, Missouri 


Send the DELBRIDGE Oil & Gas Calculator... 
without obligation! We will approve your invoice 
for $5.00 (plus postage) within 10 days if we 
decide to keep the Calculator. 


Company 


Address 
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Films, Parades, Speeches feature 
Oil Progress Week, October 14-20 


 ieeiceges TO the American Petro- 
leum Institute, its sponsor, the 
1956 Oil Progress Week was the 
greatest in terms of scope, size and 
impact. The nationwide effort to ac- 
quaint the public with the petroleum 
industry and its contributions to the 
country’s growth and development 
was held October 14 through the 20th. 

Fueloil dealers from every part of 
the country joined other members of 
the petroleum industry in celebrating 
the week. They were active in arrang- 
ing parades, special editions of news- 
papers, luncheon and dinner meetings, 
speeches and rallies. 

A special film was prepared by API 
for showing over TV stations and be- 
fore meetings of clubs and organiza- 
tions. Called, “Destination Earth,” the 
movie tells the story of a Martian ex- 
plorer who makes a trip through space 
to steal secrets of American success. 

Colonel Cosmic is the cartoon char- 
acter from Mars who after learning 
about basic American principles of 
freedom and competition manages to 
precipitate a celestial revolution. The 
film shows how essential oil is to prog- 
ress and prosperity. ‘Destination 
Earth” is one of a series of API films. 
Other movies shown during the week 
included “Barrel Number One,” ““The 
Story of Colonel Drake” and “Ameri- 
can Frontier.” 

In Salem, Mass., the Pickering Co. 
held its sixth “Oil Man for a Day,” 
when students came in to learn about 
the operation of the company. Dealers 
in Manchester, N. H., were saluted at 
a pre-OPW banquet. 

Elsewhere in New England there 
were tours of refineries and tankers 
and fueloil companies. 

More than 1,500 oil men and their 
guests attended the annual luncheon 
at the Waldorf Astoria in New York 
City. Dr. Robert E. Wilson, Standard 
Oil Co. (Ind.), stressed the contribu- 
tion that petroleum has made to Amer- 
ican progress. L. T. White, Cities 
Service Petroleum, Inc., spoke at a 
luncheon for women at New York’s 
Hotel Pierre. 

Other luncheons in the area were 


Two scenes from the Api ‘Destination 
Earth” film released during Oil Prog 
ress Week. 





addressed by M. E. Spaght, Socony 
Mobil Oil Co.; O. F. Minor, Shell Oi 
Co., and Bill Stott, Jersey Standard. 
In the Middle Atlantic district 
Richard Rollins, Atlantic Refining 
Co.; James B. Dyer, Sinclair Ol 
Corp.; F. H. Meeder, Richfield Oi 
Corp., and Dr. J. C. Buchanan, Ay 
phalt Institute, addressed meetings 
Dealers in Jacksonville and Tampa, 
Fla., began charity drives for th 
United Fund and a local children! 
hospital. During one day of Oil Prog 
ress Week they contributed on a gal 
lonage basis to these charities. 
The Chicago Oil Men’s Club had 
a Kickoff Luncheon with Chester 
Thompson, American Waterways Op 
erators, Inc., as featured speaker. 
The scholarship plan which was b 
gun in Omaha three years ago gained 
attention and impetus during t™ 
Midwest's Oil Progress Week. Kans 
City and St. Louis now have su 
plans and seven other communitit 
plan to provide tuition for science * 
dents at local colleges. 
The press, radio and television Pe” 
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“Rheem has everything 
...and then some!’’ 


...Says woman heating contractor 


Recently at a business awards dinner 
given in her honor, Mrs. Ione Houston of 
Des Moines, Iowa, paid high tribute 

to Rheem’s profitable line of furnaces 
and the important part it played 

in helping her set new sales records. 










tination 
il Prog 


Mrs. Houston stated, ‘“‘As a businesswoman, I’m interested in 


Socon two things: customer satisfaction and profits. Both are vital to my 













































= 28 heating business: I relied on: Iikeam:; abd tavediy ald ot Tle 

a 4 i, Rheem line of furnaces has met all of my expectations—and then 

dase e_¢ some! When a heating contractor makes full use of Rheem sales 

‘fining mS help, and takes advantage of all the favorable features included in 

ir Ot = the Rheem line—then sales come naturally, and so does customer 

ld ‘ = ; satisfaction.” 

a eee Ow soins This competent little lady, who has made a name for herself 

Tampa in an industry dominated by men, knows what she’s talking 

pike rr AL. HIGHBOY about. For under her guidance the C & H Home Service 

‘dren’ re Company, featuring Rheem furnaces, has set new records for 

1 Prog = both sales and profits, since she became general manager. 

1 a gal me You, too, will find that Rheem has everything a heating line 
— should have. National acceptance, recognized quality—and, 

ub had there is a Rheem model and size to fit every furnace require- 

Chester NE ment. Call your Rheem wholesaler soon and let him show you 

ys Op Remember, there’s a Rheem model and how Rheem can mean new sales and greater profits in your 

r. size to fit every furnace requirement. heating business. 

was be’ 

gained 

yg the 

, Rely on for better products — bigger profits 

“- RHEEM MANUFACTURING COMPANY 

ice st’ 
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SEATTLE « HOUSTON © CHICAGO ¢ SOUTH GATE, CALIFORNIA ¢ SPARROWS POINT, MARYLAND 
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NEW 
LIQUIDOMETER 
INDICATOR 


rmacsosnecrnssenernssmnsorenseeenscensree 
| USUIPOMETER 


MODEL 216 


SAVES SPACE 
ON INDUSTRIAL 
CONTROL PANELS 


Twenty-inch dial in 3x10%" 
case permits close readings 


The new Liquidometer Model 216 Indicator gives the plant engi- 
neer a reliable, automatic reading of storage tank contents. Avail- 
able in either vertical or horizontal design, the compact and highly 
readable Model 216 Indicator makes possible multiple installations 
on crowded control panels. 

Teamed with Liquidometer’s time-tested hydraulic transmission 
gaging system, the new indicator provides instantaneous remote 
indication of liquid levels —automatically. No outside power source 
is required. Virtually any liquid may be measured, and the indicator 
can be located up to 250 feet from the tank. 

Engineered for dependability, the Liquidometer gaging systems 
highlight these design features: 

@ Maintenance free 

e Integral temperature compensation 

e Ease of installation—requires only one 2” diameter tank opening 
e Safety —all gages Underwriters approved for. hazardous liquids 


For further details on the new Model 216 
Indicator, write Dept. C for Bulletin 532. 


THE LIQUIDOMETER Corp. 


SKILLMAN AVENUE AT 36th STREET 
LONG ISLAND CITY 1, NEW YORK 
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ple from the El Paso refining and map 
keting area were treated to a flyi 
press party and studied oil production 
in West Texas and visited the Per. 
mian Basin Oil Show in Odessa. 

One of the most unusual of many 
parades scheduled during the week 
was the flight of oil company helicop 
ters down Canal Street in New Op 
leans. 

In all, the Oil Industry Inform, 
tion Committee, through its many 
local and district branches made mos 
Americans aware of the benefits re 
sulting from petroleum and how the 
industry operates to provide them. 
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Armstrong Furnace Co. sold 
to National Union Electric 
ANNOUNCEMENT has been made of 
the purchase of the assets of Arm 
strong Furnace Co., Columbus, Ohio, 
by the National Union Electric Corp, 
electronics company of Hatboro, Pa 
C. Russell Feldmann, chairman and 
president of National Union, described 
the purchase of Armstrong, which 
produces furnaces and _aircondition 
ers, as a means of diversifying opera 
tions. 

The sale, an all cash transaction in 
volving some $4 million, was com 
pleted October 9 after Armstrong's 
shareholders had approved it at a spe 
cial meeting on October 6. 

Feldmann explained further: “Both 
the products and present operating 
management of Armstrong will be re’ 
tained. W. J. Olsen, who served as 
president and director is now a vice 
president and director of National 
Union and general manager of Am 
strong Furnace Div., National Union 
Electric Corp., the name under which 
the company now is conducting is 
business.” 

Olsen, who said the prime objective 
of the move was to maintain Amr 
strong’s position in the industry, 
pointed out the need for Armstrong 
to expand its research and develop 
ment facilities ‘as we enter the field 
of electronics, heat pump and greater 
use of electricity as a source of enetgy 
in our industry.” National Union of 
erates a’research laboratory in Orange 
N. J., and Armstrong will have acce® 
to its facilities. 
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Your Ol Tank 
Gauge Sales 


DO ... as other dealers are doing 
selling and re-ordering the fastest 
selling oil tank gauge on the 
market. 


Tattle-Tale 


TRADE MAR HK 


*Dot 7-C 
Oil Tank Gauge 
for 1/2” and 2” openings 


The new trouble-free low priced 
gauge with exclusive features not 
found in many of the highest 
priced gauges. 


7 Ways 
BETTER 


1 An easy-to-read 
*® molded plastic top 
that laughs at the hot 
rays of the sun. 


2 Excellent visibility in 
e dark places. 











Designed for both 
e inside and outside 
installations. 
4 Heavy die-cast 
e plug. 
5 Spring steel flexible 
© float rod. 


Moving parts hinge 
© on brass pivots. 


6 
7 Overall rugged con- 


e struction. 














MR. DEALER: 


If you are one who has not 
stocked this fast-selling gauge, 
write for free sample. 











WRITE FOR OUR LOW PRICES 


homeward Products Inc. 
3420 S. W. 9th St. 
Des Moines, lowa 
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ee of the government’s fi- 
nancing formula on new houses 
with central airconditioning to make 
them more generally available to fami- 
lies of moderate means was urged by 
leaders of the home building and air- 
conditioning industries at a recent 
round-table discussion with officials of 
the Veterans Administration and the 
Federal Housing Administration in the 
National Housing Center, Washing- 
ton, D. C. 

During the seminar, one of a series 
of meetings on housing problems spon- 
sored by the Center, Richard G. 
Hughes, Texas builder, who presided, 
pointed out that the differential in 
allowable housing expense for the pur- 
chaser of an airconditioned home was 
much greater than even the most reck- 
less estimate of the cost of operating 
and maintaining such a house would 
warrant. It also was pointed out by 
other industry spokesmen that both 
FHA and VA are not loaning the full 
value of the airconditioning installed 
in a house. 

Noting that airconditioned homes 
have been placed beyond the reach of 
many families of moderate incomes, 
Hughes said that experience shows 
“credit requirements for home-buyers 
requesting either government-insured 
or conventional loans stiffen dispro- 
portionately when the prospective 
home is to be built with an aircondi- 
tioning system.” 

He pointed out that, whereas for a 
nonvairconditioned home, the FHA fig- 
ured a borrower's allowable housing 
expense at $10 per $1,000 of mortgage 
principal, with an _ airconditioned 
home, it was set at $12.75 per $1,000 
of mortgage principal. Thus a prospec- 
tive homeowner must have a much 
larger proportionate income in order 
to qualify as purchaser of an aircon- 
ditioned home. 

Central airconditioning cost figures 
revealed at the meeting by the indus- 
try substantiated industry claims that 
$100 a year was a fair allowance for 
operation and maintenance of central 
airconditioning systems. 

However, R. A. Gonzales of Air- 
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Industry urges Revision of government 
financing Formula for aircooled Homes 











temp, reporting on results of three 
tests of airconditioning costs, showed 
there is very little relation between 
overall utility costs and the cost of air 
conditioning, that varying costs result 
principally from individual habits and 
personal ideas of comfort. 

The tests reported by Gonzales were 
conducted in Haddonfield, N. J.; Dal 
las, Texas, and Tulsa, Okla., without 
the homeowners’ being aware of the 









tests. In each of the three test areas, 
the houses were located on the same 
street, were similar in design, exactly 
alike in exposures and size. All were 
cooled with 2-ton units. 

To determine the kw consumption 
during the entire cooling season, the 
normal power consumption was de 
ducted to arrive at these costs: 











Highest _— Lowest 
Haddonfield $55.10 $12.34 
Dallas 97.95 39.67 





Tulsa 107.00 59.00 





Gonzales said this wide variation 
was caused, not so much by the home 





owners’ desire for economy, as it was 
by their varying personal habits: oper 
ing windows at night, children ruv 
ning in and out, turning off the ther 
mostat on a cool day. He noted that 
if the cooling units were to run all the 
time in the Haddonfield group of 
houses, the operating power could not 
cost more than $75 for the season. 

Lee Nutter of General Electric, in 
discussing maintenance and service ex’ 
penses, said that in Austin (aircondr 
tioned) Village, cooling service cos 
an average of just $12 a year and that 
the principal cause of service calls was 
failure to change filters. Pointing ov! 
that central cooling units are merely 
oversized refrigerators, he said the 
failure rate of refrigerators is just Ys 
of 1% a year. And, in the same line 
of thought, he suggested the life of 
central cooling units be considered 2 
years since more than 8 million refrig 
erators now in use are over 10 yea 
old. 

The complaint that FHA and VA # 
not loaning the full value of the 
conditioning installed in a house ¥# 
made by manufacturers, builders and 
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Get Handshakes 


Qrstall ALL-BURNHAM HEATING! 














BASE-RAY Cast-Iron Radiant Baseboard gives the 
ultimate in beautiful interiors and draft-free, 
even heat. No expansion noises. It’s hot water 
heating at its best. Proven Series-Loop System 
gives amazing savings in labor and material, too! 
Available in 2 sizes — No. 7 and No, 9, 








HOLIDAY — Gas 
PACE-PAK® — Oil PACEMAKER® — Oil 
An advanced design that brings new ; 
A preassembled packaged boiler — fac- economy to gas heating. Also packaged A popular oil boiler because it’s a fuel 
tory wired, equipped and tested. as HOLIDAY-PAK. miser even under heavy loads. 


TANKLESS HOT WATER HEATERS 


These 3 Burnham Boilers can easily be equipped 
with specially designed all-copper coils for auto- 
matic year round domestic hot water. 


FIRST IN THE MANUFACTURE OF BASEBOARD HEATING 
IRVINGTON, NEW YORK 

































aR sR arta 





Fairer 









































Eliminate costly call-backs at the start. lr 
Install Burnham Boilers and BASE- 
RAY® and watch your profits go up. Your 
customers will shake your hand, thank 
you .. . and recommend you to their 
friends. The reason is simple. For gen- 
erations Burnham has meant hot water 
heating at its comfortable, economical 
and dependable best . . . equipment 
that’s quality-made of lifetime cast iron. 








BURNHAM 


ASERAY 


RADIANT BASEBOARD 





Burnham Corporation FO-116 
Irvington, New York 


I 
| 
Please send illustrated folders giving full data on: | 
[(_] BASE-RAY [_] PACE-PAK [_] HOLIDAY [(_] PACEMAKER 





eee eeeerererereeer eee eeseee es SEMIS se sees eesve 








ANNOUNCEMENT 
from BREESE BURNERS 


Leading Manufacturer 
of Vaporizing Burners 


ONE A, 
SOURCE 


FOR ALL GENUINE 


REESE 


REPAIR and 
REPLACEMENT PARTS 


BURNER POTS 
PILOT RINGS 
COMBUSTION RINGS 
DRAFBOOSTERS 
RHEOTROLS* 

Plus Many Other Items 











Orders Shipped Within 24 
Hours After Receipt. 


BREESE 
BURNERS 
Incorporated 


Columbus 8, Ohio 








Sante Fe, New Mexico 


Clip This Coupon To Your Letterhead To 
Receive Free Information 


Gentlemen: Please Send Me Free... 
[_] ILLUSTRATED PRICE LIST 


[] ILLUSTRATED POT BURNER SERVICE 
NOTES. 


1 AM A [] DISTRIBUTOR 
[] SERVICEMAN 


(] DEALER 


*TM Reg. U. 8S. Pat. Off. 
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architects at the meeting. As little as | 


$300 a ton for cooling costs over heat- 
ing is being allowed, it was said, and 
the builders present said they couldn't 
install a 2-ton job complete for $600. 
One builder pointed out that it costs 
him $200 to ready a house for aircon- 
ditioning on an “add cooling later” 
deal. 

William Lake, Carrier’s Weather- 
tron sales manager, said that the pub- 
lic is ahead of the building industry as 
concerns airconditioning because a 
larger percentage of cooling jobs are 
sold for existing homes than new ones. 

Donald Petrone, of Typhoon, spoke 
on merchandising and displayed book- 
lets and model home display cards that 
York, Carrier, Airtemp, Worthington 
and Typhoon use to help builders. 
Harry Ward of Frigidaire showed his 
company’s film, “What made Jones 
buy,” illustrating some of aircondi- 
tioning’s consumer appeals. 

Other spokesmen for the aircondi- 
tioning industry were Arthur Meling 
of the Carrier Corp., and George 
Jores, Jr., manager of the Air Condi- 
tioning and Refrigeration Institute. 
Builder representatives were Joseph 
Haverstick, Dayton, Ohio; Edward 
W. Pratt, Detroit; Carl Metnick, 
Merchantville, N. J.; Shirley C. 
White, Austin, Texas, and J. W. Un- 
derwood, Jackson, Miss. 

Representing the Veterans Admin- 
istration were Thomas J. Sweeney and 
Charles I. Hopkins; the FHA, Charles 
Sigety, Charles A. Bowser, Ellis 
Charles and Keith McCanse. 


In conjunction with the round- 
table discussion on residential aircon- 
ditioning sponsored by the National 
Housing Center, the Center conducted 
a survey on airconditioning among the 
nation’s builders which brought 24 re- 
sponses from builders in 19 states who 
built 5,200 homes in 1955 and expect 
to complete 4,400 this year. Their re- 
sponses resulted in the following con- 
clusions reached by the Center: 

Few builders have much experience 
with central airconditioning—Almost 
10% of the homes erected in 1956 by 
reporting builders will have central air- 
conditioning as compared to about 2% 
in each of the two preceding years. 
However, only two builders have com- 
pleted as many as 100 units with air- 





VIKING 
the MONEY-SAVING punp 


for TRUCK DELIVERY 





tj ‘ 
tien”: ‘Mlle 4B - 
VIKING PUMPS 
y ly A Hie 


The Viking truck mounting pump is built 
for rugged service. Many even out-last 
the life of the truck. No speed increasers 
required. Sizes 35 to 300 G.P.M. 


for abe PL 


VIKING PUMPS 


Make sure you have FAST and POSI- 
TIVE priming for your bulk plant 
pumps. In VIKING twin and multiple 
units you only need one motor to op- 
erate two or more pumps. 90 to 1050 


G.P.M. sizes. 


for WATER TERMINAL 
aga a 7% 


For water terminal, barge and tanker, 
VIKING pumps in 450, 750 and 1050 
G.P.M. are your answer. Self primine 
and do a thorough job of stripping: No 
extra pumping equipment requi 


Send for the complete Viking Oil Equipment Pan 
Catalog today. Section Gee and Cee. 


VIKING PUMP CO. 


Cedar Falls, lowa, U.5.4 


In Canada, it's "ROTO-KING” pumps 
SEE OUR CATALOG IN SWEETS 
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QUALITY is our business | 
without any compromise | 


AND ONLY fy | 


GIVES YOU ALL THREE — 
1. FLEXIBLE COUPLINGS 





Regular Set Screw 
Splined 
Jaw 


Only Guardian gives you these features— | 


@ ROLL SPINNING—Exclusive process joins all 
three components at one time—while in final op- | 
erating alignment. 

@ BRAIDED RUBBER—Ground to absolute true con- | 
centricity. Furnished in BUNA-N TUBE and NEO- | 
PRENE COVER. Lateral and angular alignment | 
requirements fully met. 

@ ONE-PIECE DESIGN—Minimizes assembly and 
handling costs. Made to exact lengths required. 


Over 5,000,000 Guardian couplings are on 
inal equipment, This is your assurance of | 
+ quality and universal acceptance in the | 





2, OIL TANK VALVES 






No. 1910 B gus 


Check These Superior 

Guardian Features— 

@ Metal-to-metal seating. 

@ Highest quality machined bar 
stock. 


@ Greater wall and body strength. ™ 
® Fusible linkage available in all designs. 
@ Valve designs for every type of installation. 


3. QUIK JOINT 


Steel compression 
fittings for con- 
necting steel pipe. 







Patent No. 
2,685,460 


@ Eliminates threading of pipe. 

@ Decreases cathodic corrosion and electrolysis. 
@ Guaranteed for pressure up to 2000 P.S.I. 

®@ Allows 7° angular deflection. 

@ UL. approved for oil and gas. 


Write ise 
for free ut a 
descriptive GUARDIAN 
literature. | 






PRODUCTS CORP. 


COUPLING DIVISION 


Dept. F-116, 1215 East Second Street 
MICHIGAN CITY, INDIANA 





conditioning since 1954, nine have 
used it in 10 to 100 homes and, of the 
remaining respondents, three have not 
used it at all since 1954. 

While few new homes have been 
sold with central airconditioning in- 
stalled, many are reported to be de- 
signed for its later installation—50% 
of the 1956 homes are being designed 
for later installation of aircondition- 
ing as compared with 40% last year 


| and 20% the year before. 
Doing business with local dealers | 
| and distributors is no more of a prob- 


lem than dealing with anyone else— | 


| Of 18 responses, three said they were | 
| having “much” difficulty, five said 
| “little” 


and 10 said “none.” This 
would not seem to be bad for a rela- 


| tively new, complex and expensive 


item. On the other hand, one builder 
who is also a distributor for aircondi- 
tioning equipment commented: “If 
merchant builders would honestly size 
heating equipment, fan capacity and 
ducts sufficient for airconditioning 
when representing house to be piped 
for airconditioning, the difference in 


| cost of complete airconditioning would 


not be so great.” 
Principal problem in increasing sales 


| of airconditioned homes is price. 


Getting an adequate valuation for 


airconditioning is often a problem— | 


One builder reported, “In talking with 


| officials of VA and FHA, I find that they | 
have not had enough cases to quote | 


experience.” 








Airconditioning creates, or rather, | 
adds to the difficulty in qualifying | 


buyers—Ten of the 16 replies reported 


difficulty in qualifying prospective | 
purchases traceable directly to the air- | 


conditioning extra. 

Prospective buyers are often un- 
aware of the advantages of aircondi- 
tioning—Over half of the builders 
said that buyers were not aware of the 
advantages. 

Often, buyers are unwilling to pay 


| the extra cost even though able to— | 


Nearly half of the replies to this ques- 
tion said that buyers were able but 
unwilling to pay the extra cost for 
several reasons: less need of it in some 
areas; competition of lower cost units 
such as window and evaporative units; 
lack of buyer awareness as to advan- 


| tages. 
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THIS NEW Cling 


HP COMBUSTION HEAD 
CAN SAVE YOUR 
CUSTOMERS UP TO 30% 
IN FUEL BILLS! 





Eddington engineers have vastly 
improved combustion efficiency in 
this new High Pressure Combustion 
Head. Your customers can now 
enjoy significant fuel savings — a 
sales plus for you. Adaptable to all 
conventional burners. Quality de- 
signed for years of trouble-free 
operation. 


For complete information and price 
sheet, clip and mail coupon TODAY! 


EDDINGTON METAL 


SPECIALTY CO. 
Eddington, Pa. 


Eddington Metal Specialty Company 
Eddington, Pa. Dept. CH 


Please send me complete details on 
items checked: 





[_] Filters [_] Combustion Heads 
[_] Valves |_|] Spray Nozzles 

[| Strainers {_} Stabilizers 

[| Air Cones [_] Inspection Mirrors 
NAME 

ADDRESS 










































































Twin installation of Models 01144A-GL 
and 014%A-GR mounted on rack under 
tank on truck of James W. Tolbert, 
Waukesha, Pure Oil jobber. 


GORMAN-RUPP CENTRIFUGAL PUMPS 
THAT PRIME INSURE 


Faster Deliveries! 


Surer Performance! 


WAUKESHA DEALER’S TRUCK 
DUAL-EQUIPPED WITH PTO UNITS 


Time is of the essence in delivery of 
petroleum products. One extra 
truck trip per day can mean a large 
difference in profits. And equipment 
breakdowns can prove costly. 


That is why so many are turning 
to Gorman-Rupp Centrifugal Pumps 
That Prime. These small, light 
weight pumps get the petroleum 
products delivered with top speed . . . 
and without loss of pay load caused 
by excess dead weight. Sturdily 
built, their design is simple. Owners 
are impressed with their trouble-free 
dependability. Sure, positive prim- 
ing. Safer—no check valve. 


Dual 59% PTO drives both 
units from 1956 Chevrolet 
truck engine. 














These 1144” x 114” pumps weigh 
only 32 lbs. each. 


Ask your Gorman-Rupp Distributor for a demonstration 


THE GORMAN-RUPP COMPANY 


UNSURPASSED 
FOR PUMPING FAST 


305 BOWMAN STREET 


¢ MANSFIELD, OHIO 


Co-operation Theme stressed 
at equipment jobbers Confah 


CLOSER CO-OPERATION between oil 
equipment jobbers and manufacturep 
was the keynote of the sixth annyl 
meeting of the National Association 
of Oil Equipment Jobbers September 
23-25 in the Penn Sheraton Hotel 
Pittsburgh, Pa. Taking part in the 
meeting, the largest ever held by the 
group, were 335 distributors and 
manufacturers; 45 oil equipment 
manufacturers exhibited in the trade 
show held in conjunction with the 
convention. 

Such problems of jobber-manufae 
turer relations as the economic squeez 
on jobbers caused by higher costs and 
diminishing profits, what calls the 
manufacturers’ salesmen should make, 
whether jobber territories should be 
exclusive and distribution contract 
terms were discussed by a panel of 
both jobbers and manufacturers. 


Panel Members 


Representing jobbers were Melvin 
Schlesinger, Tri-State Equipment Co, 
Kansas City; Harry E. Anderson, 
N. W. Service Station Equipment Co. 
Minneapolis, and E. O. Habhegger, 
E. O. Habhegger Co., Philadelphia. 
Representing manufacturers were V. 
W. Wells, Electric Hose & Rubber 
Co., Wilmington, Del.; E. H. Law 





Drawing names for the winners 9 
three gifts of Tiffany silver presented 
by Ever-Tite Coupling Co. at the 
NAOEJ trade show in Pittsburgh 1 
cently is Mrs. M. Schlesinger, above, 
wife of the NAOEJ president. Winners 
were Charles D. Kemp of White 
Tucker Co., Houston, Texas; Lar) 
Rogers of Southern Pump & Tank 
Co., Inc., Charlotte, N. C., and John 
Quilter, Richmond, Va. 
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Here Now! NEW CHEVROLET 
TASK*FORCE 57 TRUCKS! 














= FIRST with the MOST 
= modern features 


erson, Wi 









t Co., 
hia They’re out to save you hours and dollars _‘There’s fleet-action power in Chevy's outstanding 
. : } . engine line-up for ’57—with the 195-h.p. Load- 
re V. on any hauling job... and they've got big master V8 standard in all 9000 and 10000 Series 
ubber new power plus the modern features that trucks, and the sensational new 283-cu.-in. Task- 
Lan: master V8 (160 h.p.) standard in 5000, 7000 and 


make it a sure thing! They put you way 


8000 series models. 



















ahead with time- and work-saving advan- 
— Many models are equipped with bigger, 


brawnier rear axles. And there’s a load of heavy- 
duty options for ’57—including Chevy’s revolu- 
tionary 6-speed Powermatic transmission, designed 
especially for heavy-load high-mileage hauling. 


tages you won't find in any other truck! 


Again, for 1957, Chevrolet medium- and heavy- 
duty trucks bring you the industry’s most 
advanced features—new developments that have 
already been proved in a history-making pre- 
announcement test run! (See below.) 


Be sure to check the new cab features, too... 
the handsome new upholstery, the new steering 
wheel, the new exterior colors. Your Chevy dealer 
has all the details, so see him soon! . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 


For ’57 there’s bold new styling to match 
Chevy’s remarkable stamina and dependability. 


wy 


GS 





of | Alcan Highway Test Run 


ented 


ie | Proves Chevrolet Ruggedness! 


1e 
$4 In an AAA-certified endurance run, 6 light-, medium- and 
nner heavy-duty trucks carrying typical cargoes roared up the 
Thite 1,520-mile Alean Highway (normally a 72-hour run) in less 
Larry than 45 hours! In dramatic fashion, new Chevy trucks con- 
Tank quered one of the world’s most challenging roads to display 





John the great performance qualities they’ll bring to your roads! 
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QUALITY 
-BUILT- 


MERCOID 
CONTROLS 


FOR EVERY TYPE OF 
HEATING SERVICE 


OIL BURNER 
) PRIMARY CONTROLS 


ROOM 
SENSATHERMS 
THERMOSTATS 


LIMIT 
ole], nai ce)] B) 
FOR HOT WATER 
WARM AIR 
STEAM 


Write for Catalog No. 856-G 


THE MERCOID CORPORATION 
4201 Belmont Ave., Chicago 41, Ill. 


ALL MERCOID CONTROLS 
INCORPORATE SEALED 
MERCURY CONTACTS 





thorn, Blackmer Pump Co., Grand 
Rapids, Mich., and Robert Wheaton, 
Wheaton Brass Works, Union, N. J. 
Moderator was Carl W. Wolff, 
Petroleum Equipment Service & 
Maintenance Co., Allentown, Pa. The 
frank discussion of the panelist was 
aimed at a better understanding of 
the problems faced by both jobbers 
and manufacturers in the marketing 
of oil equipment. 

Mrs. Nathalie Ronis, assistant to 
the manager, business research and 
education department, Cities Service 
Oil Co., New York, addressed the 
group on “Good management and to- 
day’s equipment jobber” and suggest- 
ed an answer to the present squeeze 
on jobber operations might be found 
by a reappraisal of jobber merchandis- 
ing, sales and management planning. 

Paving the way to closer co-opera- 
tion between jobbers and manufac- 
turers is the growing membership of 
both groups in the Association, James 
Newberry, Newberry Equipment Co., 
Memphis, said. Newberry, a founder 
and first president of the organization, 
reported that membership now totals 


Permanent product Exhibit 
for home Building planned 


A PERMANENT exhibit of products and 
equipment for home building will be 
housed in the Architects Display 
Building scheduled for completion this 
fall on Route 22, Mountainside, N. J., 
by Built-In-Age, Inc., 744 Broad St., 
Newark, N. J:, as an aid to both buy- 
er and seller of homes and home 
equipment. 

The two-story exhibit hall is 
planned as a showcase for all products 
connected with construction—resi- 
dential, commercial and institutional 
—to give supply industries the oppor- 
tunity to present their messages to 
potential customers. 


189 of which 120 are jobbers and 69 
manufacturer associate members, 

New officers elected at the conven. 
tion are W. E. Marshall Jr., equip 
ment Sales Co., Atlanta, Ga., presi 
dent; Harry E. Andersen, Northweg 
Service Station Equipment Co., Min. 
neapolis, Minn., vice-president, — 
dePenaloza, General Equipment Co, 
St. Louis, Mo., was re-appointed treas 
urer for his sixth term and Howard 
Upton was re-appointed executive see. 
retary, also for a sixth term. New di 
rectors are Roy Ratcliff, Wilbom 
Bros. Co, Amarillo, Texas; Lewis 
Dalton, The Southern Co., Memphis 
Tenn., and H. R. Tuller, Tuller Corp, 
Columbus, Ohio. 

A management Institute sponsored 
by the association was held November 
1-3 at Georgia Institute of Tech 
nology, Atlanta, Ga., with 35 in 
attendance. 

The 1957 NAOEJ convention and 
trade show will be held October 20-22 
in the Hotel Peabody, Memphis. The 
1958 meeting will be held in the Hotel 
Adolphus, Dallas, Texas, and the 1959 


convention place will be Minneapolis, 


No direct sales effort will be made 
on the exhibit floor. Instead, staf 
guides will give pertinent information 
about the various exhibits, and cata 
logs and literature of exhibiting 
manufacturers will be made available 
to visitors. A complete reference li 
brary on home building information 
also will be maintained. 


>, 
~~ 


H. L. McNally, manufacturer's rey 
resentative for the Skuttle Mfg. Co. 
Milford, Mich., has extended his ter 
ritory to cover the entire state of Ne 
braska. He will continue to represent 
Skuttle for the state of Iowa, with the 
exception of Lyon, Sioux, Plymouth 
and Woodbury counties. 
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pa Utilizes all of the secondary 

staff heating surfaces 

ite In its new No. 72 Boiler for Oil and Oil Heating 

Pe Unit, Weil-McLain presents a revolutionary 

biti advance in boiler design. This boiler introduces 

io an entirely new method for obtaining more 

ailable efficient heat transfer by utilizing all of the 

ace Ii secondary heating surfaces. 

nation Self-regulating, turn-around flue gas travel, the 

e new principle developed in the Weil-McLain 

_ Lilla No. 72, involves breaking the hot gases leaving 
TOP CLEAN-OUT PLATES the combustion chamber into many small 

ed Top eg omy ae are mena (mT streams, each of which contacts the cooler sides 

a ee ee si a Ys of the firebox. The thorough coverage and 

Re 4 scrubbing action of the multiple gas streams 

18 ter" results in greatly increased heat transfer. — 

f Ne This new design eliminates need for either a 

resent flame spreader or flue baffle and also assures 

th the equal performance with front or rear firing. 

nouth NEW DESIGN GROOVED The efficiency curve is practically a straight line 


PUTTY STRIP 
Asbestos rope inserted in the 
grooved putty strip keeps boiler 
t, allows an 1e expansion and 


contraction and will last the lif< SHORT DRAW-ROD ASSEMBLY The Weil-McLain No. 72 Boiler is available 


through all boiler sizes—the smallest boiler can 
be fired with the same high efficiency and 
economy as the largest. 








of the boiler. 





Multiple short draw-rods make assembly for hot water and steam in net I-B-R capacities 
quicker, easier and assure a strain-free from 161,000 to 331,000 BTU. Write for com- 


assembly. plete information. 
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EVER-TITE 
Standard Adapter 
and Coupler 


Your 


EVER-TITE 


-the best quality 
QUICK COUPLINGS 






You save time and 
money when you use 
Ever-Tite Couplings 
because they speed-up 
deliveries, prevent 
leakage, and save 
wear on equipment. 


Tightness is pre- 
determined in manu- 
facture by positive 
gasket compression. 
EVER-TITE There are no sliding 
Adapter and rings—no springs, 
Coupler ball bearings, snaps 
or lugs to fit. You 
just slip the coupler 
over the adapter, and 
close the handles. 


If you want to get 
the most in coupling 
value get Ever-Tite. 
The Ever-Tite Trade- 
mark is a hallmark 

of dependability 

in fittings for the 
petroleum industry— 
proved by 18 years 
of pre-eminence. Ask 
your distributor now. 
EVER-TITE EVER-TITE COUPLING CO. INC. 


Shank Hose 254 West 54th Street 
Coupling New York 19, N. Y. 




























EVER-TITE Dust Protectors 
42 



























Midwest Old Timers meet 
for annual ‘Golf-’un’ Day 


ON SEPTEMBER 21 the Midwest Old 
Timers held their annual golf tourna- 
ment, lunch and banquet during an 
all-day outing at the River Forest Golf 
Club, Elmhurst, Ill. Fifty-two were 
present for dinner and 33 members 
and guests played golf during the day. 

The gathering, sponsored by Mer- 
coid, represented an unofficial welcome 
to Jim Owens, national chairman of 
the Old Timers’ Club, who was back 
after several months’ illness. Charlie 
Bendix, Midwest chairman, presided. 

The Old Timers golf trophy went 
to John Westmont; Charles Bennett 














received a cup for low score. The pic’ 
tures—mostly 19th hole—include the 
golf cart made and used by Wisconsin 
Oil Burner Co. It burns gasoline, # 
it almost can be called an oilburner. 


>, 
“~~ 


Kritzer Radiant Coils, Inc., Chica 
go, has announced the appointment of 
Tennessee Heating Sales Co., Know 
ville, Chattanooga, Nashville and 
Bristol, as its sales representative in 
eastern Tennessee area for unit heat’ 
ers, convectors, dual vectors and wate! 
chillers. James A. Harwell of Nasi 
ville will continue to handle sales of 
baseboard radiation and fin 
products. 
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- FUEL OWLS 


Petra 


Oi BURNERS 


1 


Operating many other makes of tank trucks and 
tractors, Petroleum Heat & Power Company, with 
headquarters in Stamford, Connecticut, are swing- 
ing to Macks. As their officials say... 


“Macks are best for a retail fuel delivery business 
like ours. Operating within a crowded 50-mile 
radius, ours are mostly short hauls through heavy 
traffic. The constant stop-and-go is rough on 
trucks, yet our Macks operate with minimum 
maintenance costs. Our drivers like Macks too— 
aside from the roomy cabs, good visibility, and 
easy handling, they like the confidence they get 
from driving a really fine truck.” 


“Best for retail fuel delivery’ 





The Mack delivery records reflect Petro’s conclu- 
sions. In ’54 and ’55 eight B60T’s, seven B60P’s, 
and three B42X’s were delivered. Of the several 
hundred units presently operated by Petroleum 
Heat & Power, 34 are now Macks. And the per- 
formance and economy given by these units have 
prompted Petro to order more Macks for ’56. 


Why not find out how Mack can boost your profits 
by cutting delivery costs down to the minimum. Let 
your Mack Branch or Distributor give you the 
facts. Mack Trucks, Inc., Plainfield, New Jersey. 
In Canada, Mack Trucks of Canada, Ltd. 4182 


MACK 


first name for 


TRUCKS 
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No matter what your requirements for of 
your hose reels are, there is a Hannay Reel ha 
to meet them. And you can rely on their on 
superior quality, because making the finest is 
and most dependable reels it is possible ch 
to make has been our only business for over ou 
twenty years. pe 


Only Hannay Reels offer you such quality, jot 
and so many time- and money-saving 
features. You'll profit when you specify and 

















get Hannay. At 
do 
NEW! : 
= Complete 28-page illustrated catalog including do 
details on reels for hoses from 1" to 3" I.D. d 
Write for free copy. 2 
... Greatest Name in Hose Reels wil 
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by 
R. F. Horan* 


HE DOMESTIC central cooling 

business in the North is busting 
out all over and the market is in your 
lap, Mr. Oilheating Dealer! 


After 30 years of successful devel- 
opment and growth in the industrial 
and commercial fields, mechanical cool- 
ing now emerges as a full blown 
domestic product, thereby opening a 
new and stupendous market that in the 
years immediately ahead will rival and 
probably surpass the dollar volume 
experienced in the greatest days ever 
enjoyed by automatic heat. 


Merchandising men have been say- 
ing for years that the oilheating dealer 
was the logical retailer to sell the 
domestic central cooling market. They 
now say emphatically that it is impera- 
tive that the oilheating dealer does the 
job because there just isn’t any other 
channel of distribution to take the 


load. 


The airconditioning contractor who 
has handled the industrial, and much 
of the commercial, business of the past 
has shown no inclination to move in 
on the domestic market. His interest 
isin the technical, rather than the mer- 
chandising field. He is interested in 
out-designing and out-bidding his com- 
Petitor for the limited number of big 
jobs that are available. He has shown 
a lack of interest in tackling the vast 
market that exists in the homes of 
America. It is rather evident that he 
does not feel that his experience or 
talents are such as to cope with the 
domestic sales problem. Maybe he just 
doesn’t like night sales calls! 

The appliance dealer is perfectly 
willing to sell the room cooler if he can 
take it out of a box and plug it in, but 
neither is he equipped with the organ- 


— 


*Merchandising Consultant. 


Feed the Baby 


The domestic cooling “Child” needs Nourishment which the oilheating Dealer can provide 


ization or the technical knowledge to 
enter into the sale of central plant 
domestic cooling. 

On the other hand, our oilheating 
dealer knows how to serve the home- 
owner by selling, installing and servic- 
ing domestic central cooling. He has 
the warehousing facilities for handling 
the equipment. He has the trucks, the 


oilheating dealers are moving into this 
new and promising market daily. But 
for the most part they are doing it with 
a timidity that does not do justice to 
the enormous opportunity that is ready 
for exploitation today. 

Manufacturers are shipping more 
and more 2, 3, and 5-ton units for 
central plant use. One of the largest 





business child.” 





Recognizing the fact that domestic central airconditioning 
has attained the proportions of a major industry, Ray Horan 
analyzes the opportunity it affords the oilheating dealer. Em- 
phasizing his qualifications to sell, install and service cooling 
equipment because of his background in providing domestic 
oilheating comfort to his fueloil customers, Horan outlines 
how the oilheating dealer can capitalize on emotional and 
economic factors to merchandise airconditioning—literally 
how he can “pump calories and vitamins into this screaming 








eloil 


tools, and the mechanically trained 
personnel to do the job, and he under- 
stands piping and duct work. Even 
more, he understands domestic selling 
in the home as no other class of mer- 
chant does. 

He knows how to reach the home- 
owner to develop his prospects. He 
understands the art of taking the en- 
gineering out of the sale and reducing 
the subject to simple non-technical 
terms that the homeowner and his wife 
can understand. He is trained in the 
fine art of dealing with the housewife 
as well as with the husband. He is 
accustomed to making night calls at 
the home. He is experienced in domes 
tic financing, and above all, he has 
learned to live with the demands of 
domestic service and its peculiarities. 

Mr. Oilheating Dealer, you have 
a new screaming business child right 
on your doorstep and the quicker you 
take him in and start pumping the 
calories and vitamins to him, the quick- 
er he will be working for you and mak- 
ing you money. 

There is increasing proof that more 


warm air heating manufacturers re- 
ports sales of heating units down this 
year, but combined heating and cooling 
unit and straight cooling equipment 
sales are more than making up the 
loss. 

An eastern refrigeration jobber re- 
ports a 700% increase in the number 
of heating dealers who are buying 
cooling equipment from him this year 
as compared to last year. 

A New Jersey dealer recently said 
that after thinking about the domestic 
cooling business for 20 years he de- 
cided that this was the year to start. 
Working out a simple formula that 
enabled his salesmen to make quick 
quotations at the time of the call, he 
reports that his two salesmen sold eight 
jobs in a five-week period. An eco- 
nomic part of his plan is to have the 
salesmen work out a quotation telling 
the customer that there may have to 
be some slight adjustment in this price 
after it has been finally engineered, but 
the customer is also told that they will 
not do the final engineering job with- 
out a signed order first. The customer 
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is assured that the final quotation will 
not vary more than 5%. The dealer 
says that this system works very well. 

Another example of the new mar: 
ket comes from one of Chicago's larg’ 
est retailers, who reports his domestic 
central plant cooling business has had 
a marked upturn this year, but that 
the general interest of the public has 
shown a most phenomenal rise. He 
says a mailing to his old customer list 
brought six times the number of in- 
qguiries this year for cooling informa- 
tion than the same mailing last year. 

Another dealer survey shows that in 
one section the heating dealers gen- 
erally are selling over 100% more cen- 
tral plant domestic cooling this year 
than last. 

We could continue to catalog a very 
long list of such examples if space 
were available. But these few should 
give a strong indication of what is 
taking place. 

First of all, it must be remembered 
that it takes many years of engineer- 
ing development, advertising, relent- 
less, and sometimes reckless, selling, as 
well as successes and failures, before 
the public finally accepts any new 
product as being desirable and worth 
purchasing. Once enough equipment 
has been spread around in use to bring 
about a general acceptance, then a new 
force begins to make itself felt. This 
new force is social pressure. 

When Mrs. A visits Mrs. B and hears 
of her new airconditioning, and later 
Mrs. A visits Mrs. Cc and Mrs. C reports 
that she has it, too, Mrs. A decides that 
she will also have it, “come hell or 
high water.” She may not tell her hus 
band her plans just yet, but the heat 
is on and her long and insidious cam- 
paign to “have it” has begun. This 
fifth-column, so to speak, within the 
home, does more to move merchandise 
than all of the logical salesmanship 
ever expended. 

Sometimes social pressure is exerted 
within the confines of the masculine 
world as well, and this is proving to 
be particularly true in the case of 
domestic airconditioning. More and 
more men are working, traveling, eat- 
ing, and taking their recreation in air- 
cooled areas, returning home only to 
find that the hot atmosphere in their 
residence is not to their liking. It 
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“The oilheating dealer has the mechan- 
ically trained personnel for the job...” 


proves to be bad for their disposition 
and rankling to their nerves. And 
these men, too, are beginning to plan 
for the day when they will have com- 
plete temperature comfort in their 
homes. 

It is estimated that there have been 
approximately 400,000 airconditioned 
automobiles produced this year. If this 
convenience follows the pattern of 
other merchandising development, 
next year undoubtedly will see a pro- 
duction of 750,000 airconditioned cars. 


The oilheating dealer who feels that 
his market does not need domestic air- 
conditioning is lacking both in social 
appreciation and merchandising imagi- 
nation. He is burying his head in the 
sand. Domestic airconditioning in its 
various forms can perform a multi- 
plicity of functions that the homeown- 
er will want and will have as soon as 
a creative salesman catches up with 
him. 

1. It can cool to absolute comfort. 

2. It can remove moisture from the 
atmosphere, preventing the destruc- 
tive formation of mold spores in cloth- 
ing and furniture. 

3. It can remove odors caused by 
moisture, cooking, smoking, etc. 

4. It can, by the simple installation 
of a bacteria lamp in the air passages, 
destroy up to 98% of airborne bac- 
teria. 

5. It can remove so much dust from 
the air that housecleaning is reduced 
to a minimum and respiratory ail- 
ments greatly relieved, if not elimi- 
nated. 

6. It can permit windows and doors 
to be kept closed, thereby eliminating 
most outside noises and reducing the 





. . . » Domestic Cooling 


wear and tear on the human nervoy 
system. 

These are the emotional appeal 
that, properly dramatized and spelled 
out, will get any homeowner man and 
wife jumping with imagination and 
excitement. 

The economic aspects hold just a; 
many interesting angles. 

1. In new homes the savings on 
screens will account for a substantial 
part of the initial cooling cost, 

2. Where Thermo-panes are used 
throughout a house, savings on the 
cost of installing the louver system 
will nearly pay for airconditioning. 

3. An extra thousand dollars added 
to a 5% mortgage is $50 a year. This 
is certainly no deterrent for the home 
owner who spends three times that 
amount annually for magazines, many 
of which are never read. 

4. In the old homes the appeal eco: 
nomically is just as good. In the earlier 
days of automatic heating thousands 
of old homes were rented at increased 
rents of more than enough to amortize 
the cost of the equipment. Also, thou 
sands of old homes were sold at a 
profit because of the previous installa 
tion of automatic heating. The same 
applies for airconditioning. 

5. In many of the older sections of 
our cities there are properties perfect’ 
ly acceptable as living quarters except 
ing that they are in closely-built areas 
where the stagnation of summer tenv 
peratures becomes almost unbearable 
as measured by present living stand: 
ards. These properties can be tre 
mendously improved in valuation, as 





“Heating dealers are selling over 100% 
more central cooling plants . . - 
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well as livability, by the addition of 
air conditioning. 


The foregoing points of appeal are 
only a drop in the bucket compared to 
the number of persuasive arguments 
that will be developed and used by 
the ingenious minds of the creative 
salesmen who will be drawn into this 
business presently. 

The oilheating dealer who wants to 
become a factor in this new great busi- 
ness should take the following steps: 

First. Start thinking about the mer- 
chandising and sales end of the busi- 
ness and less about the mechanical and 
engineering hurdles that he has fretted 
about in the past because no dealer 
will ever learn the mechanics of air- 
conditioning—for sure—until he has 
installed a number of jobs. Make no 
mistake about this, for we learn by 
doing. 

Second. The dealer should prepare 
a price book on airconditioning equip- 
ment and installation costs as best he 
can. This price book should contain 
all of the various types of equipment, 
the cost of piping, the cost of duct 
work and accessories, such as grilles, 
heating and cooling thermostats, 
humidistats, and all of the gadgets that 
may or may not be taken onto the job; 
also prices for installing outside com- 
pressors and inside compressors; every- 
thing, including hours of labor for 
each function performed, so that the 
dealer or the salesman carrying this 
price book can figure and price a job 
on the job. 

For nothing makes the homeowner 
more nervous than to feel that the in- 
stallation is so complex, or that the 
dealer or salesman is so inexperienced, 
that he is not sure of himself. As soon 
as the price book has been prepared 
the dealer can then work out installed 
Prices per ton for three or four differ- 
emt types of installations. In other 
words, he starts to package his prod- 
uct and take the engineering out of the 
sale, 

Third. The dealer must make some 
investment in sales. He will probably 
find that the new business requires a 
lightly different type of sales person- 
nel than is commonly used in the heat- 
ing business today, although it is en- 
tirely possible that he may have a sales- 
man within his organization who can 
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“Only a limited percentage will grasp this new great opportunity” but “heating 
dealers either will be in cooling or some day they will be out of heating .. .” 


be converted into a cooling salesman. 
In any case, he should pick his man, or 
men, and be prepared to subsidize him 
in part for some time. It will take a 
while for a new man to learn the 
peculiarities of the sale for his new 
product. 

Fourth. Price your job high, figuring 
in full overhead, full profit and ample 
commission, because retail domestic 
selling will not be very competitive for 
a long time to come. If the work is 
placed in the hands of good creative 
sales people, then most of the job will 
be sold without competition. 

If these things are done, the dealer 
is moving in the right direction and 


he will get results. Mistakes will be 
made, and in some instances profits 
will be lost, but everyone must pay 
a price for experience. However, if 
the sales volume is good, reasonable 
losses can be absorbed. 

Of the thousands of heating dealers 
in the nation, only a limited percent- 
age will grasp this new great opportu- 
nity and ride it to success. It is there- 
fore timely, we believe, to quote Mr. 
Howard Nelson, an executive of the 
Robinson Furnace Company, one of 
Chicago’s largest heating merchants, 
who says, “heating dealers either will 
be in cooling or some day they will be 
out of heating.” 


Consumer’s views on Airconditioning 


will feature Warm 


Ae eye view of central 
airconditioning will be a featured 
presentation at the 43rd annual con- 
vention of the National Warm Air 
Heating and Air Conditioning Asso- 
ciation to be held November 28 and 
29 in the Netherland Plaza Hotel, 
Cincinnati, Ohio. 

Results of a current survey of con- 
sumer reactions to central aircondi- 
tioning being conducted by E. I. Du- 
Pont de Nemours and Company 
through personal interviews with 1900 
householders in 27 metropolitan areas 
will be presented by Ralph A. Crane, 


DuPont manager of Market research. 


Air Program 


They will show not only reasons for 
satisfaction or dissatisfaction of own- 
ers of centrally airconditioned homes 
but also the purchase plans of those 
whose homes are not now equipped 
with cooling. 

The “dealer-centered” convention 
program will also include such sub- 
jects as “How to sell the Builder,” 
‘How to figure your Costs,” “How to 
sell the modernization Market,” “How 
to organize local Associations,” and 
"How to use latest Technical Devel- 
opments in designing and installation 
Systems,” all topics to be discussed at 
the dealer level by qualified speakers. 
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by 
Kirk B. Shivell* 


\ “aie FUELOIL and oilheating deal- 
, ers probably would be quick to 
agree that they haven't enough sales 
power, but how many make sufficient 
use of a particularly valuable aux- 
iliary sales force that is available to 
them—those employees whose regular 
job is not selling? Rightly encouraged, 
these employees can generate many 
new oil accounts and much equipment 
business each year, but it seems that in 
many companies they don’t get the 
right kind of stimulation. 

There are lots of dealers who have 
standing offers of a bonus or commis- 
sion for leads brought in by employees, 
but the trouble with this kind of stand- 
ing arrangement is that it is likely to 
remain just that. It stands still instead 
of producing business. 

This is not to say that a dealer 
shouldn’t have a standing bounty, but 
whether he has or not he probably will 
get the most business through his per- 
sonnel if he stimulates them occasion- 
ally with a concentrated campaign. 
There are enough case histories of suc- 
cessful stimulation campaigns to amply 
prove their merit, and enough records 
of astonishing successes to suggest that 
many a dealer can greatly multiply his 
new business input by activating his 
employees. 


Note that the term used is “cam- 
paign,” not “contest.” And there, is a 
big difference. A stimulation campaign 
presupposes that there will be no 
losers, rather that everyone will be a 
winner, each in approximate propor- 
tion to his efforts. Thus all are enter- 
prising during the course of the cam- 
paign and none is likely to feel dis- 
gruntled at its conclusion. 

It would seem that virtually every 
fueloil retailer who isn’t a one-man 
operator should be able to hold a 
stimulation contest at least once a year. 


*The Shivell-Hall Co., 501 Fifth Ave., 
New York, N.Y. - 
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Extra Salespower 


A proved and practical Way to stimulate sales Activity among non-selling Employees 


With planning and imagination, he 
can do it twice, but save where excep- 
tional opportunities occur two cam- 
paigns should be the limit. 

A campaign should last from six 
weeks to three months. A_ period 
shorter than six weeks does not give 
sufficient time for much business to be 


Everyone but regular salesmen and top 
executives should be eligible to take 
part in the campaign and receive 
awards. Many fueloil and oilheating 
dealers are discovering a valuable aux- 
iliary sales force among their em- 
ployees whose regular job is not selling. 





closed, while it has been found that 
three months is about as long as em 
ployees can remain fired up. Don't 
hesitate to run a campaign for as long 
as three months, though. People seem 
to accept this as a logical period of 
calendar time and to be psychologi 
cally receptive to it. 

For awards you can give money, 
government bonds, merchandise or 
other kinds of prizes, but nothing is 
quite so satisfactory as money. As far 
as has been observed, practically every- 
one in the fueloil business thinks the 
stuff is mighty nice to have. Besides, 
it affords the utmost flexibility in 
setting up a schedule of awards. 

You can run a campaign in which 
prizes are awarded only for sales 
which employees make themselves, but 
if your company has regular salesmen 
youll probably get better results by 
far if you give prizes for leads which 
are turned over to the salesmen and 
become sold. For one reason, more 
leads are produced and, for another, 
they will be worked on by personnel 
more experienced in closing orders. 
The employees should be urged, 
though, to talk to prospects, whenever 
possible; and sometimes it is surprising 
how many leads will be turned in with 
a notation like this: “Have talked to 
lead and he is already sold.” 

Generally speaking, everyone but 
regular salesmen and a few top execu’ 
tives should be eligible to take part in 
the campaign and receive awards. And 
be sure to give plenty of them—the 
more the better. Here, for example, is 
what an award schedule might include 
(you can set your own figures): 

$ For each new oil customer 

$ For each conversion burner sale 

$ For each complete furnace of 
boiler unit sale 

$ For each replacement burner sale 

$ For each service contract sale 

$ Extra for 10 new oil customers 

$ Extra for five burner sales 

$ Extra for 10 service contracts 
plus grand prizes for the most sales 9 
each category. 
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Then there is the question of 
whether to simultaneously give the 
salesmen some extra incentives, too. 
No arbitrary answer can be given to 
this; it is something you can decide 
best with your knowledge of your own 
organization. However, there are some 
points to consider: If your salesmen 
are on a commission basis, they stand 
to make additional income from the 
greater number of leads they will get. 


_ If they are on salary, they no doubt 


should share in the extra business that 
they close. You can stir up a lot of 
added excitement if you have a sort 
of separate campaign for salesmen go- 
ing on at the same time as the general 
campaign. But in the long run you may 
get more business if you hold a special 


sales department campaign after the 
general campaign is over. The salesmen 
may be more vigorous in reworking 
leads they failed to close earlier. 

This brings up another question: if 
a lead is closed after the general em- 
ployees’ campaign is over, should you 
give the employee any award? Gen- 
erally speaking, the answer is yes. 
You'll have a happy employee if you 
do; you may have a dejected one if 
you don't. 

You, of course, wouldn't attempt to 
run a campaign by permitting em- 
ployees to turn in leads on just any 
scrap of paper; you will want to use 
a lead card. Illustrated here are the 
front and back of a lead card which 
you can adapt very readily. The front 
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Card on which leads are turned in during sales campaign. The employee turning 
in the lead fills in the front of the card; the salesman who follows up the lead 
fills in the reverse side. 
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portion is to be filled in by the em- 
ployes turning in the lead, and the 
back by the salesman to whom the lead 
is given. 

Salesmen should not hold lead cards 
until the end of the campaign, but 
should turn them in when a sale is 
made or when it appears none is 
likely. Salesmen should be asked at 
weekly sales meetings to report on the 
status of each lead they have. 

A key feature of the campaign is 
the score board. This should be made 
up by a local sign man, should be good 
and big and should be posted promi- 
nently where all employees will see it. 
The name of every participating em- 
ployee should be on the board, and 
opposite his name a series of blocks for 
filling in each week the number of 
leads he turned in and the number of 
sales made to them. 

Some employees may be hesitant 
about taking part in the campaign. 
Most often this is only because of shy- 
ness, and these people, spurred by the 
example of others, soon begin to turn 
in leads. But occasionally there is 
someone, an elderly clerical employee 
perhaps, who feels genuinely ill at do- 
ing something even remotely approach- 
ing selling. When this rare person is 
encountered, kindness dictates that he 
be excused and his name left off the 
score board. 

Planning, guidance and pacing will 
do much to guarantee the success of a 
campaign. Here are some suggestions: 

Announce the campaign at a spirit- 
ed meeting attended by all employees. 

Give employees self-confidence by 
coaching them in selling approaches 
and in points of your company. 

Provide employees with literature 
to give té their contacts. 

Announce the campaign by mail to 
employees’ families and ask their co 
operation. Many a wife is better at 
digging up leads than her husband. 

Put booster notes in pay envelopes. 

Regenerate enthusiasm every so 
often (one, two or three weeks) by 
holding rally meetings and sending 
more mail to families. 

Inject new spirit into the campaign, 
or prevent it from lagging, by unex- 
pectedly announcing some special 
awards to be given for certain accom- 
plishments. 
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Fireboxes and Combustion 


Part 4—Details on how to oilfire Furnaces and Boilers at correct gph Rates 


by 
J. W. Schulz 


"he CAN FIND OUT easily how 
many hours an oilburner runs a 
day. Connect a self-starting electric 
clock in parallel with the oilburner 
motor and set it at 12 o'clock. Return 
24 hours later and read the clock. If 
its hands say 8 o'clock, the burner 
motor ran either 8 or 20 hours out of 
the preceding 24 hours. 

To figure out if the burner motor 
ran 8 or 20 hours usually poses no 
great problem. If you want to have it 
present no problem at all, use the 
clock of a thermostat with a circle on 
its face that turns white or black to 
indicate day or night. Study the per- 
formance of such a clock thermostat, 
and you'll find it tells you whether it 
ran 8 or 20 hours since you left it— 
by the white or black of the day-night 
circle on its face. 

If you use a low-voltage clock motor 
in a thermostat, of course you connect 
the primary of the clock’s low-voltage 
transformer in parallel with the oil- 
burner motor; you connect the clock 
motor properly to the low-voltage 
transformer. You simply wind up with 
the clock of the thermostat running 
when the oilburner motor is running. 

For convenience, I’ve used a little 
wooden stand on which the clock 
thermostat and its transformer were 
neatly mounted, Out of a 4” square 
junction box, on which the low-voltage 
transformer was mounted, came a 15 
ft. flexible two-wire electric line that 
could be connected speedily to the 
motor terminals of a stack control. 

You can find out easily how many 
hours an oilburner motor runs in a 
year. Divide the yearly oil consump- 
tion in gallons by the gph firing rate 
of the burner, which is ascertained 
easily in the case of a pressure burner 
by examining the nozzle. 

Inaccuracies may enter the picture 
because pressure atomizing nozzles 
may deliver oil at rates slightly differ- 
ent than are marked on them, and be- 
cause the burners you test may have 
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delayed-opening solenoid valves in 
their nozzle lines. Usually such inac- 
curacies are too slight to result in mis- 
leading data, but you should be aware 
of them. 

To use data a clock gives you on 
how many hours an oilburner motor 
runs a day during the heating season, 
translate the figures into hours of 
burner operation on the coldest days 
of the heating season. 

Suppose, for example, in your lo- 
cality you expect zero outdoors on 
coldest days. If your clock check-up 
shows a burner runs a total of seven 
hours on a day when the outside tem- 
perature is 35°F., then you might ex- 
pect the burner motor to run twice as 
long, or 14 hours, on a zero day. 

That’s on the basis of figuring that 
on the 35°F, day the burner must 
heat the house from 35°F, outside 
temperature to 70°F. inside tempera- 
ture, while on a zero day the burner 
must heat the house over twice the 
temperature difference, or from zero 
outdoors to 70°F. indoors, 

To put the clock data to use more 
precisely, use degree-day computa- 
tions, which put you to somewhat 
greater bother than rough, ordinary 
figuring. 

In its usual form, the degree-day 
heating load for a given day is ob- 
tained by subtracting the outside mean 
temperature of the day from 65°F., 
the assumed “base” temperature above 
which no heat is needed. 


The outside mean temperature for 
a day is obtained by adding the maxi- 
mum temperature of the day to the 
minimum temperature of the day, and 
dividing the sum by two. That pegs 
the mean temperature as halfway be- 
tween the lowest and highest tempera- 
tures of the particular day. 

Dealers who use degree-days obtain 
their daily minimum and maximum 
temperature readings from their own 
minimum-maximum outside thermom- 
eters, or obtain their degree-day figures 
from local weather bureaus, airports, 
or newspaper offices. A nearby fueloil 


supplier may be able to give you daily 
degree-day figures, for these are used 
in scheduling automatic fueloil de 
liveries. 

In the case of the owner of a New 
York, 12-family apartment house com 
plaining justifiedly about high oil bills, 
the winter of 1954-55, ending the 
trouble was easier because the forego 
ing ideas were used to check on the 
oilburner’s hours of operation per 
coldest day, and hours of operation for 
the entire year. 

The owner complained about the 
pressure burner firing the entirely new 
one-pipe steam heating plant he had 
bought. This burner used fueloil 
heavier than No. 2, termed No. 4 
suitable for a big pressure burner by 
the oil supplier, and billed at less than 
10¢ per gallon. The burner was using 
17,800 gallons of oil per year for heat 
ing the building and providing hot 
water for the 12 families. The yearly 
fueloil bill was greatly excessive, de 
clared the owner, far above what had 
been promised when the new oilheat 
ing system had been sold to him. 

An on-the-job check-up showed the 
burner was firing the boiler at the rate 
of 15 gph. Combustion was excellent, 
thanks to excellent design of the fire 
box and oilburner; instruments showed 
11%% COs together with a #3 
Shell-Bacharach smoke reading. Stack 
temperature was 685°F. Over-fire 
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draft was .06”, and smoke outlet draft 
of the boiler was set to be .11” by the 
adjustment of the draft regulator. 
“The CCz is as high as anybody can 
ak for,” the installer of the oilheating 
system told me. “I am proud it’s that 
high with this commercial-size burner, 
using commercial fueloil, set up to 
produce such a low smoke reading. 
Combustion is tops because I provided 
the best in an oilburner and a firebox. 





“Stack temperature actual reading 
of only (85°F. is not bad for a boiler 
I provided while I was bidding low 
because about twelve other contractors 
were bidding against me. That’s only 
615°F. above room temperature fig- 
ured at 70°F. If the owner's old 
chimney provided better draft than it 
does, baffles in the boiler could drop 
the stack temperature reading a bit. 
But the chimney is so poor that to 
get steady smoke-outlet draft on the 





u daily B boiler, I've got to set the smokepipe 
e usd draft regulator for the low smokepipe 
oil de HF draft we just read on the draft gage— 
about .11” draft.” 
a New He had installed 2,260 sq. ft. of 
e comy MH standing steam radiation in the 12- 
il bill, § family apartment house, I learned 
ig the & from the contractor. 
forego “Why are you firing the boiler at 
on the B 15 gph?” I asked him. 
mn per “First, because these big six-room 
ionfor F apartments are plenty hard to heat, 
and the hot water load on the boiler’s 
ut the f tankless heater is terrific because the 
lynew fF building is overpopulated,” he said. 
ne had “Many of the apartments have 
fuelol  roomers or boarders in them. I know 
No. 4 — that some of the six-room apartments 
ner by @ in this building have more than ten 
3s than occupants, 
; using “Second, because the manufacturer 
rhea’ § of the boiler says the maximum gph 
ag hot firing rate for it is about 15 gph, which 


yearly § ‘what I'm firing. I installed a good- 


ye, de’ sed, or even over-sized, boiler in this 
at had f building, and I’m making use of its 
ilheat full capacity by firing it at the highest 
n. gph rate its manufacturer recom- 
ed the mends, 

ne rate “Firing 15 gph to heat 12 six-room 
ellent, § “Partments is suitable, for especially 
ve fire’ in view of the extra-heavy water heat- 
howed ing load, each apartment needs more 
a #3 than 1.0 gph firing rate.” 


Stack The oilburner dealer concluded with 
er fire those words, evidently fully satisfied 
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that he had accounted properly for 
the 15 gph firing rate, which he in- 
tended continuing to use because it 
was correct for the job. 

His attitude showed he believed we 
could not do a thing to improve the 
installation and reduce its fuel con- 
sumption. CO, was a proud 114%4%, 
and could not be much higher with a 
smoke reading satisfactorily low; stack 
temperature was only 685°F. and 
could not be lowered; draft readings 
were good and the smokepipe sported 
an excellent draft regulator. Plus that, 
to his complete satisfaction he had 
proved the 15 gph firing rate to be 
correct for the boiler. He accordingly 
acted as though now we should leave 
the job satisfied that nothing could 
be done to reduce its fueloil bills. 

“The vent valves on the radiators 
really sound off when you start up this 
burner with the radiators cold,” I ob- 
served mildly. You can hear them 
hissing all over the building.” 

“Psychologically good for the ten- 
ants!” the dealer exclaimed, “Lets 
them know by ear that the landlord is 
providing enough heat for them!” 

Psychologically bad for the land- 
lord, I thought to myself, if it means 
greatly oversize fueloil bills. 

“You may be overemphasizing the 
size of the hot water load on this job,” 
I observed next. 

“We know that minimum size for a 
tankless water heater in a one-family 
house is three or four gallons-per- 
minute of hot water, according to sev- 
eral authorities. A 3 or 4 gpm tankless 
heater is needed for one family. But 








here you're getting by nicely with only 
a 12 gpm tankless heater for 12 
families. 

'“This apartment house is over- 
crowded,” I continued, “but I think 
each occupant in it gets less than his 
regular share of hot water. For one 
thing, an occupant has trouble getting 
use of a bathroom, because about ten 
people use the bathroom in each apart- 
ment. For another, we are not in a 
section of the city where daily baths 
are fashionable. 

“That 15 gph firing rate can pro- 
vide hot water at the rate of 30 gpm, 
100°F. rise, while the boiler provides 
no heat. On this steam job, the hot- 
water load is a ‘preferred load.’ That 
is, the boiler first provides hot water 
for the faucets and only following that 
can it provide steam for the radiators. 

“All-in-all,” I advised the oilburner 
dealer, “you have been overly im- 
pressed by the size of the hot-water 
load, and you don’t have to fire as 
heavily as°15 gph because of the great 
size of this load.” 

Using the idea covered at the start 
of this article, I wired an electric clock 
to the burner motor, set it at 12 o'clock, 
and in 24 hours came back with the 
burner dealer to read the clock. 

On this day when the outside tem- 
perature was about 20°F., the clock 
told us that the oilburner had run a 
total of 10!4y hours out of 24 hours. 
I pointed out to the burner dealer that 
the burner would run only about 
12'4 hours on a day when the outside 
temperature averaged ten above zero 
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—the design outside temperature for 
heating plants in this city, and thus 
the coldest weather likely to continue 
for a prolonged period. 

The burner could run 50% more 
of the time. On coldest days, ten above 
zero outdoors, it could run a total of 
16 hours a day. Vented properly, the 
radiators would heat nicely and in 
balanced fashion, using the reduced 
firing rate and even during short oil- 
burner “on” periods, of say 15 to 25 
minutes, on mildly cold days. 

After attempting to improve the job 
so that its fuel bill would be lower, I 
told the dealer, we would again use a 
clock to check for a total of 16 hours 
of oilburner operation on a severely 
cold day. If the weather was mild, we 
could still check to make certain of 
16 hours of operation on coldest days. 

Turning to the other idea at the 
start of this article, checking on hours 
of oilburner operation per year, I di- 
vided the 17,800 gallons of oil used 
yearly on this job by the 15 gph firing 
rate, and came up with the fact that 
the burner motor ran about 1,200 
hours per year. 

About 160 hours of this could be 
attributed to three summer months of 
providing only hot water, no heat. 

Thus to produce heat the burner 
ran about 1,000 hours during the 
heating season (of course, then it also 
produced hot water). Multiplying the 
1,000 hours of burner operation per 
heating season times the 15 gph firing 
rate gives 15,000 gallons, in round 
numbers, as the amount of oil used 
during the nine-month heating season. 
My preference is to have a burner, 




















on an installation of this type, operate 
a total of 1,500 hours a heating sea- 
son. That corresponds to 15 to 16 
hours of burner operation on the cold- 
est days—literally the coldest days 
when in New York City, the location 
of this job, the outside temperature 
averages ten above zero. 

The shift to a lower gph firing rate 
was based on this reasoning: 

First, similar efforts to decrease ad- 
mittedly excessive oil consumption, 
made previously on other installations, 
had saved more than 25% of the oil 
used previously. Thus 25% oil savings 
on this job could be safely anticipated. 
The 15,000 gallon oil consumption of 
this installation (during the nine- 
month heating season) would be re- 
duced 25%—to 11,250 — gallons. 
Though assuming this would be dar- 
ing if it had not worked out before 
on many other installations, we could 
bank on it for this job. 

Second, anticipating the 11,250 gal- 
lons nine-months oil consumption, and 
aiming to have the burner operate a 
total of 1,500 hours during the nine 
months, we would use a firing rate of 
11,250 divided by 1,500. or 7.5 gph. 

The burner dealer yelled at the idea 
of reducing the 15 gph firing rate to 
half or 7.5 gph. 

“A 7.5 gph nozzle won't even make 
enough steam to heat the radiators!” 
he hollered pointing to the big steam 
mains. 

I disagreed pointblank, explaining 
that the 2,260 sq. ft. of standing steam 
radiation equalled a load of 542,000 
Btu per hour, net basis. (2,260 times 
240 gives 542,400.) One square foot 








of standing steam radiation emits 24) 
Btu per hour. 

Add 25% for piping and pick-up tp 
the 542,400 net load, and you ge 
678,000 Btu per hour as gross load 
or boiler-nozzle load. As each gph 
fired at 75% efficiency gives 1050) 
available Btu per gph fired (obtaings 
by multiplying 140,000 Btu’s per gal 
lon fueloil times .75 efficiency), noy 
you divide the 678,000 gross Btu load 
by the 105,000 Btu available per gp} 
fired. All on an hourly basis, of cours. 
The result is 6.5 gph as the firing rate 
needed to carry the standing radiation 
steam load of 2,260 sq. ft. 

“Only 259% for pick-up and pip 
ing?” the dealer asked. “That 
enough?” 

“Certainly is,” I answered. “Look at 
the exceptionally short runs of steam 
main in this unusually compact base 
ment, and at the highly effective insulz 
tion you gave them.” 

“How about the tankless water heat: 
er load?” he asked next. 

“Starting with 240 gph or 4 gpm 
as base load for the boiler (the same 
as the tankless load of a one-family 
house), I add 10 gph for each apart 
ment, and get 360 gph or 6 gpm a 
the regular hot-water load of this tank: 
less heater. That’s not a great load! 

“You've got the burner set to come 
on at 6:00 AM switching from night 
heat to day-heat. The early morning 
peak load of the radiation won't peak 
the same time as the water heating 
load peak, that is the probability. But 
if on rare occasions the water-heating 
load and radiation load do peak to 
gether, there’s no harm in the boilers 
being unable to develop steam prey 
sure in the radiators for 15 or 20 min 
utes at a time, even when the radiators 
should be hot.” 

Job efficiencies should be much 
higher with the firing rate cut from 
15 gph to 7.5 gph because: 


1. Additional hours of oilburner 
operation per typical heating-seas 
day, of itself, improves the efficiency 
greatly with on-off firing. : 

2. Exceedingly short burner “¢’ 
periods, caused by the operation ot the 
boiler’s steam-pressure control, % 
curred.often in the past, and wasted 
much fueloil. Watched for one hour 


(Please turn to page 126) 
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Moe Spiegel, who began selling oil- 
burners just about as soon as they were 
wailable, has put down some of his 
reminiscences of the early days. For 
other old-timers this will have a most 
familiar ring; for the newcomers it 
lends emphasis to the fact that maybe 
things aren't so bad after all. 

In his concluding paragraphs cer- 
tainly Moe expounds a sales philosophy 
as sensible then as it is today. 


And just to prove that you can't 
teach an old dog new tricks, the first 
week in October produced the an- 
nouncement that Moe Spiegel has 
joined the Fred M. Schildwachter & 
Sons, Inc. organization Bronx, N. T., 
in the sales and fueloil department. 
Moe adds the footnote that he'll be on 
a “partial retirement plan,” but it’s a 
safe bet that he'll be operating more 
of a plan than a retirement. 


Stories of the Past 


A real Old-timer recalls the early burner Days and relates a sound sales Philosophy 


a IN 1920 when World War I 
smoke had subsided, and our 
American families began again to re- 
habilitate themselves, it seemed to me 
that oilheating offered the greatest op- 
portunities and had a very bright 
future. 

I had just completed my contract 
with the United States Department of 
Agriculture, the New York State De- 
partment of Agriculture and the Farm 
Bureaus which in their infancy were 
co-operating. I got into hardware and 
the farm supply business and bought 
everal hundred gravity feed Oliver 


| burners, Probably the old timers re- 


member the old 50 gallon drum and 
copper tubing connected to a hot air, 
or a steam, or hot water, or a vacuum, 
or a vapor system. The following year 
I became more enthusiastic, doubled 
my order and appointed a few dealers 
in Orange County, N. J., who were 
old hands at selling coal stoves. 

I will never forget old boy Fletcher 
at Newburgh and his son. We had a 
corner on the burner business in that 
neck of the woods—little towns like 
Middletown, Goshen, Port Jervis and 
Newburgh, N. Y. 

In 1923 we were told that there 
was a fully automatic No. 1 oil job 
on the market called NoKol, founded 
by a guy named Morgan J. Hammers. 
| ordered a number of Model L 
NoKols, vaporizing pot type. 

[recall one job in particular in 1925 
* 1926. I installed an 8,000 gallon 
tank for a community center in Mid- 
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dletown. As the business expanded I 
got my brother Nate to take an oil- 
burner course and look after the in- 
stallations. Nate did a pretty good job. 

We then tackled a large department 
store, with a 5,000 gallon tank. These 
tanks were buried. We had our head- 
aches with the Monroe & Cook pumps, 
and finally got to using Teesdale. We 
sold quite a number to private resi- 
dences. The average small job was 
$1200. Our philosophy was large 
tanks, fill them up, sight draft, attach 
a bill of lading on car lots of oil. Fill 
the tanks all up before October. We 
had Berry Reed divert car loads on 
rails known as spot shipments and the 
customers seemed to be happy. A 
2,000 gallon tank to supply a 10 room 
house, tank buried in a lawn near a 
cobblestone driveway meant just this, 
that when the frost came out of the 
ground in March, it would not be safe 
for a truck to deliver oil unless it had 
dual tires. It was good foresight on the 
part of the purchaser and on the 
dealer, because in those days it was 
an expensive proposition to make a 
mistake and have to rebuild a drive- 
way. 

Things are different today, includ- 
ing better distribution practices all 
around and the viscosity control and 
the refining of No. 2 fueloil that 
ranges within a 32-36 specific gravity 
is more encouraging on a wide range 
of burners with insulated fireboxes. 
Cat oils burn like hell afire. 


Being in sales work and profiting 
















by some of the experiences, I shall 
never forget one case where the build- 
ing was built on a hammock soil, and 
where I had to sleep in a boiler room 
two nights to solve a problem. This 
building was near the main line of the 
Erie Railroad and when the morning 
express roared through the town, the 
vibration was so great that it rocked 
the arm on the boiler that held the 
Pressuretrol and the pressure gauge 
indicator. I had old boy Hess, formerly 
head of the Oil Heat Institute, make a 
special trip from Chicago to help me 
solve this problem and old boy Johnny 
Cox was baffled too; neither liked 
getting up at six o'clock in the morn- 
ing to cure this one. So it was up to 
Nate to be there with me and solve 
this problem once and for all, or kick 
the outfit out and go back to coal. We 
solved it—20 minutes labor and two 
nipples of ¥%’s gas pipe to shorten the 
connection of the indicator and Pres- 
suretrol. 

There was another instance of a 
case when a wealthy individual known 
to all, bought one of those fully auto- 
matic jobs in a private home, paid a 
good price, with a service-guarantee 
for one year. In middle winter with 
12” of snow on the ground and just 
as I was saying, “No more calls to 
night,” the telephone rang at my 
house by my bedside to tell me that 
the kids were freezing, the plants in 
the conservatory would die, the house 
was cold. I said, “Why didn’t you call 


(Please turn to page 117) 







55 











Asking the Homeowner to sell Himself — (prroximately 4” wide by 9” deep 


and sized to fit the standard No, 14 

business envelope) appears at the left 

A FUELOIL LEAFLET, prepared by carry out its theme, “A quiz Show with the front cover next to it, Th 

the Oil Industry Information for Homeowners.” text and illustrations from the ingid 

Committee of the American Petroleum A copy of the booklet is spread out _ pages of the folder appear on the fy 
Institute for distribution among home- across the bottom of these pages, so ing page. 

owners follows a popular motif to that the back cover of the booklet Posing four questions, the bookly 









































If you answered all of the questions 
correctly, you rate with the most in- 
formed people today. But if you missed 
any, your local oil dealer will be glad 
to furnish further information. 





As a matter of fact, your local suppliers 
will be delighted to give you additional 
facts on the advantages of heating with 
oil. These independent businessmen, 
competing to serve you, will be happy 
to explain the Degree-Day Plan which, 
at no extra cost, keeps your own stor- 
age tank supplied throughout the year. 


Aquiz show | 
Make your home a prestige home with oil heat. 


a Keyan aleyeatsmeniia elo 


American Petroleum Institute 
BO West 50th Street, New York 20, N. Y. 
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provides the answers and emphasizes 
for the homeowner that oil heat is 
dean, economical, fully automatic, 
«mfortable and healthful. Then the 
pooklet stresses the “plus” values of 
ofl heat, for example: Oil heat being 
dean, “is one reasot. why homes with 
oil heat are worth more”’; oil heat is 


fully automatic, “which is another 
reason why quality builders feature 
oilheated homes”; oil heat is economt- 
cal, so “for lifetime economy, as well 
as quality, you'll like oil heat”; oil 
heat is comfortable and “Your doctor 
will tell you oil heat is healthful heat.” 

All these factors, the booklet con- 


cludes, are potent arguments to “Make 
your home a prestige home with oil 
heat.” 

Copies of the booklet can be pur- 
chased from the American Petroleum 
Institute, 50 W. 50th St., New York 
20, N. Y., or from local onc district 
offices, at a price of $10 a thousand. 


1. yes 


Oil heat is clean heat. There are no fumes, 
no smoke, no grime or grit when you heat 
your home with today’s improved fuel oils. 
They’re absolutely clean, which is one reason 
why homes with oil heat are worth more. 


why? 


Because fuel oil is an up-to-date product of 
companies that have grown only through sup- 
plying better products to the American public. 


2. yes 


Oil heat is economical. There is no waste 
with oil heat because you never use more fuel 
than you need. You'll save, too, with lower 
cleaning bills, less repainting, and lower fuel 
costs. For lifetime economy, as well as qual- 
ity, you'll like oil heat. 


why? 


Because each supplying company knows that 
it can continue to grow only by giving the 
public the most for its money. 


eloil 


3. yes 


Oil heat is fully automatic. Modern, efficient 
burners need no attention throughout the 
Winter, and give a constant, regulated flow of 
warmth in your home, day and night. Even 
delivery of your fuel oil is made without both- 
er to you. Oil heat is fully automatic, which is 
another reason why quality builders feature 
oil heated homes. 


why? 


It has to be automatic because in growing 
America, it’s not enough to supply better 
products alone—oil companies believe that 
their customers also demand better, more 
convenient service. 


4. yes 


Oil heat is comfortable, healthful heat. With 
today’s oil heat, there is no unexpected chill 
to endanger the health of your family, ne 
shivering mornings, no frigid temperature 
when you return from a weekend trip. Your 
doctor will tell you that oi! heat is healthful 
heat. 


why? 

It is healthful because America’s privately 
managed oil companies constantly strive to 
protect the public’s health by providing reli- 
able products, and our country’s health 
through economic freedom in effective action. 















































SECOND OF A SERIES— 


Quality Builders use oil Heat 


by 


7 


William J. Stein 


ps | angen can be sold,” says 
Elmer Brewer of Somerville, 
New Jersey. To verify this stand he 
points to a steadily growing sales rec- 
ord, totaling now over five million gal- 
lons of oil a year. The rate of growth 
in this instance is directly related to 
the housing growth in the area. 
Brewer installs the heating in a good 
share of the new homes erected with- 
in an optimum operating radius, and 
adds most of these new homeowners 
as fueloil customers. This is done, ac- 
tually, in the shadow of competition 
from an aggressive gas utility, and in 
an area of considerable acceptance for 
gas heat. 

Elmer Brewer’s fueloil and oilheat- 
ing business carries him into some un- 
usual channels which have proven in- 
teresting and profitable. The estab- 
lished homes, the commercial and in- 
dustrial oil accounts have been and 
are continuing to be developed in a 
progressive manner. However, our in- 
terest in this instance, is his growth in 
the new home market. 

In this area, he has vigorously so- 
licited the owners of the factory-man- 
ufactured homes. All such sales are 








A typical Brewer fueloil delivery truck and the storage 
tanks in the rear of his offices and shop. Note the sign on 


Here’s a Somerville, N. J., Dealer who makes a Specialty of Oilheating in pre-fab Home 








tain the equipment. 





This installment in our continuing study of dealers active jp 
selling oilheating for new homes recounts the success of a dealer 
who specializes in sales to buyers of pre-fabricated houses, The 
manufacturer of the homes recommends him to the purchaser 
because he has built a solid reputation of responsibility to his 
customers. He designs, sells and installs the oilheating system, 
provides the fueloil it needs and has the service facilities to main. 


ee, 














made directly to the homeowner. The 
heating installations Brewer makes in 
prefabricated homes are the result 
largely of the recommendation of the 
operators of the Well-Built Homes of 
Somerville, N. J., coupled with the ex- 
cellent reputation Brewer established 
working with homeowners in his com- 
munity. 

George Chandler, vice-president of 
Well-Built Homes, has the answer for 
his recommendation of Brewer’s firm. 

As a builder, Chandler has no pref- 
erence as to heating. But, he is con- 
cerned with the reputation of his busi- 
ness. Although, in most cases, Well- 
Built Homes only sells and erects a 
shell, they definitely are concerned 
with the successful completion of their 
customer's house. 

Aside from being financially in- 
volved, every satisfied customer repre- 
sents a good advertisement for them 
and a source of future business. Hence, 








they recommend only those sub-con 
tractors who they are sure will satisfy 
the customer and furnish that addi 
tional personal touch so necessary ii 
this type of work. 

Chandler also mentioned the fact 
that the person who buys a factory 
manufactured home is greatly con 
cerned with his heating bill. Thus he 
feels justified in suggesting an oilheat 
ing system. They recommend Elmer 
Brewer because of the necessity for 
dependability. As Chandler explains 
‘Elmer Brewer backs up his contracts, 
he has an excellent service depart 
ment, and, most important, he leave: 
no problems for us. 

“We had him do the oilheating in 
stallation in every one of our model 
homes. In some model installations 
out of the area, we offered him a pre’ 
mium to do the work because of the 
confidence we have in him.” 

An inspection of one of these jobs 





the tank proclaiming the combination of heating, aircon 
ditioning and fueloil offered by Brewer. 
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reveals the cause of this confidence. 
Enclosed behind glass rolling doors is 
, combination oilheating and aircon- 
ditioning system in operation. This at- 
tractive and businesslike presentation 
is a super salesman in itself. A pro- 
spective homeowner need not listen to 
words. He can witness for himself the 
ve in| spotless and practically noise-free op- 
lealer | @ eration of the system designed just for 
. The | & the house he plans to buy. On the glass 
haser | door appears an advertisement of El- 
oO his | mer Brewer. 

stem, Model homes are located in Somer- 
nain- | # ville, Clinton, Springfield, New Bruns- 
wick, Belmar, Williamstown, and 
Trenton, N. J. 





Oomes 





ea In every case where a home is sold, 
sub-con ff Elmer Brewer is recommended for the 
I satisfy heating job and the fueloil delivery 
at add: BP contract. Although cheaper units are 
ssary i available, the reliability of cheaper 
units is questioned. As Chandler 
the fact sated, “We have a moral obligation 
Factory to satisfy our customers,” plus the fact 
ly con BH that we never had any complaints 
Thus be about Brewer, and certainly have 
oilheat H many statements of praise.” He re- 
1 Elmer called the prompt 24-hour service of- 
sity fH fered by Elmer Brewer by relating an 
explains HF intance of a serviceman coming with- 
ontracts, Bin 20 minutes of being called at 3:00 
depart Bay. 
e leave How does Brewer do this? In the 
_ &f prefabricated field alone, he has sold 
iting 1 B between 100 to 150 oilburning instal- 
r mode B lations each year since 1944. In al- 
lations, most every instance, Brewer gets the 
m a ple & oil account. 


e of th BT get oilheating into the home en- 


tails a bit of selling. About five out of 
ten customers want oil. The other five 
ask for gas heat. Four out of these 
ive, who at first ask for gas, accept oil 
after being shown its advantages. 


ese. jobs 


aircon 


Top: Two pre-fabricated Well-Built 

model homes located on Route 22 in 
ille, N. J. Brewer has estimates 

and heating layouts for prospective 
buyers of these homes. 


| Center: The Crestwood, deluxe, three 

oom, ranch type home manufac- 

wed by Well-Built and featuring 
oilheating by Elmer Brewer. 


Bottom: Combination oilfired warm 
Meating and General Electric air- 
Mditioning operating in a Well-Built 
home, installed in a glass-en- 

closed closet in the kitchen. 





To accomplish this Brewer uses sev- 
eral means, First, there is the element 
of cost of heating. Comparison figures 
are made available for the customer. 
Each model of the Well-Built Homes 
is carefully analyzed as to heating re- 
quirements. An oilheating system is 
designed for each model, either warm 
air or hot water (baseboard or re- 
cessed radiation). 

The customer gets all the calcula- 
tions on the heat loss factors and hears 
the reasons for the recommendation of 
certain sizes of equipment. He also 


sees the detailed list of material re- 
quirements for the job. 

In every instance, where a family 
is building its own home, such project 
represents a “big deal” to the family. 
Members of Brewer's firm de every- 
thing possible to emphasize that they 
think and work along similar lines. 
The customer is impressed with the 
fact that he will get a well-designed, 
thoroughly thought-out heating sys- 
tem that will operate most efficiently 
and at a minimum cost. Actually, this 
is the case. Because of similarity in 
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Sheet metal shop run by Brewer for fabrication of ducts and fittings. 


house design, Elmer Brewer is selling 
a tested product. 

To counteract the allegation that 
gas-heat is cleaner than oil, Brewer 
has to go no further than the model 
house. The spotless installation speaks 
for itself. If this is a serious point, he 
can have the customer visit several 
jobs and judge for himself the cleanli- 
ness of an oilheating job. 

It is important to get across the 
idea that a good fueloil dealer can of- 
fer better service than the gas utility. 
Brewer tries to get the customer in his 
place of business. The customer is 
usually impressed with his fleet of 
fueloil and service trucks, sheet metal 
fabricating shop, general shop, parts 
department and the attention given to 
details. If there is a regular customer 
who is a mutual friend, or someone in 
a neighborhood who can be contacted 
by the new customer, he is used as a 
reference. The purpose is to emphasize 
that this dealer offers better service on 
a personal basis. 

Here, Brewer finds this is an advan- 
tage in being a fueloil and oilheating 
equipment dealer. The customer has 
the feeling that because Brewer did 
the installation, his company can do 
a better service job. 

When a Well-Built Home is erected 
in New York State or Pennsylvania, 
beyond a reasonable servicing distance, 
Brewer personally calls a reputable 
fueloil dealer in the vicinity to bid for 
the heating contract and oil account. 
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He describes what the homeowner is 
looking for, and makes specific sugges- 
tions on how to sell the job. Being ac- 
quainted with the heating require- 
ments in the Well-Built homes, he of- 
fers valuable technical suggestions to 
the other dealer. Through this medium 
he has arranged for oilheating in about 
150 additional homes each year. 


An interesting adjunct to the fac- 
tory-manufactured home is the “do- 
it-yourself” builder. He is the fellow 
who buys the erected shell and does 
the rest of the job himself. Brewer has 
a special deal for this type of cus- 
tomer. He offers him all the parts for 
the entire heating job at a reasonable 
price. A detailed plan for installation 
accompanies the material. Included in 
the cost, is the service of an engineer 
for two one-hour visits to the job at 
the call of the owner. Also the plan 
includes one hour of a serviceman’s 
time at the completion of the job to 
take a COs test, to fire the job and to 
check for any deficiencies. 

If for any reason the person who 
started the “do-it-yourself” installa- 
tion fails to finish the oilheating in- 
stallation, Brewer's firm completes the 
job on a time basis. Elmer Brewer also 
seeks the fueloil business of these peo- 
ple. If they become fueloil customers, 
they get the first year guarantee. 

To the prospective “do-it-yourself” 
builder-homeowner, this is a sure 
thing. To Brewer it represents the per- 
sonal satisfaction of seeing oilheating 


Novembe- 


go into a home. He has had little gig 
culty with this type of job. On 4, 


other hand, he has seen some outstanj 
ing installation work done by the nop, 
professional who had the time, be 
tience and ability to follow preserity; 
directions with great attention to 
tails. 

Each year the Well-Built Hom, 
runs an “Open House,” in the fom 
of a housing exhibition which tale 
place in their factory plant on Row, 
22 in Somerville, N. J. Eight to te 
thousand people visit this exhibit, f) 
mer Brewer sets up an elaborate di 
play with about 20 sample units, Fron 
30 to 75 peopie at a time see Brewer; 
demonstration and hear a sales tal 
delivered by one of his staff, during 
which various phases of oilheating ar 
discussed. Brewer takes this oppor 
tunity personally to sell oilheat to th 
public. The impact is significant 
Brewer notes, too, that interest in th 
airconditioning phase of the exhibiti 
mounting constantly. 

The association, in this instance, bx 
tween builder and dealer is based o 
mutual respect. “They are out to d 
a good job,” Brewer says, “and s0 ar 
we. We are proud to recommend them 
and I feel sure they have similar fee! 
ings.” 

Elmer Brewer also does work for: 
number of local reputable builders 
Some specialize in custom work, other 
construct several homes at a time. h 
these instances all work is on a qué 
ity basis only, with these customers 
tracted by the quality of the install 
tion, good service and reputation 0 
Elmer Brewer. 

An additional interesting facet 
Brewer's business is the growing W 
ume of residual oil he sells to commer 
cial and industrial accounts. The, 
which include apartments, factor 
and public buildings, are being ade 
on the strength of more of Brewer! 
personal selling. 

Thus, through a studied and 
centrated effort, combining the de 
ments of a complete comfort heatitt 
package—the oilburning equipmett 
itself, fueloil delivery and service fy 
cilities—Brewer is proving that an ol 
heating dealer can be successful 4% 
continue growing even in the face 
stiff gas competition. 
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Hy-Test 303, merchandising Aid 
in selling Oil as quality Fuel 


ELLING the quality aspects of fuel- 
iri everyone agrees, is just good 
business. So, a merchandising plan that 
enables a dealer to offer his customers 
a “premium fueloil at regular prices” 
merits more than passing attention. 


It is in this light that a visit was 
made to John Valk, Jr., president of 
Hy Test 303 Corp., Rutherford, N. J., 
to learn details of his package plan 
being offered to fueloil distributors on 
a franchise. Basically, Valk signs up 
one dealer on an exclusive basis in each 
trading or marketing area and sells 
him a five-way fueloil additive, truck- 
mounted dehydrators, merchandising 
and promotion materials to sell the 
plan. 

Originally developed for Consum- 
e's Oil Co., Rutherford, N. J., Valk’s 
own fueloil distributing organization, 
Hy-Test 303, resulted from collabora- 
tion with the Stewart-Hall Chemical 
Co., who formulated the additive with 
Valk and now makes it for him, and 
the Erie Meter Systems, who make the 
truck-mounted dehydrators for Valk. 


The plan was the culmination of 
much thinking on Valk’s part for ways 
to make his fueloil more impression- 
able to the customer. He wanted some- 
thing that was different and at the 
same time better than the product his 
competitor offered. He hit upon the 
idea of a multi-additive, plus the ad- 
vantages and advertising value of the 
truck-mounted dehydrators. 

Briefly, here’s how the plan oper- 
ates. Valk locates a representative 
fueloil distributor—not necessarily the 
largest nor the smallest—in a particu- 
lar area and franchises him to be the 
Hy-Test 303 outlet, For this, the deal- 
et purchases the additive, which com- 
bines five functions: Rust inhibitor, 
wlvent for sludge, soot destroyer, 
coloring agent and odorant. 


The dealer spruces up or paints his 
trucks and equips each with a truck- 
mounted filter and dehydrator to re- 
Move any traces of water, sludge, scale 
and dirt before the fueloil is pumped 
into the customer's tank. 
Along with this, the Hy-Test dealer 


dloil 


receives a complete set of advertising 
and merchandising helps, with a hand- 
tailored program laid out for him to 
notify his present customers that he is 
improving the quality of the fueloil 
he delivers to them, to institute a cam- 
paign to secure new customers and to 
capitalize on the first delivery of the 
“new” fueloil. For example, the illus- 
tration below shows Valk making his 
first delivery to a school; other Hy- 
Test outlets have received almost un- 
heard of publicity in local newspapers 
from their first deliveries to prominent 
customers or public buildings which 
they serve. 


Drawing on his practical back- 
ground in petroleum and particularly 
from his experience in marketing fuel- 
oil through his own organization, Valk 
has approached preparation of this 
package with the dealer in mind. For 
example, Hy-Test dealers add the fuel- 
oil additive to their product in bulk if 
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New seal adopted by Hy-Test and 

furnished to its franchised dealers in 

the form of decals for trucks, stickers 
for statements and tanks. 
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they operate a bulk plant; if they don’t 
have a bulk plant Valk has devised a 
way to blend the additive with each 
truck load. Through a metering pump 
located in the bucket compartment, 
the additive can be fed to each truck 
compartment in the proper propor- 
tions. 

Then, recognizing that some deal- 
ers are reluctant or unable to remove 
their trucks from service to have the 
dehydrators installed during the busy 
heating season, Valk has blueprinted 
a method of installing the units over 
a week-end or during any two-day 


The first delivery ever made by Hy-Test 303 fueloil. John Valk, Jr., left, presi- 
dent of Consumer’s Oil Co., Rutherford, N. J., points out the Erie truck- 
mounted dehydrator to (left to right): Joseph Spiotta, chairman of the board, 
City National Bank, Hackensack, N. J.; John Valk m1, Consumer's Oil Co.; 
Edward Ten Hoeve, Paterson, N. J.; F. E. Carney, Erie Meter Systems, Inc., 
Erie, Pa.; L. D. Miller, president, Stewart-Hall Chemical Co., Mt. Vernon, 
N. Y.; O. G. Reichelt, secretary, Paramus (N. J.) Board of Education and 
Wesley VanPelt, assistant secretary. The first delivery was made to the Memo- 
rial School, Paramus, N. J. 
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period. What's more, if needed, Valk 
will furnish advice and additional in- 
formation where unusual conditions 
warrant it. 

Valk’s Consumer's Oil Co. started 
in April of this year to promote Hy- 
Test 303. Valk was surprised agreeably 
to find that instead of automatically 
losing 20 to 30 customers at contract 
renewal time he limited these to 2 or 
3, largely, he believes, because the con- 
tract was accompanied with the an- 
nouncement that it was to cover de- 
liveries of the “premium fueloil at 
regular prices.” 

Even though he has not had the 
benefit of a heating season’s experi- 
ence, Valk is so confident that because 
of the additive he is going to be saved 
a considerable number of “nuisance” 
service calls due to clogged nozzles, 
dirty filters and the like, that he has 
reduced the price of his all-inclusive 
service contract from $28 to $17.90. 
For an extra $2 the contract is ex- 
tended to cover 275 gallon tanks. The 
contract, of course, is available only 
to Hy-Test 303 customers. 

At present Valk has franchised 
fueloil distributors in West Virginia, 
Massachusetts, Ontario, Long Island, 
Nebraska, Upper New York State and 
Iowa; he’s set a goal of 150 by next 
Spring, at which time he expects to 
hold a Florida convention to permit 
an exchange of ideas and experiences 
and map out a new campaign. 

Consumer’s has enjoyed consider- 
able success with the plan—Valk 
points to a 27% sales increase. Other 
franchised dealers have experienced 
similar windfalls and express satisfac- 
tion with the program. 


Handled intelligently and merchan- 
dised in a positive manner the Hy-Test 
303 program could have a two-fold 
beneficial effect on oilheating, Certain- 
ly by permitting a franchised dealer 
to promote product features, it pre- 
sents a real opportunity to keep pres- 
ent customers happy and make it at- 
tractive for new customers to sign up 


for the “premium” fueloil. Secondly, 
presented properly it can’t help but 
benefit oilheating in general by demon- 
strating that the industry is interested 
in contributing to the homeowner's 
greater enjoyment of troublefree, com- 
fortable oilheating. 
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Modern.. 
SE OIL HEAT 
SAFER 
‘CLEANER 


FRANKLY... 


1 GO FOR THE 


EB VALUE 


*LOWER COST 


Trucks, storage Tanks promote 
Oilheating for fueloil Dealers 


te: a nice clear space, readily 
seen by passing traffic. Dress 
this space with a few well chosen 
words and the result is a billboard on 
a storage tank. 

The procedure can also be devel- 
oped into a mobile billboard when 
fueloil trucks are used to carry the 
message promoting the finest fuel. In 
our August issue on the Leaks page 
we suggested some slogans that might 
be used. Since then we've heard about 
some companies using the idea to good 
advantage. 

Quincy Oil Co., Quincy, Mass., has 
a sign that is approximately 30 feet 
square over-all. The letters “Be Mod- 
ern” are four feet high and two and 
a half feet wide. The rest of the slo- 
gan—“Use Oil Heat, Safer, Cleaner, 
Lower Cost”—has letters three feet 
high and two feet wide. 

The sign is located at the Town 
River Bulk Storage Plant and is visible 
to southbound traffic on Route #3 to- 
ward Cape Cod. During the night the 
tank is lighted continuously by three 
500 watt spotlights that emphasize and 
dramatize the message. The letters are 
white on a black background. 

Similar messages are carried on bill- 
boards throughout the area serviced by 
the Quincy Oil Co. 

Another Massachusetts firm, the Pa- 
cific Oil Co. in Fall River emblazons 
its trucks with the slogan—Better 
Heat with Oil.” According to W. E. 
Glover, Jr., manager, Retail Sales Di- 
vision, plans call for a message pro- 
moting oilheating to be placed on a 
new 120,000 barrel tank. 


This tank will be seen by most of 
the pleasure craft using Narragansett 
Bay, and will be clearly visible from 
the new Saconnet River Bridge which 
will soon connect the Massachusetts 
Thruways with Newport and in tum, 
eventually, with the Rhode Island 
highway system. 

All of Pacific’s trucks carry the do 
gan, and Glover says that the same 
lyrical message—or one similar—is de 
veloped in all company advertising, 
especially on the twenty-odd billboards 
dotting the area. 

The important thing about these two 
examples of advertising is that they 
boast the glories of oilheating—they 
do a job for the entire industry and 
not just the individual companies. 







Variations of billboard advertising. 
Quincy Oil (top) uses a bulk storage 
tank, Pacific Oil one of its trucks 
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URING THE FINAL SESSION of the 

last three-day meeting of the 
Fueloil Committee of the American 
Petroleum Institute the committee 
members and guests heard discussions 
about how one company advertises oil 
heat, the advisability of the fueloil dis- 
tributor also selling liquefied petroleum 
gas, residual oil availability and the 
handling of residual oil accounts on a 
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nies. fF are low enough 
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However, markets are not uniform. 
On the West Coast competition is 
from natural gas and water power. In 
the Midwest, Mid-Continent and the 
Rockies, replacement a few years ago 
of fueloil burning steam locomotives 
by diesels and rising supplies of nat- 
wal gas played havoc with residual 
all sales, 

What about the Gulf? Will refiners 
there continue to supply residual fuel 
to the East Coast in quantity? Let’s 
take a look at the East Coast. Last 
year, District 1 consumed 53% of all 
residual oil sold in this country; East 
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*Atlantic Refining Co., Philadelphia, Pa. 


















Fueloil skull Session 


Conclusion: Oilheating Advertising, LPG and residual Oil discussed by Committee 


stand-by basis by various speakers. 

Reproduced here are abbreviated 
transcripts of these papers, along with 
a few of the typical comments made 
during an open forum period which 
followed each presentation. These con- 
densations conclude our coverage of 
the program. 

The committee meeting, which im- 
mediately preceded the annual meet- 


Availability of residual Oil and 
sme Factors affecting Supply 


Coast refineries, though, produced 
only about a quarter of the area’s 
needs and about a fifth of the supplies 
came up from the Gulf. The rest— 
more than half—were filled by im- 
ports, mostly from the Caribbean. 

In more general terms, most obvious 
outlets for bulk sales are the nation’s 
electric power plants. They used one- 
eighth of all heavy fuel last year, but 
less than 747% of all electricity gen- 
erated was derived from residual fuel- 
oil, other than at hydroelectric plants, 
of course. Electricity generated will 
grow enormously and power plants 
will require a tremendous extra vol- 
ume of fuel. Atomic energy is still 
years away and, if fueloil is to be sold 
to power plants it must be priced to 
compete with coal and natural gas. 

Last year the group bulked by the 
Bureau of Mines under “Smelters, 
mines and manufacturing industries,” 
together with oil refineries, consumed 
fuel at a rate of 630,000 bbls. a day 
—more than 50% of all fueloil con- 
sumed in the United States. With in- 
creased industrial production up to 
4% forecast for the next decade, oil’s 
share of this market will be influenced 
by price considerations, 

When industry is unable to convert 
readily to another fuel, what is our 
responsibility when supplies are tight 
and, secondly, will we have enough 
residual oil to assure customers that 
prices will be competitive and stable? 

Factors affecting the size of fueloil’s 
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ing of the API, was held at the Bon 
Air Hotel in Augusta, Ga., with a 
program designed to stimulate discus- 
sion. The group met each morning for 
three successive days, listened to four 
informal papers on specific phases of 
fueloil marketing and then nearly all 
of the 35 members and guests in at- 
tendance contributed their experiences 
on the topic under consideration. 


potential market fall into three major 
categories: The level of the general 
economy, the trend of technological 
progress in fuel utilization and price 
relationships between residual oil and 
other fuels. 

Also, factors determining availabil- 
ity of United States fueloil supplies 
can be summarized: The availability 
of crude oil, both domestic and for- 
eign; restrictions on trade preventing 
the free flow of material between mar- 
kets; the relationship among prices of 
residual fuel, clean products and crude 
oil and competition between world 
markets for available supplies. 

Some other pertinent questions: 
Are reserve and ultimate production 
estimates valid, overly optimistic or as 
conservative as most estimates have 
been in the past? What will be the 
future national oil policy to encourage 
development of domestic resources? 
With respect to imports of foreign 
oil? Suppose domestic crude prices go 
higher and world prices do not follow, 
wouldn't refiners be under heavy eco- 
nomic compulsion to increase receipts 
of foreign crude? Then, foreign oil 
prices might rise also, with the result 
that in either event crude oil would 
cost more in the United States. 

Would residual prices increase, too? 
They already are above coal parity. 
But, if residual prices did not rise, 
what would be the impact on domestic 
residual fuel supplies? 

Remember that fueloil is a by-prod- 
uct of petroleum refining and, as such, 
it competes for markets with coal and 
gas as well as competing on the supply 
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side with gasoline, furnace oil and 
other light products. Present tech- 
niques in refining are capable of re- 
ducing residual fuel yields even below 
the 15.3% of crude runs last year if 
the spread between delivered crude oil 
costs and fueloil prices is sufficiently 
wide to make their use profitable. So, 
would higher crude prices mean less 
residual fuel from domestic refineries? 


Supplies from abroad are subject to 
limitations of import restrictions, plus 
a second potential limit on availability 
of foreign fuel from competition for 
supplies. A new factor in the Carib- 
bean market has appeared in the form 
of buyers from Europe, where exten- 
sive programs are underway to con- 
vert from coal to residual oil, which 
has exerted pressures on residual sup- 
plies and prices world-wide. 

There are the questions and here 
is a straw man which I've built. He 
reasons something like this: 

Chase Manhattan Bank experts ex- 
pect U. S. residual fuel demand to rise 
about 2% over the next ten years. The 
straw man says, “No,” 1% a year is 
all we can expect in the next five 
years, a little less than that between 
1960 and 1965. And he thinks that 
even this may be generous. 

Straw man recognizes a big poten- 
tial market for fueloil, but the prices 
he'll have to charge put a limit on 
what he can sell. Without a price 
boost, he’s more competitive with other 
fuels. It doesn’t seem reasonable for 
foreign demand to continue to increase 
as fast as it has in the past year; pro- 
duction rates and refining capacity 
abroad may soon catch up. 

And those tanker rates! Over the 
long haul they may not be quite so 
rough as they were last winter. Nor 
is ODM likely to give a bad time over 
import levels. Still, it looks as if it will 
take some squeezing to sell oil in com- 
petition with coal in the front lines of 
inter-fuel price competition. And over 
the longer haul, oil prices may rise 
again. Crude producers will get their 
increase, straw man thinks; coking 
will cut into residual yields; U. S. 
buyers will still find competition from 
European buyers at Caribbean sources 
of supply. 

But although volume gains may be 
small, straw man sees his profit posi- 
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tion improving through a change in 
composition of his market. He'll sell 
less oil to volume accounts, but more 
to specialized users who can pay high- 
er prices. Many of his customers, he 
believes, will demand, and receive, 
a product manufactured to more rigid 
specifications and he feels that residual 
oils may be changing from a by-prod- 
uct to a joint product, demanding 
equal status pricewise and qualitywise 
with refined oils. 


Group Comments: 


It’s almost useless to try to antici- 
pate demands or conditions 10 years 
from now. We can expect scientific 
advances that we now know nothing 
about. If prices go up and crude ad- 
vances or tanker rates go higher, it 
doesn’t necessarily follow that 100% 
of the power plants using oil will go 
to coal. As a matter of fact, many 
more would use more coal today if 
they could. Everything leads me to be- 
lieve that No. 6 oil is not going out 
the window, but if the trend of prices 
continues up, I think you'll find heavy 
oil consumers switching to other fuels. 


I am not pessimistic at all about th, 
continued use of heavy fuel on th 
Eastern Seaboard. But, there mug}, 
no restrictions on imports. 


Coal industry is a producer of ey 
ergy and the future demand for », 
ergy will be so great that the combing 
forces of the coal, gas and oil indy 
try, plus the stepping up of the atomi 
energy process, will be hard put 
take care of it. 


I see nothing in the foreseeable fy 
ture that would bar industry from ge 
ting all the fueloil they need, if they 
will pay the price. We don’t worry 
about competitive fuel prices, becaus 
if we go up, they usually go up too. 
The East Coast will have to get much 
of its fueloil from the Caribbean and 
compete in the world market for it. 


No doubt but what there will k 
sufficient supply. This is completely 
aside from the question of price in 
creases, tanker rate changes or any 
other factors. 


How one Company plans and 
conducts oilheating Promotion 


by 
Arthur Meltz* 


§ Re MARKET for heating oil con- 
tinues to grow, strongly influ- 
enced by new 
homes 
tion remaining at 
a high rate and 
conversion oil- 
burner sales being 
made at a steady 
rate. Standard of 
Indiana conducts 
a calculated and 
organized pro- 
gram of heating oil advertising, using 
mass media in areas where sales op- 


construc- 


portunity is greatest. 

The initial step in our program in- 
volves an analysis of each area in the 
entire territory to establish the market 


*Standard Oil Co. (Indiana), Chicago, 
ll. 


potential. Once this has been deter 
mined we are in a position to allo 
cate our efforts to make best possible 
use of our advertising. It 1s not 
budgeted on anticipated sales, but 
rather on an evaluation of each mar 
ket in our sales area. We have a total 
budget and apportion it on the basi 
of the results of our surveys. 

Our use of mass media includes 
newspapers, radio, television, farm pa 
pers, direct mail, folders and calendars. 
We have established principal selling 
periods, during which we slant ou! 
copy at specific themes. During Jam 
uary and February, for example, when 
the average customer uses 37.9% of 
his yearly volume of fueloil, we ¥& 
copy and illustrations that are pett' 
nent to these periods of peak fue! 
consumption. 

During March, April and May, 
when 26.7% of annual fueloil requite 
ments are consumed, our advertising 

(Please turn to page 118) 
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PARINER 
for PROFITS 





Flange mount this all-ne 


MODEL 150F with Universal Flange Mount 


Available in 2 capacities: 0.65 to 1.50 G.P.H. and 1.35 to 2.00 G.P.H, 


Ww 


U.S.-CARLIN Burner to the 


heating unit of your choice 


U.S.-CARLIN’s new Model 150 series Oil Burners 
are designed especially for flange mounting to any 
furnace, boiler, or water heater with minimum tube 
opening of 414” diameter. This compact, modern 
addition to the popular U.S.-Carlin line offers many 
outstanding features... highest efficiency .. . quiet, 
economical operation . . . compact design . . . easy, fast 
installation and servicing ... opening for you a vast 
new field in the popular-priced home market. 


Available with Carlin Head or High Temperature 
Combustion Head (Shell Head), these U.S.-Carlin 
flange mounted burners are designed and engineered 
as your PARTNER FOR PROFITS. 


For more facts and figures on the new 150 series, 
contact your U.S.-Carlin Wholesaler, or write . 


YOUR WISE CHOICE: For the best, combine 
your furnace, boiler, or water heater with 
a dern, pact U.S.-Carlin 150 series 
burner. 

RESULT: A combination that can’t be beat 
. ++ performance-wise ... sales-wise ...and 


profit-wise. 











THEY OUTSELL 
BECAUSE 
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THE CARLIN COMPANY Connect 
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HE REGULAR fall meeting of the 

board of directors of OHI was 
held at the Grove Park, Asheville, 
North Carolina, September 21. The 
two preceding days had been filled by 
dealer meetings of the Distribution Di- 
vision and numerous committee and 
division meetings with interests in 
other phases of oilheating activity. 

In opening the board session, Insti- 
tute president George Hochstein ob- 
served that among the 45 board mem- 
bers there is a great deal of talent in 
oilheating and business ability. He 
urged that this be put to work in wider 
applications to enhance the prosperity 
of the industry as a whole throughout 
the year and not limited to the days 
of the occasional board sessions. 

Visualizing a great expansion in the 





Hochstein 


Becker 


American economy in the next five 
years, he said that the oilheating in- 
dustry is not preparing itself adequate- 
ly for this potential growth. He chal- 
lenged the leaders of oilheating to di- 
rect a lot more attention to their re- 
search and engineering departments. 
He also expressed the opinion that the 
industry could be much more aggres- 
sive in the area of marketing, pointing 
out that the market for automatic 
heating is as fertile today as ever and 
is sure to go on at a high rate. 
Ralph Becker, managing director 
and secretary-treasurer of the Insti- 
tute, reported that on August 31 the 
net worth of the OHI was $97,000 and 
the bank balance $94,000. The Insti- 
tute’s profit from the Exposition at 
New York last June was $81,000. 
Since this is a biennial event, the 
profit carries more than a third of the 
expense budget through two years. 


66 


Industry Progress reviewed 


by OHI Board at Asheville 





The next Exposition will be held in 
June 1958, also in New York’s Coli- 
seum for which the first floor of the 
building has been reserved. 

Becker mentioned that the Insti- 
tute’s technical secretary Dave Bottrill 
reports seven-month shipments of 
domestic oilburners and units at 368,- 
032 compared with 415,288 in 1955, 
a decline of 11%. 

Bottrill then added the observation 
that the Market Research Committee 
is again exploring the possibility of 
dividing shipments into trading areas 





Cox Gurney 


rather than states. He spoke at some 
length of the industry’s opportunity 
in the field of oilfired cooling for 
homes, a project that he has been ex- 
ploring technically for several years. 
He mentioned that the Technical 
Division will have a conference at 
Chicago in January where he will 
propose that the industry raise money 
to have a laboratory study the project. 

Paul Addams, chairman of the 
nominating committee, recommended 
two new members for the board of 
directors and a substitute member for 
the executive committee, all of whom 
were elected. The new board mem- 
bers are Louis J. Cox, vice-president, 
Iron Fireman, and H. G. Gurney, sales 
manager, Janitrol Division, Surface 
Combustion. Milton Jordan, Scaife 
Co., was named to the executive com- 
mittee. 

David Morgenthaler, chairman of 
the membership committee, reported 
that two new members had _ been 
added: Van Packer Corp., manufac- 
turers of Type A chimneys, a particu- 
larly important adjunct to oilheating 
in new homes, and the Pate Co., pro- 
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Jaden 


Addani 






ducers of radiant heating coils, bay 
board radiation and_boiler-burne 
units. Morgenthaler also mentioned 
that considerably more members now 
are using the OHI seal in their adyer 
tising. 

Dates for the next board meeting 
and Distribution Division _ sessions 
were announced for St. Louis on Feb 
ruary 22 and 23, the Friday and 
Saturday before the Heating Expos 
tion opens in Chicago. The annul 
meeting is scheduled for Boston during 
the week next June when the Eastem 
Oilheating Exposition takes place. 

The balance of the meeting wa 
devoted to reports from chairmen of 
the several committees and Divisions 
to the board members. Activities of 
these groups were covered by Fuel 
oi, & Oi HEAT representatives and 
are described in the notations thet 
follow. 
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Accessory Division 






Stanley Czarnecki, chairman of the 
Accessory Division, reported that 3 
discussion of the Division's film strip 
program occupied most of the meet 
ing’s agenda. B. T. Weichers, chair 
man of the Domestic Educatio1 
Committee, and Charles Burkhardt 
national secretary, Distribution Dw’ 
sion, told Accessory Division member 
of the progress to date. | 

The over-all program, Czarnec 
told the directors, is to build up é 
complete library of subjects, The ait 
of the program, he went on, is to have 
accessory manufacturers provide fis 
strips and projectors for an edu 
tional library for the Distributo 
Division Chapters all over the count) 
There have been 13 definite comm 
ments to provide films with nine 
these already in hand and at least 
others now in preparation. 
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ng ws A in this American-Standard plant at Buffalo, 
men 0! & \, ¥,, cast iron boilers are given several tests 
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oiiin Ncoliner oil-fired heating unit—residential application 
~packaged unit for fast, economical installation— 

rkhardt, sedions of durable cast iron—wet base construc- 

wi Divi tion for first floor as well as basement installation. 
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least tw : ib-o-rator, factory-moulded refractory 


bend chamber saves labor and expense of 
‘built chamber—efficient Arcoflame burner. 


Make sure your customers know why 
all American-Stardard boilers are made of cast iron: 


(They profit... and so do you!) 


© Cast iron boilers are extra compact... 
... require little space for first floor or basement 
(Easier for you to handle on the job, too!) 


® Cast iron boilers are quiet in operation... 
... no annoying expansion or contraction noises 
(Means satisfied customers with no complaints!) 


© Cast iron boilers last longer... 
... they're all made of rugged, corrosion-resistant metal 
(Your reputation for quality is increased still higher!) 


@ Cast iron boilers are more economical... 
... low-cost comfort with dependable, fuel-saving operation 
(No call-backs mean more profits for you!) 


Be sure to stress these important advantages to your boiler prospects. 
Cast iron boilers by American-Standard mean more customer satis- 
faction plus more profits for you. 


For more information on the complete American-Standard line of 
gas, oil and coal boilers—all constructed of durable, time-tested cast 
iron—write to AMERICAN-STANDARD PLUMBING AND HEATING DIVISION, 
40 West 40th Street, New York 18, N. Y. 











Distribution Division 


Fred Heaney, chairman of the Dis- 
tribution Division, told of the success 
of the first regional round table session 
which had been held on September 
19 and said it was the Division’s in- 
tention to repeat such sessions at next 
February's St. Louis meeting. 


Heaney announced there now were 
3,100 members in 61 chapters in the 
Distribution Division, including these 
five new chapters: The Tri-County 
Oil Heat Institute of West Virginia; 
Oil Heat Institute of Cayuga County, 
N. Y.; Oil Heat Institute of Oneida- 
Herkimer Counties, N. Y.; Oil Heat 
Institute of the Inland Empire and 
Fueloil Division of the Pennsylvania 
Retail Coal Merchants Association. 
Also, six associate members were ap- 
proved, including one from Canada 
and one from Sydney, Australia. 


Other highlights of his report: The 
Division has sold 20 copies of the 
“Housewarming Party” film, with ad- 
ditional sales in prospect; slide films 
are boosting attendance at chapter 
meetings; 85,000 “Sales Twins” cal- 
endars for 1957 have been sold and 
volume should reach 100,000; Divi- 
sion has started sales training clinics, 
conducted by Ray Horan, most 
recently held in Oregon and Wash- 
ington; others are planned. Heaney 
commented that there exists the need 
for a sales training film to help with 
this course. 


Commercial-Industrial Division 


Jack Cowan as chairman reported 
for the Commercial-Industrial Divi- 
sion. His group is working toward 
the adoption of application standards 
to supplement the laboratory listings 
and to upgrade field performance. He 
told of the work of Richard Wright 
of the Technical Division in working 
toward closer definition and specifica- 
tions of No. 4 and 5 oils. 


The Commercial-Industrial Division 
oilburning symposium that has been 
held at Michigan State University 
will be moved for 1957 to New York 
University in New York City. It is 
expected that 300 will attend. 


Cowan then told of progress in the 
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Bottrill Morgenthaler 


Pesterfield 


Burkhardt 


heavy oilburning course at the Spring- 
field (Mass.) Trade School. There 
now are 20 students in their second 
and concluding year, 30 in the first 
year of enrollment. Manufacturers 
have promised to try and find summer 
employment in the industry for all of 
the 30 first-year men. Prof. Charles 
Pesterfield of Michigan State is OHI’s 
secretary for the Commercial-Indus- 
trial Division. 

At the C-I Division meeting, Cowan 
announced these committee appoint- 
ments: ASHAE Guide Publication 
Committee: C. H. Pesterfield, chair- 
man; R. Lisson, Paul Schmidt, Dr. 
H. R. Heiple, Carl Swanson, Ray 
Plass, J. Verne Resek. 

Standards and Codes Committee: 
W. H. Bohn, chairman; R. W. Win- 
skill, C. W. Lanz, Stan Pachyn, H. H. 
Kieckhefer, Larry Sibley, J. W. 
Cowan, Lynn Johnson. 

Engineering Committee: Ted Kauf- 
man, chairman; Ray Plass, Bob 
Johnson, Jack Cowan, H. J. McCoy, 
H. E. Lake, Richard Wright, Carl 
Swanson, H. H. Kieckhefer and H. C. 
Christianson, alternate. 

Air Pollution Committee: Bob 
Johnson, chairman; C. H. Pesterfield, 
Jack Kaplan, H. F. Hahn, Paul Buday, 
R. Lisson. 

Education Committee: C. H. Pester- 
field, chairman; Dana Fisher, Frank 
A. Sinning, Stewart H. Kibbee, C. M. 
Blickensderfer. 


Technical Division 


Robert Gilmartin, chairman for the 
Technical Division, mentioned the 
second annual survey of fueloil spec 
fications conducted jointly by fy! 
American Petroleum Institute agj 
the Bureau of ‘Mines and revealed 
covered 45 companies, 123 refinerigs 
and 427 samples. On standardization 
of combustion test procedures, Gj 
martin said five standards have beep 
prepared. 

The Technical Division has asked 
the Technical Committee of Ast tp 
study stability in distillate fuels, Gil 
martin continued, and a sub-commit 
tee has been formed to do this, Dick 
Wright of Iron Fireman is chairman 
of Committee E. Then, Gilmartin 
reported the plans of the Technica 
Division to hold a symposium in 
Chicago to discuss fueloil quality, 
additives, oilburner service techniques, 
field testing, filters and dehydrators, 

Batelle Memorial Institute has pub 
lished its first findings on pulsations, 
he said, which first will appear in the 
ASHAE section of Heating, Piping and 
Airconditioning, after which it wil 
be released to OHI. 

Gilmartin then read the following 
committees and chairmen in the Teel 
nical Division: Standardization of 
Combustion Test Procedures Com 
mittee, Frank R. Dunn, Jr.; Fuelol 
Survey, Norman Thompson; Inside 
Tank Corrosion Committee, M. J 
Reed; New Project Committee, Wikj 
liam Knox; and Fueloil Quality Com 
mittee, Robert Gray. 


Regional management Conferemt 


Fifty-one dealers registered for the 
first regional round table managemett 
conference, sponsored by the Distrib 
ution Division and held on Septembit 
19. Dealers from Tennessee, N 
and South Carolina, Georgia, Virgitié 
and Maryland attended the all-day 
session. Fred Heaney was chairmalh 

During the morning the group 
heard short talks from five dealers ™™ 
described conditions in their areas 

J. Hollis Albert, Operators i 
Baltimore, Md., discussed “Natur@ 
Gas Comastition” 

(Please turn to page 117) 
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by 
Jean L. Dupuis 


ee tenennanel VACUUM no _ higher 
than ten inches used to be the de- 
sign aim of many engineers who 
planned installations for No. 6 fuel- 
oil. First, these men arranged to keep 
the suction-line fueloil warm enough 
so that a slow-speed pump could han- 
dle it gracefully; often they had in 
mind suction-line temperature be- 
tween 95°F. and 110°F. for normal 
oilburner operation. 

Using the kind of No. 6 oil usually 
delivered to their installations, these 
men anticipated that trouble would re- 
sult if the suction-line temperature 
dropped below 95°F. They had learned 
that little or nothing was gained by 
having the suction-line fueloil enter 
the boiler room at temperature higher 
than 110°F. 

Second, these men determined the 
pipe size of the suction line by taking 
into account these four factors: 

1. Their design temperature, cov- 
ered above, for the fueloil flowing 
through the suction line on its way 
from the tank to the boiler room. 

2. The gph flow rate of the suction- 
line fueloil, which of course jibes with 
the capacity of the pump drawing in 
the fueloil through the suction line. 

3. The length of the suction line in 
feet, and the number of elbows, other 
fittings, and specialties in it. 

4. The suction-line lift, or the differ- 
ence in height between the fueloil 
pump and the bottom of the tank. 

Working on the above basis (and 
bear in mind this basis includes suc- 
tion-line temperature between 95°F. 
and 110°F.), up to about five years 
ago many engineers wound up with 
two-inch suction lines for their typical 
automatic installations using No. 6 
fueloil. These typical installations 
served apartment houses, schools, fac- 
tories, etc. having burners firing up to 
35 or 50. gph, and having suction-line 
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How to end No. 6 Oil 
high-vacuum Trouble 


Part 1. One method for solving the oil-pumping Problem on many Installations 


- ft., but it has a two-inch suction line. 
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Diag. |—Burner pump handles 55 gph on basis of zero to 5” suction vacuum at 
“E”, and returns hot oil to ““F” at rate of 20 gph. Firing rate is 35 gph. Vacuum 
increase to 15” cuts pump output to 49 gph, and cuts returned-oil rate to 14 gph; 
then one-third less hot oil returns to tank bell in storage tank. If suction vacuum 
increases to 20”, hot oil returns to tank bell at only 5 gph because pump gph drops 
to 40. Here, 5 gph equals nothing! Big idea is that vacuum increase from 5” to 
20” cuts rate of returned hot-oil (to tank bell) by three-quarters, or from 20 gph # 
to 5 gph. Author had auxiliary pump-set installed on this job to return hot oil 

to tank bell at 55 gph with design suction-line vacuum of 15”. Diag. 2 shows 

details of new pump-set and new eight kilowatt suction-line oil heater. 





















length no greater than about 60 ft. The automatic burner for No. 6 oil, 
Until recent years, certain dealers shown in Diag. 1, has an_ integral 
installed two-inch suction line for such reservoir shown in the drawing. To C 


the right-hand side of the letter “E” 
in the drawing and in the reservoir is 


installations as have just been de- 
scribed—but having even longer suc- 


tion lines. The installation whose oil — the primary fueloil pump that draws I 
piping is shown in Diag. 1 has total in oil from the storage tank and keeps 
suction-line length greater than 150 the reservoir full. Within the reser’ I 


voir also is shown a rectangle with the 
letter “M” (for metering) in it. This 
rectangle represents a metering system u 
that regulates the gph rate at which 
oil flows out of the reservoir to the 
atomizing cup. 

The primary pump in the reservoit L 
is supposed to have a gph output con ’ 
siderably above the gph firing rate of 
the burner, so that hot oil will retum 
to the storage tank at an appreciable 
gph flow rate through the return line 
See the “F” above the burner, at the 
burner end of the return line. 

Working properly when it was firs 
installed, this burner obtained ht 


The automatic burner on this job uses 
No. 6 oil, usually is adjusted to fire 
at 30 to 35 gph, and has an integral 
oil pump rated at about 55 gph pump- 
ing rate on a basis of zero vacuum in 
its suction line. 

Pumping trouble on this job, and 
the method used to end it, will be cov- 
ered in this article and one to fol- 
low next month. Many installations 
installed more than five years ago are 
having the same pumping trouble to- 
day. The remedies to be outlined in 
this article can be applied to many of 
these installations. 
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Two of the many modern apartment buildings in which Wing Draft Inducers are installed. 


WING DRAFT INDUCERS... Cut Capital Costs, 
Reduce Fuel Bills, Save on Upkeep 































hot oil 
shows 
, : 
The advantages of mechanical draft are nowhere shown 

2 - better than in apartment house heating. First, in 
ntegra 
ng, To capital investment, no tall, unsightly, expensive stack 
er “E ; ‘ ’ 
woirs | 48 needed. Furthermore, a big cut is made in fuel costs, 
a because of the complete combustion from the Wing 

eeps 
reer § Draft Inducer. Finally there is a substantial reduction 
ith the : E ‘ : . 
- Ths (#2 maintenance costs. No brick chimneys to be pointed 
po up or tall steel stacks to be painted. For additional 
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tot § facts and engineering data, use the coupon below: 
servolt 3 DRAFT INDUCERS 
ut con L.J. Wing Mf9.Co. 66 Vreeland Mills Road, Linden, N.J. | oo ee 
rate of Factories: Linden, N.J. and Montreal, Can. | L. J. Wing Mfg. Co. ; 

— — ‘ | 66 Vreeland Mills Rd., Linden, N. J. 
return ne | 
eciable ' Mail | Please send copy of Draft Inducer Bulletin I-56. 
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For your commercial and industrial gas-oil burners 


Choose from the Honeywell 













complete line of protecto relays 
and flame sensing devices 


When you choose from the Honeywell line, you have a 
complete choice—for the Honeywell line contains all 
types of controls for every possible combination. 
| This means you can give your customers the best 
control system for the unit involved. 


Controls range from basic © You have a choice of flame detection. 


You have a choice of burner sequencing. 
Manual or automatic starting. 

Wide range of voltages. 

Fast detection and response. 

Ease of installation. 

Low maintenance costs. 





to complete sequencing, 


provide sure safety in the 


combination you need 


These are some of the values to you and your customers 
when you choose from the complete Honeywell line. 

For further information, call your local Honeywell 
office. Or write direct to Honeywell, Dept. FH-11-280, 
Minneapolis 8, Minnesota. 















C 7003—Photocell mount for C 7004— Flame rod holder for C 7007— Miniature flame 1 
mounting on boiler front or oil or gas installations. Straight holder for oil or gas installa 
burner face plate. or angle body models available. 
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Protecto Relays® 









R 485— New Honeywell electronic flame safeguard 





RA 890—Provides automatic self-check after any 












power interruption—long or short, accidental or that gives instant response to absence or presence 

intentional—when power is reapplied. When used of flame. Designed for manual-start applications, 

alone, it returns ignition immediately to re-establish providing complete burner cut off at flame failure. 

the pilot or main flame. Mache safeguard control of oil, gas and dual-fuel 
urners. 








ea 
| 
ners 
80, 
R 482D—In combination with the RA 890, it pro- R 478—Provides pilot and main flame supervision 
vides immediate shutoff of fuel supply and post with selectable pre-purge and ignition, fixed post- 
purge after a flame failure. purge timing. The A-model is flame rectification 
type. The B model uses a lead-sulphide photocell. 
Be os ° *Trademark 
or : C 7005—Flame rectifier pilot— Cc 7010—New, externally Q 283—Lead sulphide cells for 
nstaliation tod pilot and flame rod assembly mounted photocells for use on oil, gas and combination 


for gas fired applications. commercial oil application. gas-oil installations. 
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112 offices across the nation « 
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fueloil for its primary pump at the 
rate of 55 gph. This oil was heated to 
about 145°F. by the under-the-water- 
line oil heater in the burner’s suction 
line. Firing only 30 gph, the burner 
sent hot oil out through its return line 
at the rate of 25 gph. 

In Diag. 1, fueloil flows into the 
suction line (see “A” in the drawing) 
at the rate of 55 gph to supply: the 
burner’s primary pump. The return 
line is pouring hot oil into the tank 
bell at the rate of 25 gph. Thus the 
55 gph of oil flowing into suction line 
“A” consists of (1) 25 gph of hot oil 
from the return line, and (2) 30 gph 
of oil from the storage tank—this 30 
gph equals the firing rate of the 
burner. 

Working properly when first in- 
stalled more than five years ago, this 
burner kept its suction line warm at 
about 100°F. during normal opera- 
tion, because thanks to the use of the 
tank bell all of the heat in the hot 
fueloil, returned to the tank, served 


gm Now 6 Oil high-vacuum Troubles 


to heat the suction-line incoming oil. 
When the burner operated properly, 
thermometer #1 therefore reported 
100°F., and the vacuum gage at “E” 
in Diag. 1 reported 12” to 13Y2” as 
the vacuum the pump had to develop 
to draw in fueloil through the suction 
line from the outside tank. 

Prolonged oilburner operation, 
which occurred only on severely cold 
mornings, did raise the readings of 
thermometers #1 and #2 to 115°F. 
and 158°F. respectively, and did drop 
the suction-line vacuum gage reading 
to 9” or 10”. The boiler on this job 
serves a steam heating system, and is 
kept no cooler than 160°F. at all times 
because it has a tankless water heater. 

The delivery of heavier and heavier 
No. 6 fueloil to this installation caused 
higher and higher readings to appear 
on the suction-line vacuum gage. Dur- 
ing the 1955-56 heating season, this 
gage usually showed no lower than 
18” with the burner running normally 
to heat the building. 

One cold afternoon last January, 
the dealer whose men service the in- 
stallation asked me to take a look at it 
because it was acting especially poorly. 


Arriving on the job at 2 PM, we 
learned that the serviceman attending 
the burner had been running it con. 
tinuously for about three hours trying 
to get it out of trouble. Thermometer 
#1 reported that the oil entering the 
boiler room through the suction line 
was only 85°F. Because of this, the 
suction-line vacuum, reported by the 
gage at “E” in Diag. 1, was up to 22" 
Thermometer #2 reported 160°F, as 
the temperature of the oil coming from 
the under-the-waterline oil heater on 
the side of the low-pressure steam boil. 
er; but the return line in the boiler 
room, starting at ““F,” was entirely cold 
because the burner was not returning 
hot oil to the tank through the return 
line. 

“I had good reason for phoning you 
to come to the job to give me advice,” 
the worried serviceman told his boss. 
“That suction-line vacuum has been 
climbing at the rate of about one inch 
per hour since I got here. In two 
hours, it will be up to 24”. 

“Worst of all, though, is the fact 
that the firing rate is dropping. The 
largest fire I can put into the firebox is 
getting smaller and smaller. We are 
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Diag. 2—Design rate at which hot oil returned to suction 
bell was 14 gph before new pump-set was installed. That's 
on the basis of the 55 gph pump in burner working against 
15” vacuum and providing fueloil for a 35 gph flame. But 
actual on-the-job test proved the 14 gph hot return-oil 
rate insufficient to keep the return line and suction line 
hot enough for low suction-line vacuum. Author added the 
pump-set to increase the flow of hot, returned oil (to suc- 


76 


tion bell) to 55 gph on same basis of 35 gph firing rate and 
15” suction-line vacuum. Now four times as much hot oil 
flows to suction bell as previously, when job was in trouble 
Also during long oilburner “‘off” periods the new pump 
set starts and stops automatically to keep suctionlint 
temperature at “B” above 110°F, Details of this equ’ 
ment set-up will be covered in the concluding portion ° 
this article scheduled for the next issue. 
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Announcing 


THE 29th ANNUAL JANUARY STATISTICAL & REVIEW ISSUE (YEARBOOK) 





For the last 29 of its 35 years, each January 
Issue has given a useful and penetrating 
analysis of all the Oilheating and Fueloil In- 
dustry’s activity for the preceding 12 months. 
It includes much valuable material from 
previous years and some of the tables and 
other facts give you a 15 to 20 year picture 
of the field. The enormous scope and accu- 
racy of its facts on sales, technical develop- 
ments, production and trends in marketing 


have brought the JANUARY STATISTI- — 


CAL & REVIEW ISSUE (Yearbook) a 
respect and intensity of readership rarely 
equalled in business journalism. Certainly, 
nothing published in the heating field, or in 
the oil industry, equals its value to readers 
and advertisers. This readership and its 
“over-and-over again” usage, make it an un- 
usually good advertising medium. If you 


THE FEBRUARY SHOW ISSUE 


This is our official issue for the 13th HEAT- 
ING & AIR CONDITIONING EXPO- 
SITION, Chicago, February 25-March 1st. 
Extra copies will be printed for distribution 
at the Show. It will be a focus of informa- 
tion for those around the Nation who will 
hot attend the Show, as well as the thousands 
who will go to Chicago. There will be com- 
plete Show Data included. For Exhibitors 


want to sell in this $2.3 Billion market, any 
issue of FUELOIL & OIL HEAT is good 
for your advertising. The January Issue is 
Super! ADVERTISING FORMS OPEN 
UNTIL DECEMBER 14th. 

Also, it reaches the field well before the Na- 
tional Builders Show opens in Chicago, Jan- 
uary 20-24, and remember that 43% of all 
oilheating installations went into new homes 
in 1955, and 36.2% for the first 8 months of 
1956. 

PS: The January Issue is NOT a Directory 
Issue. That very timely number comes in 
May, 1957. Confidentially, — the Annual 
January Issue requires much harder work 
and, like all superior products, it costs more 
to produce, also. Yet, there is no increase in 
rates though the circulation will be larger 
than usual. 


it offers a special chance to “pre-sell” their 
Exhibit and their products. For Non-Ex- 
hibitors, it offers an opportunity to share in 
the very great interest our field will take in 
this Exposition. No advance in rates, despite 
the larger circulation. 

Both issues will have the usual highly useful 
monthly features, plus the added features. 


—Adv. Dept., FUELOIL & OILHEAT, 2 W. 45th St., New York 36 
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COMMERCIAL & a= No. 6 Oil high-vacuum Troubles 
INDUSTRIAL “You want to try tricks?” the boss 
oilburning — asked looking at me. 

nd “We are looking at a perfect exam- 
ple of a vicious circle,” I said. “First, 
burning every drop of oil coming in the burner’s primary pump is getting 
through the suction line, and there’s _little fueloil because of low suction- 
less and less oil coming in as the suc- line temperature, and high suction-line 
tion-line vacuum is building up. Right | vacuum... both of which are caused 
now, the firebox has two-thirds the by a cold suction line from here to the 
fire size needed to build up steam pres- _ tank. 
sure in the system, and some rooms “Second, the suction line is cold 
and radiators are stone cold although ~— simply because the burner’s primary 
I've kept the burner running steadily _—_ pump is getting little oil, and there- 
for three hours. Boss, now what?” fore no hot oil is going back to the 
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The only “Fail-Safe” Draft Switch 
with Time-Delay and Signal Light’ 
Sensitive enough to control from overfire draft 

sample. Install either remote or at breeching. 

Cut-off point is field adjustable over complete. 
range, 
Safe start-up with timed pre-purge. ; 


Safe shut-down with time delay on draft failure. | 
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tank and the tank bell to heat the sy. 
tion line oil. 

“If we return some hot oil through 
the return line, into the tank bell, then 
the suction line will become warn, 
That will drop the suction-line yao 
uum. Drop the vacuum enough, and 
the primary pump in the burner wil 
receive plenty of oil. From then on, | 
hope, the return line will stay hot 
and therefore the suction line will stay 
warm. 

“But now the return line going out 
to the storage tank is stone cold,” my 
friend the dealer said as he gloomily 
felt it where it entered the outside 
wall of the boiler room. “How are you 
going to persuade some hot fueloil to 
go out through the return line and 
obligingly heat the suction line for 
us?” 

“What I have in mind,” I an 
swered, “is just like starting a small 
war in order to end up with everlast: 
ing peace. I’m going to cut off the heat 
entirely for perhaps an hour or 0, in 
order that following this period of no 
heat we can put on all the heat we 
want to in this building.” 

I had obtained highly pertinent data 
on heavy-oil pump performance over 
the phone, I told my friend the oil: 
burner dealer, from R. C. Michel of 
The Kraissl Co., Hackensack, N. J. 

Michel and his company are spe’ 
cialists in the field of pump-sets used 
on commercial-industrial oilburner in 
stallations, I explained, and can pro 
vide valuable help for dealers facing 
pumping problems. I told my dealer 
friend that later I'd give him some of 
the figures I had obtained about the 
effect of high input suction on the 
gph output of a typical heavy-oil gear 
pump. 

I referred to a rough sketch similar 
to accompanying Diag. 1. 

“Right now the suction line has be 
come cold, down to 85°Fr., because the 
return line is not feeding hot fuelol 
to the suction bell in the tank. Becaus 
the suction line is cold, the burner’ 
primary pump is developing the 22’ 
vacuum. Cold cup grease in the suc 
tion line! 

“Now this is highly important 
Working against the high suction-line 
vacuum of 22”, the primary pump in 
the burner is getting oil at the rate of 
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only perhaps 20 gph— instead of at | 
the rate of 50 to 55 gph. 

“That's why we can’t put a fire size 
larger than about 20 gph into the boil- 
er, and also is why no hot oil is going 
out through the return line.” 

Capable and anxious to cooperate 
and oblige, the serviceman quickly dis- 
connected electrically a solenoid shut- 
of valve in the cup line of the oil- 
burner to keep the valve closed. Also, 
he adjusted the metering arrangement 
to idle it while it fed no oil to the cup. 
Now we had the burner rigged to op- 
erate, with its motor and primary 
pump running, though no oil would 
go to the atomizing cup. 

“The boiler is steaming hot,” I 
pointed out. Fueloil at 160°F. is com- 
ing from the under-the-waterline oil 
heater and is ready to flow into the 
primary pump of the oilburner at the 
rate of the 20 gph I talked about. 

“Now run that burner motor stead- 
ily for about an hour, with the burner 
st up as we arranged it to produce no 
fame. We will be pushing 160°F. 
fueloil into the return line at the rate 
of 20 gph. That’s while the suction- 
line vacuum remains as high as 22”. 
That 20 gph pumping rate will go up 
towards 50 gph as soon as the return 
line become entirely hot and starts 
ending hot oil into the suction line, 
in the tank bell that is. 

“Because we are not burning any 
oil, every drop of hot oil we send out 
to the suction bell will find its way 
immediately into the suction line. At 
first, hot oil will flow (from the return 
line) into the suction bell at the 20 
gph rate; and the same hot oil, all of 
it, will flow into the open end of the 
suction line (also in the tank bell) at 
precisely the same rate. The pumping 
tate will shoot up to 50 gph as soon as 
the suction-line vacuum drops to 10” 
-.. from the present 22”. That will 
be the start of operating the burner 
normally. Then we'll fire up and ad- 
just for as large a fire as we care to.” 

As Diag. 1 suggests, this trouble job 
has 15 to 20 ft. of return line exposed 
in the boiler room. Only ten minutes 
of burner operation without flame | 
caused all of the boiler-room return 
line to turn from cold to hot. That 
save immediate evidence that the 20 | 
sph or so of oil being pumped by the | 
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e And no time like now, to look into the complete 
line of Manning and Lewis Fuel Oil Heaters for any 
heavy fuel oil burning installation. 


Whether you’re heating fuel oil with hot water or steam, 
for power plants or commercial buildings, storage tanks 
or bulk distribution stations, M & L has the heater to 
which “‘time”’ is only a word . . . not another meaning 
for disintegration. 


These claims are not a fantasy. They are based on 
years of acceptance and preference in thousands of 
installations in every state of the union. 

M & L Fuel Oil Heaters comply with the highest 
standards of the Fuel Oil and Water Heater Manufac- 
turers Association and are guaranteed to be free from 
defects in workmanship and materials. 


M.L FUEL OIL 


HEATERS 


Send for your copy of Bulletin 743 . . . a detailed story 
with technical data included, on the complete line of M & L 
Fuel Oil Heaters. 





Newark 4, New Jersey 


28 Ogd = Street 


SALES REPRESENTATIVES IN PRINCIPAL CITIES 











80 November 
1956 


3 


COMMERCIAL € 
INDUSTRIAL : 
oilburning | 


Min 


— 
—_ 
— 
ne 
oe 
a 
fee 





ll 





burner now was being forced into , 
return line that had been dead (no 
oil flow in it) earlier; with the burner 
firing. 

Standing there waiting for further 
developments while the burner motor 
ran and ran, the dealer and his sery. 
iceman had time to discuss technicali. 
ties they had on their minds regarding 
this trouble job. 

“T started servicing this burner after 
it was in use a year or two,” the dealer 
said. “It gave no trouble then. The 
suction-line vacuum didn’t go higher 
than 15” except when the suction-line 
strainer was plugged. 

“This does not point to an easy way 
out of the trouble,” he went on, “but 
the outside oil lines, the 2” suction and 
return lines which are about 150 ft. 
long, are not insulated at all, and are 
located right under the concrete pave 
ment. I’ve seen a foot of snow outside, 
but there was a path over the suction 
and return lines. Heat from the lines 
always flows right up through the 
pavement and melts the snow, even 
during coldest weather.” 

“Yes,” I agreed, “We can dream of 
a job like this having oil lines about 
three feet below the pavement outside, 
and having highly effective insulation 
around them—like a three or four inch 
thickness of rock-wool or glass-wool.” 

“You ought to see me trying to get 
this burner going after it’s been idle 
for half a day or longer in cold 
weather!” the serviceman exclaimed t0 
me. “For the past three months or ®, 
it’s gotten the habit of stopping o™ 
safety nights and weekends. I arrive 
on the job in answer to a novheat call, 
and to get the thing going takes me Up 
to four hours. I keep big wood fies 
burning in the combustion chamber 
At first, only spurts of oil come from 
the atomizing cup. 

“Only after I warm up the cold 
boiler, can I keep even a small, skimpy 
oil flame burning steadily. Then the 
suctionyline oil heater, the underthe 
waterline heater, helps a bit and the 
burner pump gets warm oil agaif. 
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High-vacuum Troubles 


“The automatic electric heater in 
the cup line is set so high that if I set 
it higher the fueloil boils in it,” he 
aid. 

“Answer this one question for me,” 
the serviceman went on. “Why in 
blazes didn’t the burner manufacturer 
quip this burner with a primary pump 
of twice the gph capacity that we've 
got on this job? That would help!” 

I replied, “It sure would! Service- 
men say precisely the same thing about 
many makes and models of rotary cup 
burners. But let’s face facts. For suc- 
tionline vacuums up to 10” or even 
15", the pump in this burner is large 
enough. So the fact we've got to face 
is that this burner is designed to oper- 
ate with its suction-line vacuum no 
higher than 15”. Pegging the suction 
vacuum at 15” maximum, to make the 
primary pump in the burner larger 
would be an error. Twice the pump 
size, for example, would take much 
more horsepower from the burner 
motor to drive the pump, and might 
make necessary a larger burner motor. 

“Keep this suction line warm so that 
the primary pump in the burner does 
not develop vacuum higher than 15”, 
and the pump in the burner now is 
large enough to do the job,” I con- 
cluded. 

By this time the burner had been 
running 30 minutes, set up to produce 
no flame. We played safe. Every few 
minutes, we used a flashlight to light 
up the combustion chamber, and 
peeked into it to make doubly certain 
no fueloil was finding its way into it 
despite our closed solenoid shut-off 
valve in the cup line of the burner. 
We kept the boiler’s firing doors wide 
open. Doing the kind of trick we were 
doing with the safety control system 
inoperative, we knew we could not 
play too safe in avoiding an oil-soaked 
firebox. 

In 30 minutes, the suction-line vac 
uum had dropped from 22” to 18”. 
At the end of an hour, we were re- 
warded by a reading of 10” on the 
vacuum gage (at “E” in Diag. 1). 

suction-line temperature, reported 
by thermometer #1 in Diag. 1, had 
dimbed to about 105°F., though the 
fueloil coming out of the heater was 
only 135°F, because the boiler had 
been cooling off for lack of a flame in 
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Greater Satisfaction for 
Your Customers at 


Lower Cost to You 





Equip any size or type commercial or industrial boiler with a Preferred Hori- 
zontal Rotary Heavy-Oil Burner and you'll make it a more economical, more 
dependable automatic heating system. 

Preferred Burners are a “hit” in thousands of installations throughout the 
world. They are completely “packaged” to make installation, wiring and piping 
simple, easy, quick, economical. And—their efficient operation .spells real fuel 
and maintenance economy. 


PREFERRED FEATURES 


1—More accurate oil feed to atomizer and air-oil contro). 

2—Improved automatic starting even after long shut-downs. 

3—Sure-fire, clean ignition and combustion. : 

4—Exclusive “Voluvalve” and equalizing valve to provide controlled, metered 
delivery of oil to the burner. 

5—Availability to Preferred distributors of Preferred automatic heating accesso- 
ries, such as Draft-A-Justor, pump and heater sets, fuel oil preheaters, feed water 
return systems, and other combustion supply and contro] accessories. 

These and many other built-in advantages make Preferred Burners outstand- 
ing for conversions or for new installations. Sizes from 714 to 175 GHP for #5 
and #6 oil; also made in combination gas and oil types. 

A number of worthwhile sales areas are available to distribu- 
tors interested in a line of heating equipment that’s truly rigged 
to get better results. Write at once. 


PREFERRED UTILITIES MFG. CORP. 


NEW YORK 23, N.Y 


1860 BROADWAY 











PUMPS an 
SEPARATORS 


for oil burner service 


Direct Drive for 
#1 to #5 oils inclusive 
Ask for bulletin A-1330 


cy it: 
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Reduction Drive 


for heavy oil 
Ask for Bulletin No. A-1193 


Single and Duplex 
Standard and High Pres- 
sure Baskets instantly and 
easily changed — elimi- 
nates filter replacement 
costs entirely. 

Ask for Bulletin 
No. A-1214 


Metis llgjypenaictn 


Direct Drive 
For exclusive use with 
Light oils and Solvents 
Ask for Bulletin No, A-1267 


9 @e °@ 
Interchangeable Service 
Both light and heavy oils— 
tank truck and bulk station 
Ask for Bulletin No. A-1366 


(I KRAISSL« 


295 WILLIAMS AVE., HACKENSACK, N. J. 
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. - « « High-vacuum Troubles 


COMMERCIAL & 
INDUSTRIAL 2 


oilburning — 


it. The return line in the boiler room, 
from “F” to the boiler-room outside 
wall, was pleasingly hot. 

Then I asked the serviceman to set 
up the burner for normal operation, 
and fire it up. It performed beautiful- 
ly, just as a burner should. But six 
hours later came my stinging, bitter 
disappointment. 

When we had fired up the burner 
after running its motor and pump for 
one hour without firing, the suction- 
line vacuum had been 10”, thermom- 
eter #1 had shown 105°F., and ther- 
mometer #2 had shown 135°F, The 
boiler temperature, of course, was far 
below steaming. I knew from the low 
suction-line vacuum that fueloil was 
flowing into the burner’s primary 
pump at the satisfactorily high rate 
of 50 to 55 gph. 

Starting to fire at that time, we 
could easily adjust for as large a fire 
as we desired. The 35 gph flame, as we 
judged it, that we put into the boiler 
raised half a pound steam pressure 
within 20 minutes; we reasoned that 
within a half hour all the radiation 
would be filled with steam and the 
boiler pressure would be two pounds, 
the maximum needed in this system. 

By the time we had raised the half 


pound pressure in the boiler, to our. 


gratification we saw still better suc- 
tion-line vacuum and _ temperature 
readings. Steaming the boiler had 
raised the reading of thermometer #2 
to 170°F. The under-the-waterline 
heater was doing an exceptionally good 
job—assisted greatly by 125°F. fuel- 
oil entering it from the suction line. 
The job had lifted itself by its own 
boot-straps, it seemed, for higher read- 
ings of thermometer #1 caused higher 
readings of thermometer #2, and vice 
versa. Also, lower vacuum readings 
had led to higher temperature read- 
ings, and vice versa. We were now 
seeing the opposite of the vicious circle 
we had seen to start out. We were 
watching three readings, from the vac- 
uum gage and the two thermometers. 
(Please turn to page 129) 


DISTRIBUTORS 


WANTED 


FOR THIS UNIQUE 
GAS/OIL BURNER 


1 to 40 GPH 
100,000 to 
5,400,000 


TU/h 
ae 4 


DUAL FUEL BURNER 
MAKES GREAT SAVINGS 
IN MANY SITUATIONS 


@ If your territory includes places 
where cheaper off-peak gas is available, 
you should have this burner in your 
line to take advantage of special f peak 
possibilities. Low prices on off-peak 
gas offer much lower heating comm 
the right kind of a burner can be obta 

SYNCRO/FLAME js that burner! 


GOOD PRICE . . . GOOD PROFil 


@ Since this is not a universal-type 
burner, and since it must have certaia 
special features, it naturally carries 4 
higher price —and consequently 4 
better profit for you. A number of unique 
and outstanding features make it 4 
readily saleable item with high pet: 
formance capacity. Many valuable tert 
tories are still open for aggressive 
experienced distributors. 


LITERATURE ON REQUEST 


In order to learn more about * 
features and specifications \ 
SYNCRO/FLAME Dual Fue 
Burners, we sugges! you 
immediately for our sel 
Catalog Data Sheets. 





MANUFACTURERS OF OIL AND GAS AND OIL/GAS BURNEF? 


SYNCHRONOUS FLAME, ING 
WALWORTH ° WISCONSIN 





November 


1956 





a oo. 3 n= re 











by Ur 
TYPE 
G.P.H 


TYPE 
G.P.H 


G,P.H 



























NER 
NGS 
ONS 


places 
ilable, 
1 your 
sellin 
ff. 


= 
tati 




















Prepare heavy industrial fuel oil for combustion 


With an 
EAGAN 


= “Pre-Packaged” 
ts : Fuel Oil Pump 
cme Cand Heater Set 


Because an Eagan unit is **PRE-PACKAGED” .. . 


© it is delivered ready to operate 

@ it is easy to install 

@ it eliminates combustion difficulties caused by im- | 
proper field asembly 

¢ it works perfectly when you turn it on for the first 
time 


Eagan units heat to 300°F., pump to 400 spi and 
have capacities to 3,000 gph. Shown above is an 
Eagan Duplex Electric Set—note accessibility of 
parts and steam and control piping. Other models 
are the Duplex Steam Set, Duplex Electro-Steam Set, 
and custom-built sets. 


Ask about EAGAN ... today 


WALTER H. EAGAN CO., INC. 


Mfrs. of condensate, vacuum, turbine, boiler feed, centrifugal 
and proportioning pumps and fuel oil pump and heater sets. 
Pump Specialists Since 1920 


2339 Wallace Street, Philadelphia 30, Pa. 

















Preferred Anti-Syphon Valves 
Meet Every Code 


Non-Adjustable—Angle Type for convenient in- 
stallation. Heavy Bronze Construction. Approved 
by Underwriters’ Labs., Inc. 


TYPE A—14%4” to 3”. Maximum capacity to 1000 
GP.H., with #5 and #6 oil. 


TYPE B~3,” and 1”. Maximum capacity to 100 
GPH., for #1 to #5 oil. 


TYPE C-%” and 2”. Maximum capacity to 30 gi, 


GPH. of #1 to #3 oil. f Aj 
Write for Bulletin 1619 \ pa }) 


PREFERRED UTILITIES MFG. CORP. 


360 BROADWAY Dept. OH NEW YORK 23, N.Y 
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SAFETY SWITCH 


THAT SHUTS OFF FUEL 
IF BLOWER FAILS 


Protection 
for 
Oil Burners 
* 
Industrial 
Ovens 
8 


Power 
Gas Burners 


WHAT IT DOES 


The Dewey Safety Air-Flow Switch protects against 
opening of fuel valve until fan is up to speed. 

Insures purging of furnace before fuel valve opens. Closes 
fuel valve if fan slows up or stops. Flashes danger signal 
if fan or fuel stops. Safeguards against danger from gas 
fuel failure when used with safety shut-off valve. 
Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on leading 
products. Write for prices and literature. 


DEWEY GAS FURNACE CO. 


100 E. Baltimore Detroit 2, Mich. ray 4 2 
Canadian Distributor: Ontor Laboratory, Ltd. CIRCULAR 
12 Leswyn Road, Toronto 10, Ont. wn 











NEW IMPROVED 


RAYFIELD-STAFFCO 


AUTOMATIC 
No. 5 OIL BURNERS 


REDUCE HEATING COSTS... 


INCREASE YOUR PROFITS 


Burn No. 5 heavy fuel oil. Self-contained, 
all electric. Self-lubricating, Many new ex- 
clusive features. From a bungalow to a 
skyscraper . . . there’s a dependable Ray- 
field-Staffco Oil Burner to handle your heat- 
ing job. Write for full details. 


RAYFIELD-STAFFCO BURNER CO. 











2066 CANALPORT AVENUE CHICAGO 8, ILLINOIS 








RAJAH TERMINALS 


FOR OIL BURNER SPARK PLUG 
IGNITION CONNECTIONS 
Made in Two Styles 
CRIMP TYPE and SOLDERLESS 





Code Ne. C/T #11 Code No. $-SO$ 711 


THE RAJAH CO., 35 Verona Ave., Newark, N.J. 














PETROMETER 


Remote Reading 
LIQUID DEPTH GAUGES 


© Accurate, dependable readings — operates on 
principle of hydrostatic pressure. 


© Easy to install—on tanks above or below the 
ground and up to % of a mile away. 
© For tanks 20” to 50 ft. deep. 
SEND TODAY FOR BULLETIN PF. 


PETROMETER CORPORATION 
43-22 Tenth St. Long Island City 1, N. Y. 
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OILHEATING MARKET REPORTS* 


Grand Rapids, Mich. 


6 kes: oilheating market considered in 
this initial analysis includes all of 
Kent County, Mich. The Federal Census of 
1950, which is broken down by counties, 
therefore serves as a statistical reference 
for portions of this study. 

The earliest count available for distillate 
oilburners in central heating systems—the 
1945 ration figures for fueloil permits is- 
sued—shows a total of 1,539 oil-fired cen- 
tral heating installations. 

Estimates for the years 1950 and 1955 
show a large increase in the number of oil- 
burners installed in centrally-heated single 
or two-family residences, a decrease in the 
preference for coal heat, and a dominance 
in the heating picture for gas heat. The 
breakdowns of fuel preferences for these 
years are as follows: 

1950 
34,182 
19,544 

6,634 

2,539 


1955 
16.709 
26,595 
24.562 

2,811 


Coal 
Gas 
Oil 
Other 


Totals 





62,899 70,677 

Coal has slipped from first to third posi- 
tion in preference, losing, by 1955, an esti- 
mated 51% of the homes it heated in 1950. 

Besides the 24,562 residences with oil- 
fired central heating systems, there are an- 
other 2,729 installations in small apart- 
ments and small commercial establishments. 
This gives an over-all count for all domes- 
tic-type oilburners in use in the county of 
27,291—about 7% of the total number in 
the state at the beginning of 1955. 


Competitive Fuels 


A good quality, smokeless bituminous 
coal is marketed in this area. running as 
high as 14,500 Btu per pound. In the sizes 
for hand-firing, at prices around $19.25 
per ton, the cost per therm (100,000 Btu) 
is about 6 2/3¢. 

The Michigan Consolidated Gas Com- 
pany furnishes natural gas, of 965 Btu heat 
content per cubic foot; this fuel has been 
supplied in the market since 1947. So it has 
had an ample time during which to become 
solidly established as a househeating fuel. 

Gas for househeating is supplied at a rate 
of 7.94¢ per 100 c.f., subject to discount 
of 3%, or 7.7¢ per 100 c.f. net, for all 
usage over 2,000 c.f. per month. 

Assuming (generously) that the average 
home uses about 25 therms of gas each 
month for cooking and water heating, ad- 
ditional usage for househeating would be at 
this lowest net rate of 7.7¢ per 100 c.f. 
Thus the cost of this fuel, per therm of 
100,000 Btu, is just under 8¢. 

No. 2 fueloil, at a winter price of 15.2¢ 
per gallon, is subject to an additional tax 
of 3%, or nearly 4¢. At its total price, 
including tax, it costs the equivalent of 

*Copyright 1956. Oilheating Market 
Reports, 270 Park Ave., New York, N. Y. 


Number of 


Companies 


Trucks per 
Company 


6 or more 1 
3to 5 10 
1 or 2 19 


Totals 30 
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10.9¢ per therm, and is thus the premium- 
priced of all three competitive fuels for 
househeating. 


Fueloil Distribution 


We estimate the total market gallonage 
of No. 2 fueloil in this area at 34,520,287 
gallons—821,911 barrels. About 57% of 
this gallonage is brought into the market 
by major oil companies; the balance of 
43% is handled by independent brokers 
and small refiners. 

The major oil companies, as in many 
other Mid-Western markets, also do most 
of the tank wagon business. Here they 
handle 59% of the retail sales gallonage, 
while the independent fueloil marketers do 
the remaining 41%. 

Only a small part of the market gallon- 
age handled by independent marketers is 
loaded “under the fill” at the racks of 
other companies, and about one-third 
(34%) of all the independent companies 
secure their product in this manner, main- 
taining no bulk storage facilities of their 
own, 

Refinements in the delivery of fueloil 
are fairly well-developed in this market— 
73% of all customers’ tanks are kept filled 
through automatic deliveries. The use of 
audible-type fill signals is not too wide- 
spread, however, with only 17% of fueloil 
users’ tanks so-equipped. One out of seven 
oilheat accounts (14%) are handled un- 
der a monthly budget plan. 

From a standpoint of other business in- 
terests, the picture among Grand Rapids 
fueloil marketers is similar to that found 
in other Midwest areas. A large percentage 
—73%—of the fueloil companies also 
handle gasoline, but a very low percentage, 
only about 7%, sell oilburning equipment. 
Approximately 10% of the fueloil mar- 
keters are, additionally, in the coal business. 


Market Concentration 


A count furnished by the Grand Rapids 
fuelol group of all known independent 
marketers in the county lists a total of 30 
companies. Twenty-four of these are lo- 
cated in and around the Grand Rapids 
area. 

In addition to these marketers an esti- 
mated 50 trucks are operated under a 
commission agency arrangement with the 
major oil companies. 

There are no large marketers in this 
area, most of the companies being in the 
1-5 truck size classification, Only one com- 
pany operates more, and that one, only 
six fueloil delivery trucks. Thus, fueloil 
distribution by independent marketers is 
very evenly patterned among the small-to- 
moderate-sized operators. 


Oilheating equipment Sales 


In keeping with several other oilheating 
markets in the Midwest, the fueloil com- 


Total % of All 
Trucks Companies Trucks 
6 3% 9% 
36 33 53 
26 64 38 


—_— —_—_—-— 


68 100% 


% of All 


100% 


panies in this area are not strong in ty 
sale of oilburning equipment. Actually, op} 
two fueloil distributors are known to be 
handling oilburners, and one of these has 
added the sale and installation of oilbyr,, 
ing equipment to his facilities just last yea 
For that reason, it may be said that interes 
in oilburner selling activity is “incre, 
ing” in this market, but the plumbing ay; 
heating firms and burner service companie 
who made 61% and 31%, respectively, « 
the 1954 oilburher sales and installation; 
are by far the dominant factors. ; 


Oilburner Service 


The fueloil companies make a bit bette, 
showing in oilburner service and mais 
tenance as a part of the all-around oilhex, 
ing job. Yet they handle only about 144, 
of the market’s service requirements, Again, 
in this field, the heating and plumbing, an; 
specialized burner service companies are the 
most active. Together, they account {y 
86% of the market's total service work. 

The opinion of the oilmen interviews 
was, however, quite conclusively that oj 
heating and oilburner service activity o 
the part of the fueloil companies is on the 
increase. 

Because so few of the fueloil companies 
also render service, they found it hard 
estimate the percentage of oilburners in uy 
that receive at least annual attention an( 
tune-up. Probably no more than 17% of 
the market's oilburners are serviced on this 
minimum maintenance basis each year by 
the fueloil companies. An additional num 
ber are looked after each year by othe 
companies—certainly not more than a 
other third of all the burners installed, 

Service contracts are, for this reason, no 
common. One company that does offer this 
type of equipment maintenance “insur 
ance,” however, quotes $25 as their price 
for a contract including parts replacement, 
$18 where parts are not included. 

The average charge for an annual clear 
ing and tune-up runs $9.40. For servic 
calls, the minimum rate charged by fuelal 
companies is $4.70—for the same type of 
service call handled by a company not 
handling fueloil, it runs higher, at $5.14 


Advertising Promotion 


The major oil companies have done but 
little advertising for oilheating over thet 
own company signatures. In the very mod 
erate extent that they have carried su 
promotion, the emphasis has been pmir 
c:pally upon a particular brand of heating 
oil rather than upon the advantages of oi 
heat itself. 

The independent companies have, { 
their part, engaged more extensively in 
heating promotion, about 19% of the com 
panies going in for some promotional # 
tivity in newspapers, billboards or over tit 
radio. Even their efforts in this directios 
though, have been quite limited, averagitf 
somewhere around 70¢ per fueloil accout 
or less than 1% of gross sales income. 

Similarly, until 1953, there was no mov 
ment on the part of the industry tow 
any kind of cooperative, promotional effort 
No formally-organized, active indus’ 
group existed, though often a rather loorelr 
knit group met to discuss common nd 
try problems. Bs 2 

A plan for formal organization ot a0” 
dustry group was instituted at the meet 
and a tentative name, the “Grand Rap# 
Oilheat Council,” adopted. A promotit! 
committee was formed at the same time; # 
individuals were chosen to serve, fp 
senting both the independent markett# 
and the supplying companies. 
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THREE BIG STEPS TO BIGGER HEATING OIL SALES 






TERMINALS AT: 


Providence, R. |. 


Albany, N. Y. 
Binghamton, N. Y. 
Buffalo, N. Y. 
Eimira, N. Y. 
Rochester, N. Y. 
Syracuse, N. Y. 
Wayland, N. Y. 
Newark, N. J. 
Trenton, N. J. 





New Haven, Conn. 





GOOD PRODUCT: 


Atlantic distributors sell famous triple- 
refined Atlantic Heating Oils with the 


new additive that insures clean burning. 


SALES TRAINING: 


Every Atlantic distributor can take ad- 
vantage of an intensified sales training 
program that makes his job easier, his 
sales efforts more productive. 


ADVERTISING SUPPORT: 


Atlantic provides a strong co-operative advertising 
program for its distributors, using TV, radio, direct 
mail, and newspapers to help build sales. 


In addition to a fine product, Atlantic distributors 
can count on a continuous, dependable supply. 
Heating oils are available to you at conveniently 
located pipe line and water terminals. 


ISN’T ALL THIS WORTH INVESTIGATING? 


Gloucester, N. J. 
Bridgeton, N. J. 
Boston, Mass. 
Akron, Ohio 
Allentown, Pa. 
Altoona, Pa. 
Exton, Pa. 
Greensburg, Pa. 
Johnstown, Pa. 
Lebanon, Pa. 
Mechanicsburg, Pa. 








Northumberland, Pa. 
Philadelphia, Pa. 
Pittsburgh, Pa. 
Reading, Pa. 
Williamsport, Pa. 
Wilmington, Del. 
Baltimore, Md. 
Salisbury, Md. 
Richmond, Va. 
Charlotte, N. C. 
Greensboro, N. C. 





Wilmington, N. C. 
Spartanburg, S. C. 
Albany, Ga. 
Atianta, Ga. 
Griffin, Ga. 
Macon, Ga. 
Savannah, Ga. 
Jacksonville, Fia. 


HEATING OILS 
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OILHEATING MARKET REPORTS* 


Buffalo, N. Y. 


§ Bee oilheating market considered in 
this analysis consists of Erie and Niag- 
ara Counties and includes the cities of 
Buffalo, Niagara Falls, Tonawanda and 
North Tonawanda and Lockport. This area 
corresponds to the “Buffalo Standard 
Metropolitan Area” of the 1950 Census. 

The population in 1950 was 1,089,230. 
By 1955, a growth of 9.5% had brought 
the total population of the two-county area 
up to 1,197,027—7.73% of that of the en- 
tire state. A forecasted population of 1,- 
268,107 in 1960 will represent a future 
five-year growth of nearly 6%. 

Taking into account not only the dwell- 
ing units listed by the 1950 census under 
its “urbanized area’? count, but also dwell- 
ing units in the two counties in the “rural, 
farm” and “rural, non-farm” categories, we 
find a total, as of that time, of 364,844 
dwelling units of all types. Of these, 303,- 
700 were of the one-or-two family variety; 
196,493 were centrally heated. 

By 1955, it is our estimate that the num- 
ber of dwelling units mounted to 405,816, 
and the single and double residences to 
337,818. Of these, 218,565 were centrally- 
heated. 

In the table that follows are listed num- 
bers of installations for the three princi- 
pal fuels in centrally-heated one-and-two- 
family dwellings: 





1950 1955 

Coal 110,646 53,127 
Gas 45,890 84,212 
Oil 31,866 72,221 
Other 8,096 9,005 
Total 196,498 218,565 


In addition to the 72,221 domestic instal- 
lations of oilheating equipment noted, there 
are another 6,280, or 8%, of total installa- 
tions in the small apartment-commercial 
category. This gives a total of 78,501 dis- 
tillate oilburners in operation in central 
heating systems, and this represents nearly 
6% of all such oilburners in use through- 
out the state. 


Competitive Fuels and Costs 


Anthracite coal, in the sizes for hand- 
firing, sold at the time of. this study for 
$24.35 per ton. The heat content of this 
fuel runs around 13,500 Btu per pound, 
which works out to the equivalent cost of 
9¢ per therm (100,000 Btu). In the stoker 
sizes, running to slightly lower heat con- 
tent per pound, and selling at prices rang- 
ing up to $20.85 per ton, the therm cost 
would be about a cent lower. 

In the Buffalo-Erie County territory 
served by Iroquois (with 900 Btu, mixed 
gas) the lowest rate under which resi- 
dential househeating is billed is 7¢ per ccf. 

Calculating heating costs for a typical 
home in this area requiring 1400 gallons 
of No. 2 fueloil, at equal efficiencies for 
both fuels, the cost of gas for heating would 
be about $159. The cost of oilheating would 


*Copyright 1955. Oilheating Market 
Reports, 270 Park Ave., New York, N. Y. 
Trucks in Number of 
Use, # 2 Oil Companies 
10 or more 4 
6 to 9 8 
3 to 5 18 
2 23 
l 49 
Total 102 
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be $214, or 34% higher than gas. If gas 
were not used for cooking and water heat- 
ing, the spread would be narrowed a bit 
more, or to the neighborhood of a 30% 
differential. 

In the Tonawanda-Niagara area, now 
also served by Iroquois, the gas rates (also 
for 900 Btu fuel) are higher. On the same 
basis as above, gas heat would cost $201; 
oil heat about $214, or a little over 6% 
higher. In a home that does not utilize gas 
for cooking or water heating, the differen- 
tial would again be reduced, to somewhere 
around 2%. 

In the Lockport-Newfane section, served 
by the N. Y. State Electric & Gas Corp., a 
much smaller area, population-wise, the cost 
of gas for househeating is higher than for 
oilheat, by as much as 20-28%. 

The Eden Gas and Fuel Co. is not par- 
ticularly important, since it serves but a 
very few accounts. 

Two price levels for No. 2 fueloil pre- 
vailed at the time of this study. 

In the Buffalo-Niagara Frontier territory 
the present No. 2 tank wagon price is 
15.3¢ per gallon. This is the equivalent of 
10.9¢ per therm. 

In the Lockport-Newfane section, though 
fueloil at 15.6¢ is at a higher price, or 11.1¢ 
per therm, it is still below the cost of gas 
for househeating on a comparative basis. 


Fueloil Distribution 


The indicated total gallonage of No. 2 
fueloil for this market is 123,334,278 gal- 
lons, or 2.9 million barrels. Of this, 98,076,- 
118 gallons represents gallonage for resi- 
dential use; the balance, of 25.258,160 
gallons, that utilized in the small apart- 
ment-commercial classification. 

Most of this (92%) is brought into the 
market by the major oil companies; the 
independent wholesale suppliers handle 
the rest. 

In retail distribution, the major oil com- 
panies also do a pretty substantial share of 
the business, selling 49% of the tank wagon 
volume. A very negligible percentage, if 
any, of direct-to-the-consumer sales are 
made by independent wholesale suppliers. 
The independent fueloil marketers sell the 
rest, or 50% of the retail gallonage. 

Over a third (36%) of the independent 
marketers maintain no bulk storage of their 
own, These companies account for about 
17% of the retail volume handled by the 
independent companies and purchase their 
supply “under the fill,” loading at the racks 
of other companies. 

Distribution methods are well-advanced 
. . . 82% of all deliveries are made on an 
automatic, “keep-filled” basis. Approxi- 
mately two out of every five (40%) of all 
customers’ storage tanks are equipped with 
VENTALARM or other fill signals. 

The adoption by customers of monthly, 
budgeted fueloil payments stands high com- 
pared to industry averages, with 20% of 
the oilheating users on this basis. 

Just about one-third of the fueloil re- 
sellers are also in the gasoline business. 
Another 19% are also in the coal business. 
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Market Concentration 


From a count of the trucks operated py 
more than 100 companies in Erie and 
Niagara Counties a clear picture of the diy 
tribution pattern may be drawn, 
seems to be no very pronounced conggp, 
tration, however, of distribution among any 
particular size group of operators, 


As may be expected, the One-or-typ, 
truck operators in the aggregate account 
for an important share (36%) of the tot 
retail volume handled by the independen 
companies. Nearly a third of all com 
panies, on the other hand, are moderatp 
to large in size, operating three or mop 
and they do the balance of 64% of the 
business. A breakdown by companies is 
shown in the table. 


Oilheating equipment Sales 


The fueloil marketers sold more thas 
half (53%) of all the oilburners installed 
in 1954. The plumbing and heating com 
panies were next highest, selling 33% of 
the total number of installations, and the 
specialized burner service companies ac 
counted for the balance of 14%. 


Oilburner Service 


The companies who sell fueloil ae 
strong in the oilburner service field—ap 
poeieately 87% of the market's total oi 

urner service work-load is handled by the 
fueloil people. The plumbing and heating 
companies and the specialized burner serv 
ice companies are minor factors, doing the 
balance of but 6% and 7%, respectively, 


of all service work. 


It is also good to note that the fuelol 
companies are increasing their responsibility 
in the service field over even their present 
strong position. The feeling of the oil men 
in this regard was practically unanimous 

Because the service on oilheating equip 
ment is not charged for separately, over 
and above the price of fueloil service, con 
tracts of the usual variety are not custom: 
ary in most of this market. Most of the 
oilburners do receive upkeep or mainte 
nance attention at least once a year. Buffal 
is one of the relatively few markets in the 
country where oilburner service is included 
in the oil price. 

For service calls not included under the 
usual arrangement with regular fueloil cu 
tomers, the fueloil companies charge on the 
average, about $4.50 minimum. Service 
calls by companies not handling fuelol 
average slightly higher. 


Advertising Promotion 


It is the feeling among the representa 
tive local oilmen that the major companie 
have done very little in the way of adver 
tising promotion over their own signatures 
In such advertising for oilheat as has bees 
run the greater emphasis (84%) is upo 
the brand of fueloil itself—only 16% 
so of the total advertising message up 
the advantage of oilheating as a facility. 

The independent marketers are more #« 
tive in individually-sponsored promotio® 

. about 34% ef these companies catty 
on some sort of effort through the 







Total Percent of Percent of tomary media channels. They spend, 02 # 

Trucks All Companies All Trucks average, just under $2.50 per existing # 
45 4 17 count in such promotion. Figured agai 
56 8 21 total sales income, this has been judged # 
70 18 26 a bit over 1% of gross revenue. : 
46 22 17 A local group, the Oil-Heat Institute 
49 48 19 Westerfi New York, is the organizate 
— — — representative of the fueloil industry ® 

266 100 100 this market. 
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LEADERS RELY ON LAU 


25 Years Building Better Blowers 


The special requirements of original equip- 
ment manufacturers have always guided 
Lau’s creative engineering. Wherever the 
challenge is to be found, there you'll find 
Lau working first. That's why air-moving 
manufacturing Leaders Rely on Lau... and 
have done so for 25 pioneering years. 


BEST OF BLOWER ASSEMBLIES 


THE LAU BLOWER COMPANY 


2000 Home Avenue * DAYTON 7, OHIO 


Other plants ot Kitchener, Ont., Canada, and Azusa, California 


Lau has joined creative engineering with precision manufacture 
to produce flexible, economical blower units. Our vastly improved 
Series ‘‘A’’ Blower Assemblies, for example, are the outstanding 
achievement in the blower field. Over-all size is smaller; many 
of the revolutionary features are exclusive with Lau. Econo-Pak®, 
providing all standard Series ‘‘A’’ features in a basic unit quickly 
and easily adaptable to many needs, permits your inventory to 
be cut as much as 50%. Now, Econo-Pak® is also packaged in a 
pallet of 24, with bulk packaging of hardware, to effect new 
economies and simplicity of assembly. Over-all width of 9” and 
10” Econo-Pak® reduced, too, by improved bearing bracket de- 
sign, permitting a shorter shaft. As the year progresses, Econo- 
Pak® will be equipped with new Lau Preslok® Wheel, an important 
improvement here as well as in complete assembly. 











Don Love sets up own 
oilheating Company 


DONALD P. LOVE, recently resigned as 
vice-president and secretary of Mid- 
Hudson Oil Co. after a 21-year asso- 
ciation, is president of the newly-es- 
tablished Love Oil Corp., Poughkeep- 
sie, N. Y. Love’s wife is vice-presi- 
dent; H. Paul Richards, formerly a 


sales engineer for Mid-Hudson, is sec 
retary and sales manager; Robert C 


Hill, Jr., for 11 years a senior service- 
man with Mid-Hudson, is head of the 


oilburner service department. 


¢ 


The Love firm offers a complete oil- 
heating service, including degree-day 
fueloil deliveries, 24-hour oilburner 
service, sale and installation of oil- 
burning equipment. Love distributes 
Texaco fueloil and gasoline in the 
Poughkeepsie and Dutchess County 
area of New York state and has ob- 
tained a long-term lease on a bulk 
storage plant at 95 Dutchess Turn- 
pike, Brickyard Hill, Poughkeepsie. 
Headquarters, including offices, bulk 
storage, garage and warehouse are lo- 
cated here. 








NEW 


ELECTRONIC CONTROLS 
5 to 10; 8 to 20 G.P.H. 


THE BURNER YOU HAVE 
BEEN LOOKING FOR! 


HERCO Commercial Burners with Electronic Controls 
comply with new UL requirements effective Jan 1957. 


For No 2 Fuel Oil. Firing Ranges: Model GS-3 (illus) 


5-10 GPH; Model P-50, 8-20 GPH. 


M-H controls. 


For the price there's no comparison! 


NOTE: Cut inventories in half! Two burners rang- 
ing 5-20 GPH means easier stocking, easier 


selling. Free catalog, 


WRITE: HERCO OIL BURNER CORP., LANCASTER, PA. 
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Love is well known in oilheating 
for his activity in industry programs 
in the New York-New England area 
as well as locally. He was one of the 
organizers of the recently-forme; 
Dutchess County Fuel Oil Dealers Ay 
sociation, participates in local civic a. 
tivities and OC undertakings, Loy 
has been president of the Poughkeep 
sie Chamber of Commerce and of the 
Mid-Hudson Chapter, National Asp 
ciation of Cost Accountants. 


>, 
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National Power Show 
to stress new fields 


A ROCKETS and Missiles section and 
atomic displays will be among the ex 
hibits on new fields in industry that 
will feature the 22d National Expos 
tion of Power and Mechanical Engi 
neering to be held November 263) 
at the New York Coliseum under the 
auspices of the American Society of 
Mechanical Engineers. 


Held in conjunction with the 
ciety’s 76th annual meeting, the ex 
position will contain exhibits showing 
in detail innovations in equipment for 
the conversion of energy into heat and 
power, for the distribution of that heat 
and power and for its adaptation and 
control. 


The industrial plant design section 
will consist largely of the application 
of specialized units in a sequence of 
contributing assemblies. For chemicd 
treatment of boiler water and chem 
cal process feeding, there will be 
new controlled-volume pump with 
high-pressure head assembly, rated # 
9.4 gph at a discharge pressure of 320) 
psig; a new sump pump, incorporating 
special features permitting its us i0 
scale pits and underground vaults; ¢ 
vertical turbine pump with split di 
charge assembly, permitting the pump 
to be removed and replaced without 
disturbing discharge assembly or pi? 
ing. 

A portable oxygen analyzer for flue 
gas measurements which is completely 
self-contained, operated withou! 
chemicals, powered by flashlight ba 
teries and provides instant reading 
will be among the many other nev 
products shown. 
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TORRINGTON PRESENTS: 


Animportant new line of complete 
blower units for central air condi- 
tioning, heating and ventilating, 
ina wide range of sizes, full and 
three-quarter widths, and incor- 
porating the following exclusive 
Torrington features: 

} An exceptional new Center- 
Lock airotor introducing an en- 
tirely new principle of blower 
wheel construction in which (see 
insert) the center disc is dove- 
tailed under pressure into the en- 
circling blades. As a result of this 
design feature, the interlocking 
joint tightens under centrifugal 
force, eliminating blade rattle and 
angle warp at high speeds. 

2. A Multi-Position blower hous- 
ing, easily adaptable to left or 
right, up or down flow require- 
ments, of the finest welded steel 
construction and special finish. 

3. Availability in either belt- 
driven or direct drive assemblies. 
4. Unit flexibility, providing feet, 
motor mounting assembly to meet 
your individual mounting require- 
ments. 

This new product line is a major 
development backed by all the 
standards of engineering quality 
consistent with Torrington leader- 
ship in the air impeller industry. 
Your inquiries are invited. 





Fricloil a: 


OM litets 

















THE 


TORRINGTON 


MANUFACTURING COMPANY 
TORRINGTON, CONNECTICUT 
VAN NUYS, CALIFORNIA: OAKVILLE, ONTARIO 
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Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group's 
activities to the editor by the Sth. 


McCabe addresses Convention 
of Empire State Association 
GUEST OF HONOR and principal speak- 
er at the 1956 convention of the Em- 
pire State Petroleum Association 
October 21-23 at the Concord Hotel, 
Kiamesha Lake, N. Y., was Eugene 
F. McCabe, marketing expansion 
manager of the Tidewater Oil Co. 

Also a convention speaker was 
Robert Gray, editor of FUELOIL & OIL 
Heat, who discussed methods being 
developed for the promotion of oil 
heat. 


A workshop session on “The De- 
troit Case and S-11” was conducted 
by William Simon, Washington, 
D. C., attorney and the association’s 
Washington counsel, who, with Harry 
B. Hilts, ESPA’s executive secretary, 
led the association’s fight during the 
last session of Congress against the 
Kefauver bill to outlaw the meeting 
of price competition in good faith as 
a defense against price discrimination. 

A symposium on public relations 
for the petroleum jobber was led by 
Admiral H. B. Miller, director of in- 
formation, American Petroleum In- 
stitute. 


Macdonald appoints committee 
Chairmen for Oregon Institute 


COMMITTEE CHAIRMEN for the Oil 
Heat Institute of Oregon, Portland, 
appointed by president Fred Macdon- 
ald include: Leonard Gehrke, Port- 
land, advertising council board of 
trustees; James S. Coon, Portland, 
OHI group insurance trustees; Tom 
Campbell, Portland, code committee; 
Al Loucks, Salem, legislative commit- 


tee; Roy G. Lindsay, Portland, finane, 
committee, and Walter H. Anderso, 
membership relations committee, 

A basic 30-hour  familiarizatio, 
course on oilburner servicing offere) 
industry members by the Oregon oy; 
is being held at Williamette Unive. 
sity, Salem. Classes, which started Qy. 
tober 1, will continue for nine succey 
sive Monday evenings. 


Burkhardt addresses Meeting 
of Massachusetts Association 


NATIONAL SECRETARY of the Distriby. 
tion Division, Oil-Heat Institute of 
America, Inc., Charles H. Burkhard 
addressed the opening Fall meeting 
of the Massachusetts Oil Heating As 
sociation, Inc., in the Hampton Cour 
Hotel, Boston, October 9 on the sub 
ject “The Effective Use of the service 
Department as a public relations In 
strument in combating Gas.” 

Also a speaker at the meeting was 
Robert Cullen, executive director of 
Better Home Heat Council, who gave 
a report on progress and developments 
in the Council program. 
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Ann Arbor, Mich. 


MANUFACTURERS OF GAUGING EQUIPMENT FOR OVER 30 YEARS 


Box 410 e 


Sh 


JTOTTIYIVT 





llindmaster The Modern Draft Control 
that’s “QUICKER ON THE DRAW” 


“FASTER In The SADDLE” 


Windmaster 


Draft Controls 


43 Vine St. 
Columbus 15, Ohio 
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“| OUTSTANDING IN THE FIELD 
of OIL and GAS HEATING 
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se | CAST IRON 
meetin SUPER WATER TUBE 
— As SECTION 

E 4 Each section is a single cored casting 
hee consisting of 5 horizontal water filled 
> service tubes. These tubes have an engi- 
ions In neered offset to force a twisting and 


turning of the hot gases. 


10 GAS PASSAGES 
PER SECTION 


THE DESIGN INCORPORATES 10 GAS 
PASSAGES PER INTERMEDIATE SEC- 
Cutaway view of Model TOU-15A TION, which break up the boiler 
saving. Senet Some ee water into small quantities for MAXI- 

MUM HEAT ABSORPTION and 
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combustion chamber and domestic 
tas water coil. ECONOMY. 
PEERLESS Hot Water and Steam Heating Units are en- Built-in tankless hot water coil (optional) supplies an 
gineered and designed for ease of installation, economy abundance of domestic hot water the year ‘round. 
LE” ond long life. Ultra modern in style. Finished in a smooth, Peerless, in addition to oil boilers, also offers a complete 
two-toned, baked green enamel for customer appeal and line of gas fired units from 70,000 B.T.U. to 5,520,000 B.T.U. 
ease of cleaning. Available in deluxe extended or input. Packaged series . . . Year ‘round series . . . 
‘ fush jacket. Multiple Commercial and Industrial Series. 









FLUSH TYPE JACKET 


FLUSH TYPE JACKET DELUXE EXTENDED JACKET GAS FIRED 
OIL BURNER EXPOSED WITH CONTROLS EXPOSED 







Behind the manufacture of Peerless Boilers is specialized experience of nearly 50 years in 
producing the famous Peerless complete line of gas and oil fired CAST IRON BOILERS. 
There are many advantages being a Peerless Dealer. Write for complete information. 


__ THE PEERLESS HEATER CO. 
BOYERTOWN, PENNSYLVANIA 
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FIRST IN 
SALES 


because 
they are... 













FIRST IN QUALITY: Only Fulflo Filters have genuine 
Honeycomb Filter Tubes for true depth filtration. 


FIRST IN PERFORMANCE: Fulflo Filters eliminate burn- 
er trouble due to oil impurities . . . minimize 
costly service calls...assure customer satisfaction. 


Febfle Filderd ARE FIRST IN PROFITS FOR MORE DEALERS /°. iia 
— FIRST OVER ALL OTHER OIL BURNER FILTERS. 2 











COMM 
CORPORATION 
Melrose 76, Massachusetts 
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Newly-elected officers of the Centr 
Supply Association named at th 
group's 62d annual meeting: 


Top row, left to right: J. H. Peery 
secretary; R. L. Leaf, Leighton Sup. 
ply Co., Fort Dodge, Ia., second-vice 
president; Paul Aronhalt, Topeka Sup 
ply & Boiler Co., Topeka, Kan., trea; 
urer. 
Bottom row, left to right: W. A. Fit, 
patrick, M. J. Gibbons Supply Co, 
Dayton, Ohio, president; H. B. Holi. 
han, Missouri Water & Steam Sup. 
ply Co., St. Joseph, Mo., honorary 
treasurer; Gordon J. Andrew, W. T 
Andrew Co., Detroit, Mich.., first vice. 
president. 


Central Supply Association 
has annual Meeting, Oct. 4 


HERBERT V. KOHLER, Kohler Co., was 
one of the speakers at the 62d annual 
meeting of the Central Supply Ass 
ciation in Chicago, October 3. 
Others on the program were W. A. 
Landers, National Association of 
Plumbing Contractors, and Father 
Harold W. Rigney, svp. 

Besides the formal speeches were 
workshop sessions for the members: 
Republic Steel Corp. presented a sales 
training program entitled, “The Care 
and Handling of Buyers.” 

Another session was on truck oper’ 
ating costs where the Warehouse and 
Materials Handling Committee pre 
sented the results of a recent truck 
study. A panel discussion was held on 
merchandising-modernization. Serving 
on the panel were two manufacturers 
and two dealers. 

The Office Management and Equip 
ment Committee arranged a display 
of office equipment and systems. 

The sales training unit of the 
Plumbing and Heating Division, 
American Radiator & Standard Sanr 
tary Corp., presented “A Story of net 
Profit.” 

While the convention was in &¥ 
sion the Plumbing and Heating Ir 
dustries Bureau had its annual meet 
ing on October 4. 


o, 
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Harold Forstrom and Rober 
Schildman have been appointed sale: 
engineers, OPW Corp., Cincinnati, 0. 
They will serve in an advisory and 
technical capacity to district manager 
and jobbers. 
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THE G-E “VEEP” IN ACTION 






















































Pee 
n Sup How new G-E "Magic Sales-Maker"--a consumer visual sales 
nd-vice presentation, popularly called "The Veep"--helps increase sales 
ka Sup. for G-E Home Heating and Cooling Dealers 
-» treay BL 
A. Fitz. 
ly Co, 
3. Holi. 
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rst Vice. 
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ll II ia 
.: | How the VEEP helped switch sales to me after a 
use ani Oo 
-*1 competitive furnace had already been bought 
held on 
Serving 
cturers Here’s what the “Veep” did for contractor’s work. Jack then went through the “Veep,” 
Jack Grodzins of Allstate Heat- not only on air conditioning but also on the G-E fur- 
Equip ing & Sheet Metal Co., Inc., near nace and Air-Wall* System. The owner was so im- 
display Chicago. pressed that he got a release from his original contract 
“a While driving through a suburb and signed with Jack for a G-E cooling unit and a G-E 
sane: Jack noticed a new home under heating unit with Air-Wall registers. 
of the construction. He went in to see Watch for more true sales stories like this one — in 
ivision, a * if the heating system had been future G-E advertisements in this publication. They 
d Sanr Gp oeerompa : contracted. He noticed that four all teach the same lesson: —the profit-wise home heat- 
7 of net ie Metal Co. Inc.. register openings had been ing and cooling dealer is the one who has climbed on 
ee ees Doster seanne’ in eat poner as if the G-E Bandwagon. Want to join up? 
‘ igi . But on his way ou 
in # aman stopped him. He - iy ti of the se ri FREE Gales Secrets trang TeaCares. 
ing In “ 3 i Z Exciting success stories by G-E sales- 
explained why I had stopped,” Jack writes. “I 


men tell how they broke sales records 

with the aid of the “Veep.” For your 

copy write GENERAL ELECTRIC, HOME ; 
HEATING AND COOLING DEPT. FO-116 

TYLER, TEXAS. 


1 meet asked him if he would be interested in air condition- 
ing. He was. I suggested that, before I gave him a 
Price on cooling, he should see his own contractor.” 


Turned out that the owner wasn’t too pleased with his 





Robert Mill 
= Progress /s Our Most Important Product 

ati, VU. 

72D Seonnsnmunneane GENERAL GQ) ELECTRIC 


Home Heating and Cooling Dept., Tyler, Texas 
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. Industry Groups 


Cullen addresses Convention 
of Maine Equipment Dealers 


KEYNOTE SPEAKER at a banquet cli- 
maxing the second annual convention 
of the Maine Oil & Heating Equip- 
ment Dealers’ Association September 
21 in the Eastland Hotel, Portland, 
was Robert E. Cullen, managing di- 
rector of the Better Home Heat 
Council. 

Cullen’s topic was “Your invest- 
ment, what is it worth to you?” Other 
speakers and their subjects were Wil- 
liam Foley, executive secretary, Credit 
Bureau of Greater Portland, “Credit 


and Collections,” and Guernsey Camp 
Jr., transportation engineer, Socony 
Mobile Oil Co., Inc., “Fleet Opera- 
tions.” 

A discussion session on degree-day 
systems was directed by George Huelin 
of Randall & McAllister, Portland. A 
second panel discussion on office pro- 
cedures was moderated by H. Allen 
Mapes of Harry A. Mapes, Inc., 
Sanford. 


Wisconsin Oil-Heat Institute 
hears reports on OHI Sessions 
REPORTS on an OHI Board of Directors 
meeting in Asheville, N. C., by Alfred 








Super Model LW-12 
The only “pocket 
size” heavy duty 
suction cleaner.Wet 
and dry pick-up. 
Quiet operation. 
Weight only 26 
pounds. “Push but- 
ton” hose connec- 
tions. 


Super Model MW-14 
Medium size and capacity. Wet 
and dry suction cleaning. 


e You eliminate the high cost of repeated effort, inadequate 
suction, and old style tool equipment when you choose a Super 
Suction® cleaner. The wide range of models provides heavy duty, 
wet and dry pick-up to meet massive requirements, real commercial 


performance in light weight, low-cost units for small capacity work. 


Furnace cleaning of all types is quickly and efficiently done with 
both the Super Model LW-12 and the Super Model MW-14. These 
small compact Super units are designed especially for easy handling 
and the utmost portability, with exclusive Super feature for con- 


venience and performance. 


THE NATIONAL SUPER SERVICE COMPANY 


1951 N. 12th ST. 


TOLEDO 2, OHIO 


SALES AND SERVICE int Phincipal Cities 


IN CANADA: Plant Maintenance 
Equipment Company 

TORONTO 
MONTREAL 
VANCOUVER 
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“Once Over Does It” 


Ss UP ER SERVICE’ 


Power Suction Cleaners + Quality Hoor Machines 


“THE DRAFT HORSE OF BUILDING MAINTENANCE MACHINES” 


SUCTION, 
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Hegeman, and on the OHI convention 
in New York by Charles E. Stoffey #7 
were presented at a meeting of the Qj, J 
Heat Institute of Wisconsin, Inc, 
September 27 in the Medford Hotel, 


A report was also presented on the 
work of the advertising committe 
during the past year and discussions 
held on a proposed service training 
school and on promotional activities 
for the coming year. 


OHI president Stoffel appointed the 
following nominating committee tore 
port at the October meeting prior to 
the annual election meeting Novem 
ber 22: Hegeman, chairman; Julius 
Seiy and Richard Holden. 







































Indiana contractors’ Group 
has fall district Meeting 


THE FALL district meeting of the Sheet 
Metal and Warm Air Heating Con. 
tractors’ Association took place Oct. 5 
at the Shrine Club, South Bend, Ind. 

Speakers at the meeting were Jo 
Di Mateo, Chicago; Bud Walker, 
president of St. Joe Valley Assn, 
Donald §S. McCloskey, president of 
the state association, and Dick Young. 















Co-sponsors of the meeting were 
G. W. Berkheimer Co., Inc., Gary, 
Ind.; C. A. Girard and Co., Niles, 
Mich.; South Bend Supply Co., South 
Bend, Ind.; Tiffin Art Metal Co, 
South Bend; Valley Equipment Co, 
Mishawaka, Ind.; W. W. Heating 
Supply Co., Mishawaka, and Young 
Heating Supply, Inc., South Bend. 

Chairman of arrangements was 


James R. Walker. 





News Supplements on Oil Heat 
sponsored by New Jersey Asst. 





SPECIAL tabloid supplements devoted 

exclusively to oil heat and sponsored bode 
by the Union County, N. J., Oil-Heat 
Association, appeared in the Septem 
ber 22 editions of the Elizabeth Daily 
Journal and the Plainfield Coumer 
News. Copies of the Journal supple 
ment were made available to Associ’ 
tion members for distribution to © 
tomers and prospective oil accounls 


The group held its first regulat 
meeting of the new heating season # 
Howard Johnson’s Restaurant, Mout 
tainside, N. J., September 20. 
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Specialized Boilers 
Exclusively for Oil Firing 


eos 





PREMIER 


6 Series Oil “20” Series Oil 
tating Boiler “25B” Series Oil Heating Boiler 
jet leg type). 


Heating Boiler 


(Wet base type). (wet base type) 


Steel Boilers 
and Oil Heating Units 


SENTINEL COMMANDER 
17" and 24” series 26”, 29”, 39” and 41” 
Hesidential Steel Oil Heating Units Residential Steel Oil Heating Units 


All types of modern, National-U.S. Heat Distributors work 
eclively with oil-fired boilers—Baseboard and Convectors 
cast iron and non ferrous); Cast iron tubular and wall 


tadiators and Fintube radiation. 





Cast Iron Boilers for Automatic Firing 
and Oil Heating Units 


Ra 


“10” Series Boilers “12” Series Boilers “27” Series Boilers “37” and “47” Series Boilers 
and Units and Units and Units and Units 


NATIONAL-U. S. PACKETS... 





Model ‘‘K” Packet Model “U”’ Packet Mark III Packet 


All sizes of residential and commercial conversion oil burners are also available. 









FOR THE HEAT 
OF YOUR LIFE 


Gibraltar 


NGG NE] 4B) 
UNITS 







Completely assembled. 


Minneapolis-Honeywell controls. 


Residential heating at its peak— f° 
efficiency, economy, simplicity 17 
of installation—largest volume 
boiler water capacity for 
efficient domestic hot water 
and heat. 





All boilers are A.S.MLE. 
constructed. 


Gibraltar 


CORPORATION OF AMERICA 
223 N. NINTH ST. + BROOKLYN II, N. Y. 
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New Products 


Each New Products item has an identifying number, 
If you want more information on any equipment described 
here send the coupon on page 108 to FUELOIL & On 
HEAT, 2 West 45 St., New York 36, N. Y., and iden. 
tify the product by circling its number on the coupon, 


White-Rodgers new ''Fashion"' 
Thermostat has hinged Cover 


A FASHION THERMOSTAT by White-Rodgers has a hinged 
cover to eliminate the usual mechanical look of thermo: 
stats, the shape of a modified Chinese f 
square to fit with both modern and | | 
traditional room furnishings and an_ | ? 
adobe beige finish to harmonize with 
any color scheme. The cover also may 
be painted the wall color so that it blends in and “diy 
appears.” Inside the hinged cover is an easy-to-read dial 
with large knob-indicator for quick settings. 

The thermostat is a heat-anticipating type and is avail 
able immediately in close-on-rise and open-on-rise model; 
with sPDT and combination heating-cooling types available 
at an early date. An inconspicuous mounting plate is avail 
able to replace out-moded types. 

Made by: White-Rodgers Co., St. Louis 6, Mo. 

Circle El on coupon, page 108 


OPW Safety shut-off Valve 


for remote pumping Systems 








THE OPW SAFETY SHUT-OFF VALVE, designed for use 
multiple pedestal installations where the product # 
pumped from storage to remote dispensing units, is i 
stalled under the dispensing unit at the line pump connec’ 
tion to provide protection in three ways: 

In case of fire, a fusible link melts outs at 160°F. and 
a liquid cooled internal spring and weighted lever auto 
matically snap valve shut to cut off product flow. 

Should the pedestal be overturned, a sensitive machine 
shear section breaks and allows valve to close. 

Should pedestal be slightly bumped, a sensitive spring 
loaded latch automatically releases weighted lever, allow 
ing valve to close tightly. 

Made by: OPW Corp., 2735 Colerain Ave., Cincinnsh 
25, Ohio. ; 

Circle E2 on coupon, page 108 


November 
1956 
















a eee eee ee ee SS GS NS ED NS SS EY IN ne SONS Se com conan 























mel 
ie iy |" 


= 
d “dis 
ad dial 


s avail 

models 
vailable 
is avail’ 


use of 
duct 
3, is in 
connec’ 


OF. and 


er auto’ 





N. 
machine 


TACO HEATERS, INCORPORATED é For full information on the complete Taco line 


of circulators write for Technical Data Sheet TDS5 


_ spring 1160 Cranston Street * Cranston 9, R. |. 
- allow ee — —- — — — — — rrr 
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Watch Your Oil Sales Grow 


When You Sell 
Fuel Savings 


Word gets around fast. When you sell an oil 
burner installation with a firebox of B&W 
Insulating Firebrick, it saves the homeowner 
as much as 25% on fuel . . . a saving he’s 
only too happy to proclaim to all his friends 
and neighbors. Word-of-mouth advertising 
like this can’t do you a bit of harm. In fact, 
it means more oil burner sales — and, even 





more important, more oil accounts. 

The extra few dollars your customer pays 
for the benefits of a B&W firebox come back 
to him multiplied many times over. For light- 
weight B&W Insulating Firebrick have mil- 
lions of tiny, insulating air cells that bounce 
the heat back into the firebox. Result: fuel 
savings and more complete combustion—clean, 
odorless heat. And quieter operation, too, 
thanks to those millions cf insulating air cells. 
They absorb sound in much the same way 
acoustic tiles do. 

Every time you sell fuel economy plus all 
the other full-comfort advantages of a B&W 
Firebox, you sell yourself more strongly as 
the man in your community to see about oil 
heating. 


Send today for the 
B&W FIREBOX HANDBOOK 


a valuable guide 
for every installer 





. ... New Products 
ORB cast Boiler to be fired 


by Toridheet wall flame Burner 


MODEL ORB Cast Boiler, fired with Toridheet wall flame 
oilburner and available with gross Btu output of 91,009 
or 132,000, has been developed by Toridheet 
for use with either steam or hot water sys’ J 
tems in small and medium sized houses. 
Both sizes have provision for domestic hot 
water. 

Horizontal sections with finned flue pas- 
sages, and a completely water backed 
combustion chamber are designed for maxi- 
mum heat transfer and quick pickup. Flue cleaning js 
accomplished through front doors. Refractory hearth two 
inches thick is factory-installed. All controls are enclosed 
in a steel cabinet finished in hammerloid baked enamel. 
Heavy glass-wool blanket insulation is used. Units con 
form to ASME standards. 


Made by: Toridheet Division, Cleveland Steel Products 
Corp., Cleveland, Ohio. 


Circle E3 on coupon, page 108 


Fireye automatic gas Valves 
feature fast, sure Closing 


FAST CLOSING and slow opening are features of the new 
line of Fireye Series 81L automatic gas valves for use with 
Fireye flame safeguard system. The motor- 

operated valves have compression-type springs 

that automatically shut off fuel in 0.8 of a sec- 

ond, Special heavy-duty electric drive units 

control the rate of opening to reach 75% of 
maximum fuel flow in six seconds. 

Available as a feature is a position indicating switch, 
which performs as a safety interlock. If, prior to lightoff 
of the burner, the valve is open but a fraction of an inch, 
the switch will not allow the light-off to take place. 

In case of flame failure or loss of electric power, opera 
tion of a “double safeguard” release and valve disc assure 
valve closings. Series 811 is available in sizes from 1 to 6 
inches, 

Made by: Electronics Corp. of America, Combustion 
Control Division, 77 Broadway, Cambridge 42, Mass. 


Circle E4 on coupon, page 108 


Borg-Warner redesigns and 
expands '‘Airline" Series 


WITH THE REDESIGNING of former products and the a 
dition of new ones, a new and complete line of heating, 
cooling and related equipment is now being marketed by 
the Ingersoll Conditioned Air Division, Borg-Warner 
Corp., under the name of “Airline.” 

Available for the first time under the Airline name a 
2, 3 and 5 ton air-cooled and water-cooled airconditionets 
Air-cooled conditioners include six remote highsides for 
use with any one of three evaporator models and a remot 
condenser to operate with a standing unit consisting 
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Thrush Horizontal 
Flow Control Valve 


Angle Valve — 
available with or 
without air tube 


Thrush Water 
Circulator 





HOT WATER HEAT 
AT LOWER COST.. 





"THE THRUSH Flow Control Valve 
with air tube used with the Thrush Water 
Circulator, assures better hot water heating 
at lower cost. Fuel is saved because air is eliminated automatically, circu- 
lation is positive, and the distribution of heat is accurately controlled. 
There is no wasteful overheating. 











MADE IN THREE TYPES 


Thrush Control Valves are special check valves which operate 
by pressure head developed by the Circulator. Patented opening below 
seat vents into pressure tank. The vertical valve with air vent tube 
provides both flow control and air elimination. The angle valve, avail- 
able with or without air tube, saves pipe and fittings. The horizontal 
valve is suitable for zoning and all installations where headroom 
is vital. 


See your wholesaler for more information 
or write Dept. C-11. 


wa. THRUSH « company 


PERU, INDIANA 








Ly 
FQUIPMENT CALE: 


Sentry ODF* Tank Gauge tells 
drivers what they want to know 


at pont Of delivery! 








“THAT LITTLE 
SENTRY GAUGE SURE 
SAVES US BOTH A 
LOT OF TROUBLE!” 





















Sentry ‘‘ODF'' remote 
reading gauge 







ONLY OFFERS SUCH A COMPLETE LINE 


OF DIRECT AND REMOTE READING TANK GAUGES 


Above is SENTRY’S newest — The % 
ODF At-A-Glance tank gauge that’s z 
setting new records in building sales 
and customer goodwill. Located out- 
side of building at fiii pipe, this easy- 
to-read weather-proof gauge shows the 
exact oil level in the indoor tank. Saves 
costly time consuming trips to base- 
ment, unnecessary hose unreeling and 
eliminates over-flow. Permits delivery 
without disturbing customer. 


Other constant-register SENTRY 
gauges include combination tank and 
remote reading, barrel gauges, direct 
reading, and gauges for stove and space 
heater tank. Write today for full in- 
formation about these fast moving bus- 
iness getters. Advertising aids available. 





Combination At-A-Glance tank 
and remote reading gauges 














am” 
Sentry stove and 

space heater gouges “ foc 

Sentry At-A-Glance 

barrel gauges 





On guard— i 
24 hours a day Sentry superior qual- 


ity Therma-Gauge 


Sentry At-A-Glance 
tank gauge 





iy 
KRUEGER, Sen@iy GAUGES 


GREEN BAY + WISCONSIN 
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. . . » New Products 


S Model evaporator, Tecumseh compressor and attached 
blower. 

In water-cooled conditioners, the line includes fre 
standing, horizontal and upright units, remote high sides 
single 45° evaporators (Model s), double a evaporator 
(Model D) and single flat evaporators. Available for yy 
with both types of Airline conditioners are charged tub 
ing and breakaway valves. Airline units are delivered with 
holding charges: and, when connected with precharge 
tubing, automatically are ready for immediate operation 

Oilfired Airline furnaces include a horizontal mode, 
a counterflow unit, a lo-boy and hi-boy, all with atomizing 
burners. Also available in the Airline group are conversion 
burners and hot-water heaters. 


Made by: Ingersoll Conditioned Air Division, Bory 
Warner Corp., Kalamazoo, Mich. 


Circle E5 on coupon, page !08 






























Wayne's new ‘Series C"' Pumps 
suitable to bulk station Use 


INCLUDED in five new groups of internal gear rotary pumps 
of the Industrial Division of the Wayne Pump Co. is: 
“Series C” group consisting Pe 
of 650 rpm pumps with maxi- | 
mum capacities in excess of 
300 gpm applicable for bulk 
station uses, truck mounting, 
and other rugged applica- 
tions. These pumps handle medium to high viscosity 
liquids. 

The units are supplied unmounted or completely assem 
bled with motor, gear-motor, direct drive and v-belt bases 
Most units are available with or without pressure relief 
valves. 

Made by: Industrial Division, Wayne Pump Co., For 
Wayne, Ind. 

Circle E6 on coupon, page 108 



















Lower price Tag for Mueller 
Climatrol add-on cooling Unit 





A SUBSTANTIAL price reduction is one of the features 0 
the newly-designed summer add-on airconditioner by 
Mueller Climatrol designated Type 923—a self-contained 
two hp unit with hermetic compressor for use with at) 
forced air heating unit. 

The refrigeration system is sealed against dust, dit 
and tampering. Water consumption is reduced with the 
latest type coaxial, counterflow, water-cooled condense 
Cooling coil is the direct expansion, fin tube type. Option 
blower packages are available for vertical or horizontal a 
flow. 

Standard equipment includes: complete cycle with com 
veniently located control panel, 24-volt control circ! 
transformer, hi-lo pressure stat, fan relay, furnace rel 
and thermostat connection terminals. 


Made by: Mueller Climatrol, Milwaukee, Wisc. 
Circle E7 on coupon, page 108 
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where’s my fuel? 


Degree-day or calendar day delivery scheduling, when done the 
Burroughs Sensimatic way, ends calls like these. Keeps customers 
happy through a simple, sure, automatic delivery. 


Customers get their fuel before they need it. Your trucks make 
maximum fuel delivery per stop. Daily routes can be planned 
for lowest cost. Expensive emergency calls virtually end. 


And office work is streamlined, too, because Sensimatic auto- 
matically does most of your accounting and billing. For example, 
it prepares customers’ statements and delivery records at the 
same time, quickly shows location of customer delivery sched- 
ules, automatically computes and prints next delivery day, 
accumulates total fuel delivered by each driver. No need to 
rehandle figures or prepare duplicate records. 


Our representative will show you how well degree-day 
or calendar day accounting the Sensimatic way will work 
for you. Or, write Burroughs Corporation, Detroit 32, Mich. 


“Burroughs” and “Sensimatic” are trademarks 


Burroughs Sensimatic 


See the new Oil Heat Institute film "Break Through for Profit,” specially prepared 
for fuel oil dealers. Call our local branch office for full information about the film. 


eloil 


401 





Capacities of 56 standard 
and heavy duty models (6 to 
30-inches diameter) . . . 
140 CFM to 16,766 CFM with 
or without stacks. Greater 
capacities on special order. 


For Low-Cost Heating Plant 
ee Exhausting and Industrial Venting... . 
Investigate Quickdreaft 


te NO FAN OBSTRUCTION IN EXHAUST LINE 
%& BLOWER OPERATES IN CLEAN OR OUTSIDE AIR 


FOR HEATING PLANTS AND INCINERATORS. 
Quickdraft provides constant draft required for effi- 
cient and economical combustion. It prevents noxious 
concentrations of deadly fumes and dangerous accum- 
ulations of explosive gasses from escaping into build- 
ings. It eliminates pulsating or chattering, puffing, 
smoking and sooting. 


FOR INDUSTRIAL VENTING. Quickdraft elimi- 
nates down-time for cleaning and replacing fan blades 

. cuts maintenance costs. It is ideal for venting 
paint booths . . . abrasives, corrosive gasses, noxious 
fumes, high temperatures and moisture. 


FOR MOVING AIR ... in or out of buildings through 
ducts ... Quickdraft is outstanding. 


Send for engineering data 


Quickdraft 


G.O'M FF AUN. ¥ 











New Froduc 


National-U. S. ''Premier’’ Boiler for 
large Home, small commercial Uses 
9 


AN OILHEATING BOILER, the National-U. S. “Premier” ; 
sized to meet the heating and domestic hot water requir, 
ments of installations ranging in size 
from large residential to small com- 
mercial. 

The boiler is constructed of cast- 
iron in a sectional design; the burner 
and controls are located at the front 
of the boiler for easy inspection, clean- 
ing and servicing. 

The Premier boiler has numerous 
vertical gas passages and a self-cleaning, sloping fireby 
“crown.” Tappings are grouped together at the front of 
the boiler to permit simplified one-point wiring. 

Available in six sizes, the Premier boiler has net mm 
steam ratings of 760 to 2,260 square feet and net IBR water 
ratings of 1,355 to 3,775 square feet. Four sizes of builtin 
tankless heaters or three sizes of storage tank heaters ar 
available. 

Made by: Heating and Air Conditioning Division, 
National-U. S. Radiator Corp., Johnstown, Pa. 

Circle E8 on coupon, page 108 





Omark Hammer Drive hand Tool 
drives ''Nails'’ into Concrete 


SRE 


FASTENING to concrete or steel with a hammer is possibk 
with use of the new Omark Hammer Drive hand tol 
which concentrates the force of a hammer 
blow to the head of a special hardened steel 














drivepin. Und 
The drivepin, inserted into the barrel of the i 
tool from the bottom, is held steady by a plastic _ requ 
washer while being driven. The washer disinte- B 
grates at the last hammer blow leaving a clean gos 
fastening. Four types of drivepins in more than 
30 sizes are available. 
Made by: Omark Industries, 5001 S.E. Johnson Creti 
Blvd., Portland 6, Ore. : 
Circle E9 on coupon, page 108 te) 
Circulator, booster Dynapump at 
doubles baseboard flow Rate wv 
AN IMPROVED DYNAPUMP, hot water circulator and boost 
pump by Fostoria, features a 24-foot head to produce’ 
flow rate twice as great as standard ; 
duty circulators resulting in improved = 
baseboard performance with only half macl 
as much temperature drop. = 
The Dynapump is magnetically- ise 


driven. Pump and motor are wholly enclosed to elimina! stati 
the need for lubrication. It carries a two-year guaran 
Made by: The Fostoria Pressed Steel Corp., Fostoré BE Hen 

Ohio. , 
Circle E10 on coupon, page 108 
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SAVE TIME...CUT COSTS... 
PREVENT TROUBLE 


with this Engineered Diversion Fitting 
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B&G Monoflo Fittings enable you to design a one-pipe forced 
Only one fitting needed in most cases hot water heating system with assurance that it will be correctly 


Under average conditions, a single Monoflo provides ample diversion _ and efficiently circulated. That’s because the Monoflo Fitting 
capacity! Only in abnormally long pipe runs or where unusually 


large heating loads must be handled, may a Monoflo Fitting be is an engineered device—not just a “scoop” or “choke”. 


Sipes #* both supply and ceturn cisers. = These Fittings are designed to handle definite radiator sizes, 
B&G Monoflo Fittings may be installed in either the supply or rare 5 
return riser with equally satisfactory results. maintain proper temperature drops and permit the use of 





economical riser sizes. They provide adequate diversion under 


© oe ° . . . . 
= average conditions without introducing excessive resistance. 
| | 
mn Creek See « \ pay secu No limit to number of Monofio Fittings in a circuit 
22 An exclusive feature of B&G Monoflo Fittings is that there is 
| | i mee virtually no limit to the number which can be installed in any 
iS St cereeeee ae je “| J circuit of a one-pipe forced hot water system. Design problems 
ry. i qe ean which otherwise occur are eliminated. 
wy ae erTING By using one or two Monoflo Fittings, depending upon the 
J booster e seins icke size of the heating unit and its distance from the main, an 
roduce # . Precision tapped and tested accurately balanced system is achieved. (In most instances, only 


one Fitting is required.) 
wad p B&G Monoflo Fittings 
{ are made with special 
> machines which tap the 
hs threads with extreme 
; accuracy. They are tested 

_ . £4 Sensitive gauge b 
elimina statistical laeck proce: 
jarantet ome ee. assure uni- 
.@ ‘mity of product. 
Fosto & Hence Diseslistion 3 is al- 
ways easy, with no 

“cranking” of pipes. 


Complete design procedure for B&G Monoflo heating sys- 
tems is found in the B&G Handbook. 


BELL & GOSSETT 


c oO M P A N 


Dept. EO-7, Morton Grove, lilinois 
Canadian Licensee: §. A. Armstrong, Ltd., 1400 O' Connor Drive, W. Toronto 
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American-Standard distributor. 


AIR fet omr DIVISION 








toy’... »» He’s the man with the complete 


EALER PROFIT 
PROGRAM 


No half-way measures ... no half-way profits 
when you join up with your distributor of 
American-Standard Air Conditioning Division 
products. You'll find that he’s a specialist in 
warm air heating, summer cooling and year 
‘round air conditioning . . . with a complete, top 
quality product line plus full technical and pro- 


motional service. He has everything you need 
to build your reputation as a specialist . . . to 
sell constructively . . . to sell in volume. Contact 
him for the Complete Dealer Plan—he’s listed 
in your classified telephone directory under 
“Furnaces” and “‘Air Conditioning Equipment”. 
Or, if more convenient, just mail the coupon. 


_ Complete 
‘product lines 


J . Gas-fired and _ oil-fired 
ier air conditioners in basement, 
lity, counterflow and horizontal 
tls... . all sizes. Also coal-fired 
lt air conditioners and gravity 
lates, oil burners and gas burners. 
ae 
O=LING AND YEAR ’ROUND. 
tican-Standard is now the largest 
a al line on the market! Full 
f of water-cooled add-on and 
lage models; 2, 3 and 5 hp air- 
i outdoor condensing units plus 
cal counterflow and horizontal 
mW and blower-equipped evapo- 
B Large selection of heating-cool- 
wmbination units equipped for gas 
firing with water-cooled or air- 
“summer air conditioning. 





Complete 
technical assistance 


TRAINING CENTER at American- 
Standard Air Conditioning Division 
factory, Elyria, Ohio, provides intensive 
courses, both elementary and advanced, 
covering all phases of heating and cool- 
ing layout, installation and servicing. 
“HOW-TO” MANUALS. Complete, 
concise technical data are provided in 
easy-reference form; also, detailed in- 
stallation and application manuals on 
each and every model. 

FIELD SPECIALISTS. You work 
closely with your distributor’s tech- 
nical specialists who, in turn, are backed 
by American-Standard field and factory 
engineers. This means that you can 
approach even the most difficult equip- 
ment applications with confidence and 
authority. 





Complete 
promotion 


DEALER IDENTIFICATION. ‘“Au- 
thorized “Dealer” Certificate, indoor 
and outdoor illuminated signs, window 
banners and many other impressive 
identification items are included. 
NEWSPAPER AD MATS. Wide variety 
of heating, cooling and year ‘round 
pre-tested ads and product cuts. 
SALES LITERATURE. Dozens and 
dozens of colorful pieces to help you 
promote and sell effectively. 

RADIO AND TV. One-minute spot 
announcements and recorded singing 
commercials for radio; one minute 
filmed commercials for TV. 
COOPERATIVE AD PLAN—the in- 
dustry’s most liberal cost-sharing pro- 
motional program. 





Al ERICAN- Standard 


ele i ee) NAME 


CONDITIONING DIVISION 


American-Standard Air Conditioning Division ‘Dept. F-11) 


40 West 40th Street, New York 17, N. Y. 
Please have your nearest distributor present The Complete 
Dealer Plan. 





STREET 


COMPANY____ 











CITY. 
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. New Products 


Larm-Tector features alarm Light, 
loud Buzzer, pushbutton Silencer 


VISUAL AND AUDIBLE ALARM is provided in Way Wolff 
Associates’ new Larm-Tector Model 50 for use with smoke 
controls, low-water cutouts, flame 
failure systems or wherever an alarm 
is required to denote an unsafe con- 
dition. 

The completely assembled unit has 
a red alarm light, a loud audible 
buzzer, a‘time delay switch adjustable 
from no delay to two-minute delay, 
and silencing pushbutton. It measures 4” long, 4” wide, 
334” deep and is available for operation on 110 volts, 50 
or 60 cycle. For operation on other voltages, a transformer 
is available. 

Made by: Way-Wolff Associates, 33 Fulton St., New 
York 38, N. TY. 

Circle El! on coupon, page 108 


Skuttle's corrosive-preventing Tablets 
improve Efficiency, protect Humidifier 


HUMIDEX tablets, now available from Skuttle, protect hu- 
midifiers against damaging elements present in domestic 
water supplies. Regular use of the tablets reduces lime 
deposits, scale and other corrosive elements to a sludge 
which is rinsed away easily. 


Because these elements never get a chance to stick t 
vital surfaces or working parts, their destructive qualities 
are nullified. Valve parts are likewise kept free of corrogiye 
action minimizing sticking and leakage. 

Made by: Skuttle Mfg. Co., Milford, Mich. 

Circle E12 on coupon, page 108 


York-Shipley "Steam Pakette" 
has water-cooled rear Head 


YORK-SHIPLEY’S new 50-hp “Steam-Pakette” for oif o 
gas firing has been designed with a circular water cham 
ber at the rear head which makes it 
possible to fire this boiler size at up to 
50 hp instead of at its former rate of 
30 hp. The new boiler contains under 
100 sq. ft. of heating surface and 
slightly less than 3 sq. ft. of equivalent 
grate area. 

The boiler may be fired with No. 
3, 5 or 6 fueloil and/or manufactured or natural gas, Steam 
can be supplied at an operating pressure up to 125 pai 
As a condensate tank, the cylindrical chamber added onto 
the rear head functions in the ordinary manner but no 
extra floor space is required for the condensate system 
Preheating of the water that goes to the boiler tubes in 
creases the overall efficiency. 

Made by: York-Shipley, Inc., York, Pa. 

Circle E13 on coupon, page 108 
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Klemm 


/ MICRO FUEL OIL FILTERS 


e Attractive New Packaging @ Lower Prices 
e Hi-Chrome and Brushed Zinc Plated 
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Everything about these new Klemm Micro Fuel 
Oil Filters spells more profits for you. Still tops 
in all-round guaranteed performance; traps water 
and scientifically removes all foreign matter from 
every drop of fuel oil, eliminating nozzle and 
line clogging. 


eve2enrzt> = gat 


SEND FOR 1955-56 Catalog and new low prices ' a 
CHEMISTONE Micro ELEMENT (not s 

a ceramic). The replaceable Chemistone 

Element offers true depth filtration .. . propuct! 


practically no flow resistance. Chemistone Division o 
is NOT interchangeable with any other KLEMM AUTOMOTIVE PRODUCTS COMPA 


type cartridge. The seasonal element re- _'722 North Damen Avenue « Chicago 47, Mines 


placement business is YOURS and EXPORT: Guiterman Co., Inc., New York 4 
remains YOURS. CANADA: Elgee, Ltd., Toronfo 
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stick to 
1Ualities 
OFrosive 


LOW COST 


FIELD TESTED 


Lyorede 


: UTOMATIC HUMIDIFIER 
| FOR COUNTERFLOW 
STYLE FURNACES 


in basementless houses with perim- 
eter heating. 













r Oil or 
r cham 


@ Provides true winter air condi- 
tioning at low cos?. 





@ Installs in minutes. All parts fur- 
nished for mounting on exterior 
of furnace casing. 


@ Balanced humidity assured by 
sensitive thermostatic control of 
water flow. 







Complete assemblies for furnaces 
with concrete floor plenums, or 
with crawl space plenums. 








WRITE FOR CATALOG FO-11 





MODEL CF-500 
AUTOMATIC HUMIDIFIER CO., Cedar Falls, lowa 





V FEWER EMERGENCY 
CALLS FOR YOU 


RENEW FILTER Signal warns 
in advance of furnace troubles 
developing from dirt-clogged 
air filters—eliminates the 
most common cause of service 
complaints. 


V BETTER HEATING 
FOR YOUR CUSTOMERS 


RENEW FILTER Signal tells 
when it’s time to replace dirty 
filters—guarantees clean, 
comfortable heat at all times; 
worthwhile savings on fuel 
and cleaning bills; protection 
against furnace damage. 


Gacharach FILTER GAUGE 


Fits all types of heating and cooling units. 


Accurately adjustable for any kind of replaceable or 
washable filter. 


Easy to install. Drill 4 holes and mount—no connection 
Stross filter—no electrical connections. 


Suggested Retail Price, $6.35 plus installation charge. 
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Every Monarch Nozzle 
is precision machined 
for exacting uniformity in every detail. For 
dependable trouble-free operation put your 
confidence in Monarch's guaranteed uniformity. 
































Check these 6 Big Monarch Features: 


1. Every tip individually tested for Spray 
Angle and Capacity. 


2. Self-Centering internal assembly always 
produces a balanced spray. 


3. Micro-Finish of Tip and Disc seats plus ex- 
tremely close manufacturing Tolerances insure 
accurate capacity control. 

4. Will handle any United States or Canadian 
domestic oils. 

5. Tip, Disc, and Locknut are made of High 
Chrome Stainless Steel for maximum heat and 
wear resistance. ‘ 

6. Five different series available for produc- 
ing various spray characteristics—all developed 
through hundreds of Field and Laboratory fire 
tests. 
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DEALERS: Buy from your Monarch Jobber 


Onmuch, ae 


Lie 


2503 E. ONTARIO ST., PHILADELPHIA 34, PA. 


Except B.C 


Toronto 12, Canada 


Canadian Sales Agents 


E.S$.Gallagher Sales Ltd., 















two workman-like 
Fuel Oil Delivery Nozzles 
Which one do You need ? 


ae 
was 


No. 782 brass 
(No. 882 aluminum) 


Buckeye large capacity nozzle 
No. 782 is designed for fuel oil 
delivery. It has given dependable 
service for many years. No. 782 has 
an easy opening valve mechanism, 
and graduated notches in rear 
guard for controlled delivery 
speed. Sturdily constructed for 

heavy work, it operates on 

gravity or pressure flow. 

SIzEs: 1”, 114”, 114”, 2”. 





y/ The 890 Buckeye “Safety-Fill” 
if nozzle is safe, neat and fast. 
f a Perfect for fuel oil delivery. Shuts 
off automatically at main valve 

when liquid covers the vent 

hole at end of tube. Use on 

1”, 144”, or 144” hose. 


Bucksye 


through your oil equipment distributor, or write 


BUCKEYE IRON & BRASS WORKS, Dayton, Ohio 


a) 
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New Products 


Pacific ''LoSet" is firebox 
Boiler with low water Line 


THE ADVANTAGES of a firebox boiler, low boiler water lin, 
and minimum space requirements are combined in the P, 
cific “LoSet” line of 18 steel 

heating boilers for oilfiring 

being marketed for commer- 

cial, institutional and indus- 

trial installations requiring a 

SBI low pressure steam rating 

of from 4,250 to 60,710 sq. 

ft. The sBI water rating ex- 

tends from 6,800 to 97,140 

sq. ft. 

The water line in the four smaller size “LoSet” boilers 
which are produced with oval shells, is 72 in. from th 
floor. In the 14 larger sizes, which have round shells, the 
water lines vary from 7114” to 153%” above the floor 
The low water lines eliminate problems involved in dig 
ging boiler pits, altering buildings to provide headroom 
and construction of masonry boiler houses. 

Both tank and instantaneous types of domestic water 
heaters are available for use with the boilers. Standard 
steam and water trimmings are provided but fuel burning 
equipment is not. Available as optional equipment is: 
specially designed wind box for secondary air introduction 

Made by: Pacific Steel Boiler Division, Johnstown, Pu. 


Circle E14 on coupon below 








READER SERVICE COUPON 


FUELOIL & OIL HEAT READER SERVICE 
2 West 45th St., New York 36 


REPLY CARD NOVEMBER ISSUE 
Mail Now—Coupon Expires January 31, 1957 





Circle numbers of new product items on which you 
want more information: 

NEW PRODUCTS 

El €2 E€3 E€4 E5 £6 E7 €8 €E9 EI0 


Ell E12 E13 E14 





ADVERTISEMENTS—Give page number and name 
of advertiser about whose products you want more 
information. 


Poss... .: Bieter. 0 -Geio ths ea 





Your Name 

Company 

Street 

Check Classification of principal dollar volume: 

C] Fueloil Dealer (] Parts and Equipment Jobber (] Manufacturer 


C Manufacturer Employee (] Manufacturers Rep. [) Oilheating 
Dealer [] Other 
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... for bigger sales 


A Profit-Packed Plan 





... for greater customer satisfaction — 
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The Shell “Certified Comfort” plan 


The words ‘Certified Comfort” sum 
up an exciting plan that assures heat- 
ing-oil consumers the best in fuel and 
dependable, efficient service for their 
home and business heating needs. 


With the “Certified Comfort” plan 
Shell Oil Company certifies premium 
quality heating oil and the Shell Deal- 
&$ certify premium service. A combi- 
tation designed to push sales to 
tcord heights. 


SHELL OIL COMPANY 


50 WEST 50th STREET, NEW YORK 20, NEW YORK 
100 BUSH STREET, SAN FRANCISCO 6, CALIFORNIA 


eloil 


“Certified Comfort” is an assurance 
of the extra services rendered by Shell 
Oil suppliers. Automatic tank refills, 
anti-corrosion treatments of fuel tanks 
plus top quality heating oil will drama- 
tize the advantages of dealing with 
Shell heating oil suppliers. 

“Certified Comfort” means really 
enthusiastic satisfaction to Shell heat- 
ing-oil customers . . . greatly increased 
profits for the Shell Dealer. 


Shell heating oil, because of its eco- 
nomical and clean-burning qualities, 
is one of the best selling heating fuels. 
In addition, the new “Certified Com- 
fort” theme in the radio, TV, outdoor 
and newspaper advertising campaigns 
of Shell Dealers will point out the 
complete service offered by a Shell 
Heating Oil supplier. 
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MANUFACTURERS 
ACTIVITIES 


iy 


Hermidifier Company acquires 


Rights to Daffin Humidifier 


RIGHTS to the manufacture and dis- 
tribution of Daffin humidifiers have 
been purchased by the Hermidifier 
Company of Neffsville, Pa., from Daf- 
fin Manufacturing Co., Lancaster, Pa., 
and Lancaster Engineering Corp., 
Hazleton, Pa. The transaction includes 
all inventories of completed units and 
spare parts as well as manufacturing 
tools and materials. 

Paul A. Herr is president of the 
newly-formed Hermidifier Co. which 
already is producing Daffin humidifiers 
and is at work on several new products 
in the humidifying field. 


Penn Controls establishes 
new export sales Division 


ESTABLISHMENT of a new Export Divi- 
sion which will handle international 


sales and distribution has been an- 
nounced by Penn Controls, Inc., 
Goshen, Ind. The Division will head- 
quarter in North Bergen, N. J. 

Max A. Coreth will manage the ex- 
port operation. He has been associated 
with scientific and technical operations 
with the Navy Department. He has 
had considerable experience in imple- 
menting export sales and distribution 
programs in Central and Northwest 
Europe. 


Torrington to make Blowers 
for home Heating, Cooling 


AN EXPANSION of the product line of 
Torrington Mfg. Co., Torrington, 
Conn., to include assembled blowers 
and large blower wheels for residential 
airconditioning and warm-air heating 
has been announced. The new units, 
initially available in six sizes with both 
belt and direct drive, will be produced 
at all of the company’s three manufac- 
turing divisions in Torrington, Conn.; 
Van Nuys, Calif., and Oakville, On- 


tario. 


A major construction teature of aj 
blower sizes will be the recently g& 
veloped Torrington center-lock wheel 
designed for quiet operation with 
maximum air delivery. 


Skuttle acquires controllj 
Interest in Hadley Products 


IN THE FIRST of a series of moyg 
planned to diversify and complete ity 
line of heating and airconditioning a 
cessories, the Skuttle Manufacturing 
Co. of Milford, Mich., has acquired; 
controlling interest in Hadley Prod 
ucts Co., Marietta, Ohio, manufa 
turer of the permanent-type Elec. 
tronaire filter. 

The Hadley filter is an electro 
static unit containing a thermo-plastic 
filtering material that provides high 
attraction for filtering out and holding 
dust, dirt and pollens. 

Distribution of the Hadley filter and 
other products will be made through 
Skuttle representatives and wholesales 
throughout the nation. Present organ 
ization and management of Hadley 
will remain the same. 





Easy to 


TRANSPORT, HANDLE & INSTALL 


Rust-Proof and Efficient! 


From a practical standpoint, there are many 
sound reasons for installing Char-Gale alumi- 
num fittings. Highly workable and easy to 
install, aluminum is also easy to transport and 
handle before it gets to the job. 


In dealing with the customer, Char-Gale aluminum fittings 
offer many additional advantages. Because aluminum is rust- 
proof, it will never rust out and require costly replacement. 
This is particularly important for customers buying or planning 
to buy cooling equipment. In addition, this corrosion resistance 
keeps the inside surface smooth so that the air flows faster, for 
lower operating cost and greater efficiency. Efficiency also 
results from the low heat emissivity of aluminum, which 
minimizes the heat loss by radiation. And aluminum is an 
acoustically ‘“dead”’ metal, which means that properly installed 
aluminum ductwork is silent. 


Also a full line of galvanized fittings and rain carrying goods. 


Char-Ge 


Rapid, nation-wide delivéty 
service by Char-Gale’s own, 
of trucks means prompt delivety 
direct to you. Reduces you 
inventories to save you mone) 
and space. 


MANUFACTURING COMPAN'} 
ANOKA, MINNESOTA 
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Another Walker Engineering Triumph! 


Nw! SHUR-FLO 
- Draft Inducer-Regulator 


Corrects Troubles Caused 


by Insufficient Draft! 


Completely Engineered Combination Unit Sells 
for Much Less Than What You'd Expect To Pay! 


Look to Walker 
FOR A COMPLETE LINE OF 
DRAFT CONTROL PRODUCTS 


Walker, with over 30 years of draft control experi- 
ence, produces automatic regulators for a complete 
range of installations... from small space heaters 
fo the largest heating plants in factories and multi- 
ple housing projects. Be sure to inquire about the 
Walker Royal Purple Model, the only automatic 
draft control that’s absolutely impregnable to soot, 
carbon, corrosion, dust. Another Walker first in 
the industry! 


y Wrap-Round 
Tee Joint 
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Here’s a new product that will correct any difficulty caused 
by insufficient draft...and correct it at a cost so low 
it’s almost unbelievable! 

The new Walker SHUR-FLO draft inducer-regulator com- 
bination both inspirates and regulates. After draft has 
been established by inducer fan, the sensitive automatic 
Walker regulator holds draft at maximum combustion 
efficiency. SHUR-FLO keeps chimney dry, stops pulsation 
and smoking, eliminates soot and odors. 


Big Aid to Contractors and Installers 
With the Walker SHUR-FLO, contractors and installers 
can eliminate draft troubles in both old and new housing 
with a single installation. The product is particularly 
effective in modern homes where the trend is toward 
lower chimney heights. Installation is simple, fast and 
requires only elementary wiring provisions in most cases. 


Tests Prove High Efficiency 

The Walker SHUR-FLO has been exhaustively tested by 
the largest and most prominent industrial research organ- 
ization® in the world. Their findings show that this new 
combination unit operates at highest efficiency under even 
the most adverse conditions. 

The SHUR-FLO unit is constructed of heavy gauge gal- 
vanized steel. The motor is a heavy-duty, fractional HP 
that consumes little current. Motor is specially built for 
draft inducer service and is mounted so that it is shielded 
from chimney heat. Motor requires little maintenance. 
Regulator and inducer fan are both constructed of cor- 
rosion-resistant material. 

For the full facts on this revolutionary unit, see your 
supplier or mail coupon below. *Name upon request. 


GET THE FACTS NOW— MAIL COUPON AT ONCE! 


, Walker Manufacturing & Sales Corp. 4 
g 1750 Penn St. St. Joseph, Mo. ff 
I Information please! Send me details on items 1! 
i checked. 

3 Walker SHUR-FLO Draft Industrial draft regulators for a 
4 Inducer Regulator schools, office buildings, 4 
4 CT Walker Royal Purple Model apartments, stores and manufac- | 


turing plants. 4 
i Automatic Draft Regulators 

for small installations (space Venturi-Top chimney cap for i 
I heaters, circulators, water heaters, chimney trouble with back- a 

4 trailer stoves, etc.) draft. 
i Your favorite supplier’s name please (write in) 
Name 
i Address 
I City J 
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A Red Seal meter user since 1940, Mr. Herbert Geldbach, Pres 
Geldbach Petroleum Company of St. Louis, Mo., states his case 


“Daily Figures Check Right to the Gall 


-o» WITH RED SEAL METERS 
ON ALL TRUCKS | rs 


% 





Geldbach Petroleum Company, one of the first to use Print ha 
Meters in the St. Louis area, switched to Red Seal tank in ’ 
meters exclusively because, Mr. Geldbach states, “they 
most accurate and trouble-free.” Every one of the 18 m 
purchased is still in dependable service with accuracy s0 0 
Mr. Geldbach states he is able to “check out” his daily fig 
right to the gallon. 

Prove to yourself what sustained accuracy can mean toy’ 





pocketbook. Keep accurate records of inventory and of 
maintenance costs. You'll soon be satisfied only with Red Se 
. . . for trucks and loading racks alike. 


MS 6s... tills nar 


One of Geldbach’s te Red Souk, still accurate NX E P T U N E M é T t We C 0 M PAN 


after years of profitable service, was recently 


modernized with new Print-O-Meter register. . 19 West 50th Street. New York 20, N.Y. 
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What 

Red Seal 

eters Are Doing 
For Others 


Operators of big transport trucks report Red Seal meters most 
accurate and economical for stock control . . . particularly in 
key-stop service and on hauls making several drops. Meters 
eliminate high cost of multiple compartment tanks. 
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Typical fueloil truck makes 2800 sales and handles $75,000 of 
your money every year. Sustained accuracy and low mainte- 
nance are main reasons why Red Seal meters are used by more 
fueloil dealers than any other make. 


e@ Remote Control Meters . . . now 11 years old at Island 
eum Corporation’s terminal . . . load 400 trucks a day! All 
stions are firmly under control of one man inside the office. 
of these Red Seals have registered over 100 million gallons, 
excellent record for sustained accuracy and low maintenance. 


Gas losses and leakages seldom leave any clues except an 
mpty cash register. Our answer has been to put ticket printing 
#405 meters on all our tank trucks,” says Y. L. Markins, Markins 

lone, Henderson, Tex. 


Neptune’s Unit Replacement 
Plan, which permits you to 
make your own on-the-spot re- 
pairs, is supplemented by 
prompt, skilled nationwide 
jobber service. Back of it all 
is a network of fully equipped 
Neptune branch offices like 
this one at Los Angeles. 








. . . » Manufacturers’ Activities 


Direct-factory sales-service 


Branch opened by York-Shipley 


A DIRECT-FACTORY branch for heating 
and power equipment sales and serv- 
ice has been opened by York-Shipley, 
Inc., at 1519 New York Ave., N.E., 
Washington, D. C. 


Frank Holland, formerly chief ap- 
plication engineer, heating and cool- 
ing division, at the company’s main 
office, York, Pa., is resident manager 
of the new branch. 


Lennox sends Dealers Manual 
on Stowaway Airconditioner 


LENNOX DEALERS throughout the 
country recently received a highly il- 
lustrated manual describing installa- 
tion of the Lennox Stowaway aircon- 
ditioner and showing the different 
types of installations to which the unit 
lends itself. 

The manual contains a number of 
practical ideas on the architectural 
treatment of attic, cupola rooftop and 
yard installation of the Stowaway to 
help dealers working with builders to 


“design” the units into the homes. 

The manual also shows how to con- 
nect Stowaway to warm-air distribu- 
tion systems in attics, crawl spaces, 
basements, furred ceilings and slab 
floors, and explains the use of a num- 
ber of new accessories that simplify 
installation. 


Wall Chart Guide to 85 Items 


of Adelta Pipe and Fittings 


A THREE-COLOR, 24” x 38” wall chart 
illustrating and describing 85 items in 
Adelta’s unit cartoned line of stand- 
ardized pipe, duct and fittings for resi- 
dential heating and cooling installa- 
tions is being distributed by Adelta 
Mfg. Co., Inc., 21st & Ellsworth St., 
Philadelphia 46, Pa., as a handy refer- 
ence guide for contractors. The chart 
contains all necessary ordering infor- 
mation on each part pictured. 


Evans named President 
of Honeywell in Canada 


W. H. EVANS has been elected presi- 
dent of Minneapolis-Honeywell Reg- 


ulator Co., Ltd. of Canada replag 
Harold W. Sweatt, who has be» 
elected board chairman. 

Evans has been general manage 
since 1941 and vice-president and gey 
eral manager since 1951. Under fy 
direction, the company has experience} 
its greatest period of growth in pp 
ductivity, employment and in capity 
investment in buildings, machinery 
and other equipment. 

Evans, who was born in Acton, 0p 
tario, the son of a railroader, has been 
associated with Canadian business [if 
since he left the University of Toronty 
He was branch secretary of the Many 
facturers Life Assurance Co. in Mon 
treal, Hamilton and Cleveland, an 
later was with Homer L. Gibson Co, 
Ltd., and Auto Electric Service Cp, 
Ltd., before joining Honeywell 
credit manager in 1931. ; 


3 Viking sales Executives 
assigned to new Positions 


INCREASED SALES of Viking Air Prot 
ucts in the Wisconsin, Illinois and &. 
Louis area and expansion of produr 











was used! 


If you've been losing sales . . 





standing Package Unit with many exclusive features . . 
everything your customers have been looking for in Healthful Heating! 


. why not get started selling this out- 


. that offers 


Wire or write today for full information! 


BETHLEHEM FOUNDRY & MACHINE COMPANY 


225 WEST SECOND STREET ° 


THE BETHLEHEM DYNA THERM 
PAYS FOR ITSELF IN 5 YEARS! 


Fuel Savings of More than 40% are Common! 


Acclaimed America's finest Oil Heat Package Unit, the Bethlehem 
DYNATHERM is truly the most efficient automatic heating plant on the 
market! It actually exceeds customers’ expectations because it gives 
them more for their money in fuel economy, convenience and comfort 
than they have ever known before, regardless of what heating system 


os 


BETHLEHEM, PENNSYLVANIA 
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eliminate guesswork! 


The world’s most popular snap-around volt- 
ammeter can be carried everywhere you go, 
strapped to your belt. It’s always ready to 
reach into hard-to-get-at places, measuring 
current and voltage accurately without inter- 
rupting service. Just snap the jaws around the 
wire — flick the switch — and measure current 
without disconnecting any wires. 


To save time on every job — use a pocket-size 
Amprobe. It’s so easy to carry. 


Get the complete hours-and-dollars-saving 
story as told in Amprobe service bulletins. 
Mail coupon today. 


AMPROBE a division of Pyramid Instrument Corp., Lynbrook, N. Y. 
world’s most popular snap-around volt-ammeter 


One million Amprobes in use today make Amprobe 
the standard snap-around tester of the industry. 
There’s an Amprobe for every job, every budget: 
from 10 amp and 250 volts to 1200 amp and 600 
volts AC; from $19.85 to $67.50. 


4 ae oh ©) = Oe ofl = 4 <8 —) = AV 8 = 11 @) 4 


Pyramid Instrument Corp., Dept. F-116, Lynbrook, N. Y. 
Please send me the Amprobe service bulletins checked below. 


© How to cut costs and © How to boost your 
land more jobs service profits 


0 Trouble-shooting 0 Electrical serving of 
electric motors hermetic units 
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eg 1p a see 

Pl SE ee ee 

i ys noe 2) SE 








. . . » Manufacturers’ Activities 


tion facilities in the southwest have 
prompted the appointment of three 











Manhole 


oped for the balance of °56 and the 


Viking sales executives to new sales F 
positions in those areas. Lon 
Malcolm F. Mackenzie, who has “—_ 
been with Viking the past 10 years, stall 
has been named account executive for com 
heating manufacturers in Wisconsin, ; 
Illinois and metropolitan St. Louis. Lev 
Named district sales manager for heat- on Mas ® sl ill met 
ing and electrical appliance distribu- : fairs : Montvale of years of practical pro 
tors in the same sales area is Clifford Missouri is William Siebenthaler, who _ perience in marketing heating and air. 7 
Woodruff, who formerly was asso’ was a sales engineer with Fairbanks conditioning equipment worked  § Pla 
ciated with Holland Furnace Co. Morse Co. before joining Viking, a the benefit of National-US. Radiator B tra 
New district sales manager for division of National-U. S, Radiator Corp. By ts — A te Bork 
Texas, Oklahoma, Kansas and eastern Corp. with headquarters at Cleveland. i ta P re pee Rom Hed 2 : 
sete gathering in Johnstown, Pa. Oil 
. ,. = gas 
FOR QUICK NING. TIGHT Airtemp holds Merchandising , 
QUICK-OPENING, TIGHT-CLOSING, POSITIVE-LOCKING MANHOLES ial Aagupsreor: 
; Meetings in 21 major Cities or 
a P e 0@.| 4 seRiEs of Fall and Winter mer § p, 
SPECIFY chandising meetings conducted by RY 
Airtemp Division, Chrysler Corp, § op 
Dayton, Ohio, in 21 major cities got B 4 
no matter underway September 24 in Chicago ta 
and Boston and were completed 
we Write the words “Manholes by | October 22 at a San Francisco meet 
builds your Philadelphia Valve”? into your ing. 
tank trucks order. These quick-opening man- In the course of the 21 meetings, 
holes are absolutely tight. They | 1900 dealers, distributors and com 
surpass every fire underwriter’s | pany area representatives attended the Bm 
; easily and quickly. They are built officials from the Dayton plant out th: 
Standard $6: eaten’ tes tonk: lined merchandising programs devel J yo 


Size 12” x 16” with Each type of manhole is simple, 
6%", 8”, or 10” fill 
opening. A slight turn 
of locking ring opens 
and closes cover. 


first quarter of °57, and discussed J ay 
current advertising and sales promo § jf, 
tion practices. 

A top meeting topic was promotion i 


strong, and foolproof. Covers are 
leakproof. Covers and plugs are of 
malleable iron or heat-treated alu- 


Self-Closing 
Manhole 


minum. No cast iron is used. 


“5-in-1” vents automatically close 


if truck upsets, and will release 


of the new low-cost home aircondi’ 
tioning system marketed by Airtemp 
this summer. 


Size 12” x 16” with 
10” fill opening. Self- 
closing, with positive 
locking device. 
Opened by raising 
lever on either side. 


under 6 lbs, pressure to prevent : th 
explosion in case of fire. Gaskets J. 5. Kaplan named President 
are easy to keep tight. of Preferred Utilities Corp. ‘; 


Philadelphia Valve manholes are | '® BOARP of Directors of Preferred 
standard with many major oil com Utilities Manufacturing Corporation, 


: New York, N. Y., have elected J. § 
panies from coast to coast. Make ; 

Kaplan president to fill the vacancy t 
ae: canna tank created by the sudden death of Rich 
trucks, too! ard S. Bohn on September 22, 1956. b 
G. W. Bohn was elected chairman of 
the board and W. H. Bohn, vice presi 
dent. Preferred Utilities, manufacture! 
of commercial and industrial steam 
boilers, oil and gas burners and sim 
lar combustion equipment, operates 
factories in Danbury, Conn., and 
Fitchburg, Mass., and branch offices 
Boston and Philadelphia. 


14” Diameter 
Self-Closing 
Manhole 


For heavy  fuel-oil 
tanks. Self-closing, 
with positive locking 
device. To open, lift 
either lock arm and 
raise cap. 


on your 


Send for catalog 170 for descrip- 
tions and engineering drawings of 
all Philadelphia Valve Company 


products. 





PHILADELPHIA VALVE COMPANY 


3413 Aramingo Avenue, Philadelphia 34, Pa. 


Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, California 
Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, California, 
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OHI board Meeting 
(Begins on page 66) 


Fred Heaney, Skaggs-Walsh, Inc., 
Long Island City, N. Y., explored 
“The combined fuel, service and in- 
stallation Cperation as a means of 
combatting competitive fuels;” 

Bill Henwood, Meenan Oil Co., 
Levittown, Pa., told of some of the 
methods his company uses to “Im- 
prove Management Procedures;” 

T.R. Loizeaux, T. R. Loizeaux Co., 
Plainfield, N. J., discussed ‘Sales 
training and organization,” particu- 
larly as it applies to a small dealership; 

Van Noy Thornhill, Charleston 
Oil Co., Charleston, S. C., had “L-P 
gas Competition” as his topic. 

During the afternoon, the consumer 
promotional film, ‘Housewarming 
Party,” was shown as were the “Noz- 
ide Operation and Servicing’ and 
“Breakthrough for Profit” film strips. 
A general discussion of dealer prob- 
lems ended the session. 


o, 
“ 


Stories of the Past 

(Begins on page 55) 
me sooner?” He said, “Well I just 
got back from a Broadway show and 
that was the reason I could not call 
you. Please see what you can do for 
me so that I can praise your product 
and keep the wife, kids, and maid 
happy.” 

Well I carried a pair of snowshoes 
in the back of my car and less than 20 
minutes later I was there; and what 
do you think I found? No fault of the 
burner, only this type of burner in 
those days operated with a trip bucket. 
You know the animal instinct; well 
this man had a Persian cat and when 
other parts of the house got cold, this 
cat would go down to the cellar and 
park his royal highness rear end under 
the trip bucket and one big batch of 
ol was saturating the base of the 
boiler, 

I find in my over 25 years of selling 
oil heat that there is only one out of 
25 men who will adopt a plan and 
tick to it. To be called an oilburner 
sales engineer, you've got to have the 
guts, have a plan, know your territory 
and know a lot of people in it. You've 
8t to have a voice that is pleasant, 





dol 


you have to have a heart that is con- 
siderate, you have to have hands to do 
things with, a brain to tell you how to 
do it and you've got to be able to select 
and illustrate certain words that will 
stay in the other guy’s cranium. 
You've got to suggest certain things 
and convince the other guy that you 
known what you are talking about. 
You have to have the absolute desire 
to be the best in your territory and 
convince your prospects and customers 
that you can do a good job because 
you can get rid of the dust, ashes, 





dirt and worry when you sell them oil- 
heating. You’ve got to explain the 
word automatic to both the Mr. and 
Mrs. and the grown-up kids, Every 
salesman should have in his sales kit, 
the ammunition to plan his work and 
work his plan and you can make a lot 
of warm friends. 

I have helped a great number of 
men from various walks of life to ac- 
complish more in profitable returns 
than I did. It is the enthusiasm and 
conscientious effort that will bring 
home the bacon. 
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SURE-FIRE 


LEADER! 


HAGO PRODUCTS 


1120 GLOBE AVE., 


MOUNTAINSIDE, N. J. 


IN CANADA — RICHARDSON, LTD., 462 GILBERT AVE., TORONTO 
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Fueloil Skull Session 
(Begins on page 63) 


features a spring solicitation, which 
changes to a summer fill solicitation 
during June, July and August. Finally, 
in September, October, November and 
December we concentrate on solicita- 
tion of new customers. All of the ad- 
vertising in one way or another fea- 
tures our Standard furnace oil with 
Sta-Clean additive, with two of our 
more successful themes stressing the 





Sheared to Size—Less Scrap 
Save Time—Cut Costs 


The right steel makes all the dif- 
ference in your oil heat combus- 
tion chambers. That’s why it pays 
to use Ingersoll heat-resisting 
stainless steel! 


It’s easy to fabricate—because it 
has exceptional forming qualities. 


It withstands high temperatures 
—because its analysis is correct. 


It’s uniform in quality—because 
Ingersoll specializes in producing 
this type of steel. 


It comes to you sheared to your 
specified blank sizes, or multiples 
thereof, depending on size—so it 
saves you time, money and scrap. 


Specify Ingersoll—and profit by 
the difference! 


Write, wire or phone for details 





STEEL DIVISION 
Borg-Warner Corporation 
310 S. Michigan Ave., Chicago 4, Hl. 


’ Plant: New Castle, Indiana 








“Warm as Toast” concept and “It’s 
a nice Day inside.” 

Our radio advertising consists of a 
regularly sponsored program and some 
spots. Seasonally products other than 
heating oil are advertised on radio and 
Tv, but a good deal of both promotion 
plugs fueloil. 

We do not maintain a fueloil sec- 
tion in the company advertising de- 
partment, but rather have a fueloil 


man regularly assigned to that depart- 


ment. 


for your 


COMBUSTION 
CHAMBERS 


"Ingersoll does not fabricate 


combustion chambers 








Group Comments: 


In a discussion of fueloil and service 
contracts, as an adjunct to oilheating 
promotion and customer relationships 
it developed that on the one hand, 
contract that has to be renewed each 
year makes a company vulnerable. This 
is particularly true when all customer 
contracts may expire at one time, thys 
enabling a “sharpshooter” to exert 
pressure in advance of the expiration 
date and “pick off” customers. 

On the other hand, though, it was 
pointed out that contract renewals do 
give the fueloil distributor an opportu. 
nity to thank the customer for his 
business and make at least one con 
tact with him each year. This is par 
ticularly important in the smaller areas 
where the personal touch is valued 
more than in the metropolitan centers. 
Also, the value of even the larger or- 
ganizations keeping in touch with cus 
tomers was conceded. 

It is particularly beneficial, as well, 
to follow-up those customers who do 
not return their contracts to find out 
the reason. Often this is the only way 
that a fueloil distributor discovers that 
a customer is dis-satisfied. 


A better Approach 


to industrial 
standby Accounts 


by 
Douglas Smith* 


IL WAS FIRST USED on the West 

Coast about 1890 for ships and 
about 1900 for 
steam atomizing 
oilburners in in- 
dustry. In 1915 
gas was discov- 
ered in Southern 
California. In the 
meantime, fueloil 
equipment was 
installed on other 
parts of the Coast 
in large buildings and hotels. It was 
not until 1919 or 1920 that we had 
our first shortage of fueloil. It was 
then that natural gas got its real start 
Available crude oil simply could n0 


fa 








*Standard Oil Co. of California, San 


Francisco, Calif. 
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replaced with new 
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Field 
replaced 


with new 











Frame 
modernized 
and 
Cadmium 
Plated 











and electrically tested. 





All Line Voltage Contacts 
replaced with new Fine Silver. 
Bakelite Spacers replaced 

when necessary, mechanically 
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rebuilt 
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Core and Coil 
Assembly 
completely 
rebuilt 












long as a new one. 


Pictured here is the step by step rebuilding 
of a General Electric Master Control, 
Model A-1F2* each step according to 
G.E. specifications. 


— but it’s there and you can see it for 
yourself by visiting Sid Harvey’s plant 
in Valley Stream. Visitors are always 


UNSEEN QUALITY - - - 
IN SID HarRvVEY’s CONTROL REBUILDING 


It’s the quality of the work that you can’t 
see that determines whether a rebuilt 
instrument will perform as well and as 


This work can’t be seen from the outside | 


welcome. 





* Also available new because of exclusive manufacturing rights, | 






































Resistor 
replaced with new 
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Cam replaced 
if not perfect 

























Armatures 
replaced 
with new 








service. 





GOOD LOOKS — TOO 
The appearance and the 
packaging of all Harvey 
Rebuilt Units is in keeping 
with the workmanship 
put into them and a com- 
pliment to your good 














GENERAL ELECTRIC 


Master Control 
s CR7865Al1F2 
‘ 115 Volts 
60 Cycle 
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NOW 46 SID HARVEY STORES TO SERVE YOU 
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Modernized 
and 
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keep up with the demand for residual 
fueloil. 

Our biggest gas deposit came in 
about 1929 and was brought into San 
Francisco about that same year 
through a 26” pipeline. By this time 
early oilburners were obsolete and the 
utility pretty much took over space 
heating and industrial uses. On the 
firm commercial rate they offered they 
took out oilburners in apartment 
houses and hotels and literally dumped 
them in the ocean. The big user, in- 
cluding the larger hotels, went on 





Quality 
Sump 
Pump: 
Model 
G-200. 





stand-by rates of 10¢ to 12¢ a thou- 
sand cubic feet. In Southern Cali- 
fornia the utilities took on industry 
customers without stand-by facilities, 
but in order to get the interruptible 
rate in San Francisco, there had to be 
stand-by equipment available. 

In 1937 and 1938 residual fueloil 
was in short supply in Southern Cali- 
fornia and natural gas expanded still 
further. But natural gas really built 
up its load during World War 1 to 
the extent of developing new fields 
and pipelines. 





Known und Used 
the 


World Over! 














18 Different Oil 
Burner Mode!s 
50 to 40.0 Gph. 


Approved by Underwriters 
Laboratories, Inc. 


Commercial Standard 
CS-75 
CSA Approved 







Mi Model TB 
.75 to 3.0 Gph. 


One-Piece Cast 
Aluminum Housing 








Representatives and Distributors: Some Exclusive 
Territories are Still Available—Contact us NOW! 


Model BS 


.75 to 10.0 Gph. 





Solenoid Shut-Off 
One-Piece Cast 
Aluminum Housing 
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In 1955 we had 22 million barrel 
of storage for fueloil. By the Fall of 
1955 we found ourselves in the yp. 
fortunate position of having liquidated 
our inventories to minimum Operating 
levels when the utility began shutting 
off gas. Two-thirds of the gas used 
today comes from outside the state— 
from Utah and Texas—and the in. 
creased demand on the part of indus 
try, plus colder weather, resulted ip 
the necessity for shutting down large 
industrial users for varying periods 
from a week to a month. 


Large Order 


During this time a cement firm, cut 
off for two weeks, demanded 1,000 
bbls. a day from us on the basis that 
we were their supplier because we had 
taken care of them for ten years when 
small quantities of residual fueloil had 
been required. This situation actually 
applied to all the oil suppliers and 
there just wasn’t any extra product 
left to take care of stand-by accounts. 
These customers really were in bad 
shape. 

Oregon, Idaho and Washington are 
scheduled to get natural gas this year. 
There are many industries up there 
which already have inquired about 
changing over their oilburners to nat: 
ural gas and we can see a similar situ 
ation in the making. Stand-by accounts 
will be able to buy gas at about 32//¢ 
a thousand, equivalent to $2 a barrel 
oil. Posted price for oil currently is 
$2.40 a barrel. 

In an effort to offset and perhaps 
eliminate the difficulties we have et 
countered with stand-by gas accounts, 
we have drawn up and are using now 
a policy under which we will negotiate 
with customers for stand-by fueloil, if 
the customer will agree to purchase 
from us a minimum of 66-2/3% of his 
estimated stand-by requirement. If he 
does, we then will agree to furnish the 
customer 100% of his estimated te 
quirement, delivered, in pre-deter 
mined monthly quantities. 

Such an annual contract guarantees 
supply, with an agreement to furnish 
emergency needs at market price and 
subject to availability. 

West Coast demand for and avail 
ability 6f residual fueloil will be oa 
the increase since business activity # 
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the area is expected to rise. Certainly 
population growth will influence the 
increased demand also and natural gas 
will exert some influence to the point 
where demand for residual fueloil 
probably will be less than increases 
expected for other petroleum prod- 
ucts. 

However, the outlook is for mark- 
edly increased demands for residual 
fueloil, principally due to expansion in 
use by industry and utilities and an- 
ticipated replacement of diesel fuel. 
The outlook also contains indications 
of possibly some tightness of supply 
after 1960. 





Group Comments: 


We have experienced a great deal 
of trouble with the estimated require- 
ments of stand-by fueloil accounts. 
We've always made it a point to em- 
phasize to the customer the hazards 
of going to natural gas, unless “they 
have all the bases covered.” We've 
also told them we will not sign a 
stand-by contract, explaining to the 
customer that if he goes to natural gas 


him on a spot basis at current prices 
and if we have it available. There will 
be exceptions, of course, but we are 
not going to take on an exorbitant 
load which we will be obligated to sell 
on short notice or which will be con- 
centrated within a few weeks time. 
I feel the decision rests almost com- 
pletely on the supply situation of a 
particular company and for our part, 


Should liquefied petroleum Gas 
be sold by the fueloil Distributor? 


by 
J. L. Minner* 


on OIL COMPANY has had its LPG 
and fueloil sales departments to- 
gether for four or . 
five years on the 
West Coast and 
just recently com- 
bined the two de- 
partments in the 
East. Shell, by the 
way, is entirely in 
the bulk. business. 








we're appraising each account individ- 
ually. 

There is some talk of the utilities 
going into the heavy fueloil business, 
but, it’s well to remember, that in a 
sense we are playing into their hands 
if we guarantee industrial accounts 
who switch over to natural gas that 
we will supply their stand-by fuel, 
when, as or if they need it. 






























In the April 1954 issue of FUEL- 
om. & Om Heat appeared a story 
on the Charleston Oil Co. and Sea- 
board Gas Co., Charleston, S. C. Both 
are owned and operated by T. W. 
Thornhill, with one company selling 
fueloil, the other LP gas. Thornhill 
started selling LP gas in 1947 and to- 
day his volume has grown to 2,000 
accounts. He does not operate a typi- 
cal bottled gas business; instead all of 
his customers are bulk customers. In 
this particular instance, the same com- 





*Shell Oil Co., New York, N. Y. 




















6 PIECE ASSEMBLY 
SAVES YOU TIME! 


Get more jobs done, increase 
your profits, install NU STAND. 
ARD KOLBKAST COMBUS. 
TION CHAMBERS. Six piece 
tongue-and-groove assembly fits 
easily, quickly, snugly. This top 
quality chamber comes in five 
standard sizes to meet all your 
job requirements. Write for de- 

























and needs fueloil, we will sell it to 
KOLB REFRACTORIES CO. “wccurejecksoet* 
IGNITION TRANSFORMERS 
REBUILDING col 
AND 
EXCHANGE SERVICE 
FOR 
REPLACEMENTS 


Burned Out Transformers Purchaseo 


TRANSFORMER COMPANY, _ INC. 
E 326-330 E. 35th St., New York 16, N.Y. 


Dependable Service Since 1937 


Mode! 0-1 
(Baseboard) 


(Out-of-Wall Type) 


and grilles. 














MODEL R — High Velocity, High 
Efficiency Return Air Grille. __ 
89% Free Area. Any Size Desired. 






Diffuser Register 
Also Model D-2 (Wall 
fype) and Model D-3 


Besides Diffuser Type registers the National 
Line includes all types and sizes of registers 





3169 East 80th Street Cleveland 4, Ohio 













(Whistleproof) 























Write for Catalog. 









GRILLE ANo 
REGISTER co. 
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pany—or at least subsidiary compa- 
nies run by virtually the same per- 
sonnel—is handling fueloil and LP gas 
efficiently. 

Some of the apparent advantages 
of this kind of a set-up are the fact 
that such a company can serve so many 
more families and they become loyal 
customers. Perhaps of more interest to 
the fueloil distributor is the fact that 
often it is possible to sell oilheating to 
the better homes who are using LPG 
and continue to sell them gas for cook- 
ing and water heating, for example. 















It works the other way around, also, 
but, in effect, such an organization 
eventually can become a fuel depart- 
ment store. 

Essentially, though, it is well to re- 
member that the LP gas business is a 
rural business, with very little poten- 
tial in the metropolitan areas. How 
many of this type of fueloil distribu- 
tor do we have? Not many, I think 
you'll find. 

What I believe you'll discover is the 
fueloil distributor in the small town 
who handles the farm trade nearly 

















































in oil burners, tanks and lines. 


e Removes water and sludge 
Prevents rust, corrosion 

Keeps burners and tanks clean 
Saves fuel and servicing 























..a good PRODUCT for your customers 


FUEL-TRON really works . . . be- 


cause it removes the cause of trouble 





FUEL-TRON: . 


the amazing new product that 


REMOVES the CAUSE of —_| 
FUEL OIL TROUBLES ee ry 






NEW... IMPROVED 








‘ CHECK 
“a YOUR COST AND YOUR PROFIT 
Mectolo)o Mm) feo) oh Mm size ToCose —LIST Desler —Dusler 
Price cost + PRON | 
forthe dealer! dg 24 1.19 ec. 17.14 11.42 
ce  sGel.. 6 65000. 23.40 15.60 


pLUus 


FREE LOCAL ADVERTISING 


of dealer's own choice! 


| @ ee THIS CERTIFICATE, WORTH $1.50 
in advertising, is packed with every case of 
FUEL-TRON. Dealer may use it in either 
individual ads, or in combination with other 
items in his regular local advertising. 
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Manufactured by 


RADIATOR SPECIALTY CO. 
1700 Dowd Road « Charlotte, N.C. 


In Conada: Radiator Specialty Co. ltd., Toronto 
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always is the oil jobber who handle, 
all petroleum products, except LP gas 
He is in the gasoline business, primar 
ily. 

If you assume this to be ¢ 
then the question is this: “Should the 
gasoline jobber, who handles fueloj 
expand his operation to include Lpg?” 
I think the answer is, ““No.” 


Jobbers lack Capital 


The principal reason for this answer 
is that the average oil jobber of this 
type suffers from a lack of capital; a 
the present time many of them are not 
properly financed and suppliers are 
assisting some in various ways to raise 
capital. But, this effort is intended pri 
marily to stimulate gasoline sales, 

As a result, I can’t see too much 
supplier interest to get the gasoline 
jobber into the LP gas business becaug 
of capital requirements. Out of 80) 
jobbers east of the Rockies who quali 
fy, we have but five or six who handk 
LP gas. We have a great many straight 
fueloil distributors, but they are mos: 
ly in the metropolitan markets wher 
the LPG potential does not exist. 

The LP gas business is too highly 
specialized for the average small time 
distributor. They fail because: 

Normally, they try to sell LP gas 
as a side line. They do not allow sufir 
cient capital and lack proper merchar 
dising experience. The sale of stoves 
and other appliances is deemed : 
necessity in the LP gas business. 

In summary, any distributor in the 
LP gas business must be financed ade 
quately so that proper handling equip 
ment can be installed and extensiv 
merchandising undertaken; he mus 
know how to sell consumer appliances; 
he must be sure that he has a legitr 
mate market for LP gas and stick ® 
the business as a “long pull” propos’ 
tion. 


Group Comments: 


Lp gas business is similar to fuel 
because volume is built through th 
sale of equipment to the custome 
Admittedly, the distributor should # 
aside about $50,000 to get started i 
the business. Then, it’s a seasonal but 
ness, with some summer load t0# 
greater degree than fueloil. Final 
there is service involved so that # 
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ELECTRODES 
GASKETS 


SHAFT SEALS 
ACCESSORIES 


HYDROVALVE’S precision 


manufactured service 
guarantee top 
performance, quick 


installation and elimination 


of costly call-backs. 


HYDROVALVE’S 
engineering leadershi 


also brings you time-saving 
tools to speed service calls 


and save you money. 


For your FREE 


HYDROVALVE Catalog of 
engineered replacement 
parts, shown actual size, 


write today to: 


FUEL UNIT PARTS 
SERVICE TOOLS 









parts 


p 


HYDROVALVE CO. 


1319 Utica Ave., Brook 


lyn 3, N. Y., BUckminster 4-1330 


















Model 012 © 






" Model 013 





OIL BURNER IGNITION 
TRANSFORMERS FOR ALL 


TIMKEN BURNERS 


Manufactured exclusively for 
us and guaranteed by 


JEFFERSON ELECTRIC CO. 


Mounting Brackets included at no extra cost 
ORDER DIRECT LIST PRICE 


GIVING BURN 
MODEL NO. on ONLY SPQSS 


SEND FOR é 
LET Model 014—$26.50 


COMP 
INFORMATION. Liberal Dealer 
Discounts 


More for your Money in 


MORYSVILLE 


= <5 Morysville U-2 for 46, % 
ee or I ton chassis 












BEST BODY - BEST BUY 


@14 and 16 ga. Body Steel (14 ga. © Full-length Hinges with Brass Pins 
throughout for models rated 1 ton @Solidly Framed Doors and Panels 









up—19 ga. doors) © Recessed, Spring-loaded ‘Latches 
@12 ga. Diamond Floor Plate with Individual Locks or Master 
®Heavy U-Channel Understructure Locking Device 
®Electric Welded throughout ® Fendix Undercoating (No Extra 






®Telescoping Roof and Hinged Gate Charge) 
IMMEDIATE DELIVERY ¢ Distributors in Principal Cities 
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SERVICE and SUPPLY CO. 
914 W. Wisconsin Ave. 
Appleton, Wisconsin 
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See Page 133 
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HEATING SALESMEN 
ATTENTION 


We want top men capable of earning $20,000 
per year. The product we offer is a complete 
line of warm air furnaces with patented fea- 
tures so unusual that every dealer in your 
area will give you his attention. You will work 
directly for the factory with no sidelines in- 
volved, complete control of your area of one 
or two states. National consumer and trade 
advertising leads furnished within your area. 
No house accounts. The finest opportunity in 
the heating industry to become more than a 
jobber salesman or manufacturers representa- 
tive ona limited future basis. Territories avail- 
able west of New York State and South of 
Pennsylvania. Send complete resume of ex- 
perience with recent photograph. All replies 
confidential. Write Box #1344 c/o FUEL OIL 
& OIL HEAT, 2 W. 45th ST., NEW YORK 36, 
N. Y. 
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ways the operation parallels 
toil, and, as in the case of the sum- 
ner load, augments it. 


The jobber who handles fueloil and 
LP gas is the exception rather than the 
rule on the West Coast. One Port- 
land, Ore., company is successful with 
a combined operation, but the com- 
pany goes after all types of LP gas 
business, including large industrial ap- 
plications. To be successful, a distribu- 
tor needs a lot of capital, as evidenced 
by the fact that a number of small 
fueloil companies got started in LP gas 
and eventually had to sell out to larger 
companies. 

Very few big fueloil distributors in 
the Middle West have storage for LP 
gas. As a matter of fact, we have tried 
to interest some of them to add LPG, 
but have little or no success. Our typi- 
cal outlet sells just LP gas. 


We would not encourage anybody 
handling LPG to concentrate on the 
development of the heating load for 
LPG. 


We are thinking of encouraging 
fueloil dealers to add LP gas to round 
out their business, not merely to round 
out the line throughout the year. 

Heating load with LPG, particularly 
in the cold areas, requires too much 
storage and transportation to make it 
worth while. 

Sinclair has concluded that at the 
service station there is not sufficient 
volume, but we are convinced that 
petroleum distributors should get into 
the LP gas business, because: 

1. In most cases, his farm market is 
dwindling and, 

? He wll he able to add the dis- 
tribution of anhydrous ammonia to his 
lie, since it requires the same equip- 
ment used for LP gas. 

Don’t sell the LP gas business short 
as far as the petroleum distributor is 
concerned. 

eo 


Paul S. Nix, Tampa, Fla., has been 
appointed direct factory representative 
for Boston Machine Works Co., Lynn, 
Mass. 





New York, Bermuda Holiday 


for Airtemp’s star Salesmen 







AN EXPENSE-PAID Bermuda holiday, 
preluded by a festive evening in New 
York, was the prize awarded 18 sta 
distributor retail salesmen from vari 
our sections of the country for being 
tops in a special sales contest sponsored 
by the Airtemp Division, Chrysler 
Corp. 

Accompanied by their wives, the 
star salesmen met in New York Sep 
tember 27 where they were feted by 
Airtemp officials, flew to Bermuda the 
next day and returned October 2 after 
four days of cruises, tours, beach par: 
ties and games. 


National-U. S. Radiator move; 
its Washington, D. C., Office 


PROMPTED by a need for more space, 
National-U. S. Radiator Corporation 
has moved its Washington, D. C, 
branch sales office and warehouse from 
4034 Georgia Avenue, N.W., to 6310 
Chillum Place, n.w. H. W. Rush 


is manager of the branch. 



















STOPS PRESENT & FUTURE LEAKS 


STONE LINER 


A Product proven 
by HUNDREDS of 
Dealers in THOU- 
SANDS of oil tanks. 


FOR 
LESS THAN 
1/3 OF THE 
COST OF A 
NEW TANK 


Guaranteed to be 
at least twice as 


good as a new tank. 


Mc GILLIS STONE BASE O/L TANK LINER 








Available Only Thru Instructing Distributors 
WRITE TODAY for the name of our 


Distributor Nearest You 


Exclusive General Distributor 


L. JAMES DEWOLFE 


73 Prescott St., Reading, Mass. 


L give my customers 








the BEST! 















BO 
but o 





Every burner 
erned by the 











No 


for a PARTICULAR BURNER 


HOLLOW SPRAY 


an Apthorp Hollow Spray or Solid Spray Nozzle 
will mate best with this air pattern. By use of 
the right type, CO, will increase from 2% to 4%: 
WRITE FOR COMPLETE NOZZLE BULLETIN 


BOSTON MACHINE WORKS COMPANY 
Oil Heafing Supplies Division, 7-17 Willow St., Lynn, Mass. 
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SOLID SPRAY 


has a certain air pattern that is gov- 
design of its particular head. Either 
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QUICKLY. ..EASILY... | 
AND ECONOMICALLY 
CONVERT YOUR “PICK-UP” 
TO A MODERN SERVICE TRUCK! 


Mount Stahl Utility Side Boxes on any make or 
model of pick-up truck. All-steel, welded, furnished 
complete with mounting brackets, bolts and in- 
structions. Keep your tools dry, safe, organized. 
Thousands of pairs in use. Write today 

for Literature and Name 
of Nearest Distributor. | 
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If I used fuel oil meter tickets, 
I'd order from Cromwell for 2 
color printing and the fastest 
delivery in the industry. 


Send for FREE catalog 


C.. CROMWELL PRINTERY 


in CORPORATE D 


CHURCH At BLEECKER ALBANY 1, NY, 





























NEW YORK TECH 


America’s Foremost School . . . Famous for teaching 


OIL BURNER 


INSTALLATION AND SERVICING 
Also Courses in: REFRIGERATION & AIR CONDITIONING 





November classes now forming 


Remember NEW YORK TECH whether you have 


MEN TO TRAIN, or 
NEED TRAINED SERVICEMEN 


cau or writeNEW YORK TECHNICAL INSTITUTE est. 1970 


A Division of N.Y. Institute of Technology 
A non-profit educational institution 

















500 Pacific St., Brooklyn, N.Y. @ MA 5-6220 
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the Good Old Days ? 
HAPPY DAYS 


“Quits,” the ‘Expert’ said and sighed 
As he kicked a stack of bills. 
“I know I’m nuts to even try 


“To cure my heating ills. 


He tried a little ‘Clean Right’ and 






At last he is a braggin’. 

















sure of heating efficiency, use 


“CLEAN RIGHT” SOOT REMOVER 


NON-CORROSIVE NON-EXPLOSIVE 
LEAVES NO RESIDUE 


Always look for the broom on the package. 
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TONGUE & GROOVE 


LITE-CAST |i 
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QUICK HEAT Wo) (emai a- . 
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MONOGRAM has eee FLOOR & WALLS 
137 Standard Designs and ° 
3 sizes of LITE-CAST Insulating | PRE-CAST FLOOR 
3 Refractory Combustion Cham- ° 
é bers for ALL Boilers and} AIR SPACE 
v Furnaces. BENEATH FLOOR 
z .15 TO 12 GALLONS PER HOUR 
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MONOGRAM PRODUCTS CO., INC. 


731 NORTH 35th STREET, PHILADELPHIA 4 PA 
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See Page 133 


. . « « Fueloil Skull Session 


many ways the operation parallels 
fueloil, and, as in the case of the sum- 
mer load, augments it. 


The jobber who handles fueloil and 
LP gas is the exception rather than the 
rule on the West Coast. One Port- 
land, Ore., company is successful with 
a combined operation, but the com- 
pany goes after all types of LP gas 
business, including large industrial ap- 
plications. To be successful, a distribu- 
tor needs a lot of capital, as evidenced 
by the fact that a number of small 
fueloil companies got started in LP gas 
and eventually had to sell out to larger 
companies. 

Very few big fueloil distributors in 
the Middle West have storage for LP 
gas. As a matter of fact, we have tried 
to interest some of them to add LPG, 
but have little or no success. Our typi- 
cal outlet sells just LP gas. 


We would not encourage anybody 
handling LPG to concentrate on the 
development of the heating load for 
LPG. 


We are thinking of encouraging 
fueloil dealers to add LP gas to round 
out their business, not merely to round 
out the line throughout the year. 


Heating load with LPG, particularly 
in the cold areas, requires too much 
storage and transportation to make it 
worth while. 

Sinclair has concluded that at the 
service station there is not sufficient 
volume, but we are convinced that 
petroleum distributors should get into 
the LP gas business, because: 

1. In most cases, his farm market is 
dwindling and, 

7? He wr'll be able to add the dis- 
tribution of anhydrous ammonia to his 
lime, since it requires the same equip- 
ment used for LP gas. 

Don’t sell the LP gas business short 
as far as the petroleum distributor is 
concerned. 

So 


Paul S. Nix, Tampa, Fla., has been 
appointed direct factory representative 
for Boston Machine Works Co., Lynn, 
Mass. 


New York, Bermuda Holiday 


for Airtemp’s star Salesmen 


AN EXPENSE-PAID Bermuda holiday 
preluded by a festive evening in New 
York, was the prize awarded 18 sta 
distributor retail salesmen from var} 
our sections of the country for being 
tops in a special sales contest sponsored 
by the Airtemp Division, Chrysler 
Corp. 

Accompanied by their wives, the 
star salesmen met in New York Sep. 
tember 27 where they were feted by 
Airtemp officials, flew to Bermuda the 
next day and returned October 2 after 
four days of cruises, tours, beach par: 
ties and games. 


National-U. S. Radiator move 


its Washington, D. C., Office 


PROMPTED by a need for more space, 
National-U. S. Radiator Corporation 
has moved its Washington, D. C, 
branch sales office and warehouse from 
4034 Georgia Avenue, N.W., to 6310 
Chillum Place, n.w. H. W. Rush 


is manager of the branch. 





Me GILLIS STONE BASE O/L TANK LINER 


A 


STOPS PRESENT & FUTURE LEAKS 


STONE LINER 


A Product proven 
by HUNDREDS of 
Dealers in THOU- 
SANDS of oil tanks. 


FOR 
LESS THAN 
1/3 OF THE 
COST OF A 
NEW TANK 


Guaranteed to be 
at least twice as 


good as a new tank. 


Available Only Thru Instructing Distributors 
WRITE TODAY for the name of our 


manpen Distributor Nearest You 


Exclusive General Distributor 


L. JAMES DEWOLFE 


73 Prescott St., Reading, Mass. 


Ll give my customers 
the BEST/ 

















APTHORP TRUE ALIGNMENT 


NOZZLES 
BOTH ARE PERFECT —— 


but one may be BETTER 
for a PARTICULAR BURNER 


than the other 


HOLLOW SPRAY 
Every burner has a certain air pattern that is gov 
erned by the design of its particular head. Either 
an Apthorp Hollow Spray or Solid Spray Nozzle 
will mate best with this air pattern. By use of 
the right type, CO, will increase from 2% to 4%. 

WRITE FOR COMPLETE NOZZLE BULLETIN 


BOSTON MACHINE WORKS COMPANY 
Oil Heafing Supplies Division, 7-17 Willow St., Lynn Mass 
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QUICKLY. ..EASILY... 


AND ECONOMICALLY ¥ 
CONVERT YOUR “PICK-UP” 
TO A MODERN SERVICE TRUCK! 


Mount Stahl Utility Side Boxes on any make or 
model of pick-up truck. All-steel, welded, furnished 
complete with mounting brackets, bolts and in- 
structions. Keep your tools dry, safe, organized. 
Thousands of pairs in use. Write today 

for Literature and Name 
of Nearest Distributor. 


STAHL— BUILDER OF 
UTILITY BODIES FOR 




















METAL Pk 


. 140th ST., CLEVEL 


THE NATION’S BEST- 
KNOWN UTILITIES. 








If I used fuel oil meter tickets, 
I'd order from Cromwell for 2 
color printing and the fastest 
delivery in the industry. 


Y=) sXe Mb Co) ae 0-9 Solel col lola 


C. CROMWELL PRINTERY 
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NEW YORK TECH 


America’s Foremost School . . . Famous for teaching 


OIL BURNER 


INSTALLATION AND SERVICING 
Also Courses in: REFRIGERATION & AIR CONDITIONING 








November classes now forming 


Remember NEW YORK TECH whether you have 


MEN TO TRAIN, or 
NEED TRAINED SERVICEMEN 


can or weiteNEW YORK TECHNICAL INSTITUTE est. 1970 


A Division of N.Y. Institute of Technology 
A non-profit educational institution 














500 Pacific St., Brooklyn, N.Y. @ MA 5-6220 
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the Good Old Days? 
HAPPY DAYS 


“Quits,” 






the ‘Expert’ said and sighed 
As he kicked a stack of bills. 










“I know I’m nuts to even try 

































“To cure my heating ills. 





He tried a little ‘Clean Right’ and 


At last he is a braggin’. 





“CLEAN RIGHT” SOOT REMOVER 


NON-CORROSIVE NON-EXPLOSIVE 
LEAVES NO RESIDUE 


Always look for the broom on the package. 


MILLER PRODUCT CO. 


3046 CEDARS A . AN N f M 
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MONOGRAM PRODUCTS CO. INC. 


731) NORTH 35 STR PHILADELPHIA 4 PA 
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See Page 133 










and this would result in a still greater 
reduction in stack temperature. 

The preceding third and fourth 
points resulted in a reduction of the 
actual stack temperature reading from 
685°F. to 430°F. The 430°F. reading 
was obtained after the dealer, having 
learned 7.5 gph was a high enough 
firing rate for the installation, reduced 
the firebox size to match the 7.5 gph 
firing rate, and installed combustion- 
space and flue-travel baffles. 

How this was installed, designed, 
and tested for practicability (concen- 


Fireboxes and Combustion 
(Begins on page 52) 






the burner was stopped 19 times by its 

pressure control. Steady operation of 

the burner, instead of this, would in 
¢ itself again save much oil. 

3. The lower firing rate would re- 
sult in a considerable reduction in 
stack temperature, thus would increase 
efficiency and save oil. 

4. Fired at the reduced rate, the 
boiler could be fitted with the kind of 
combustion-space and flue-travel baf- 
fles the dealer had mentioned earlier, 











































Sinclair Research Laboratories—9 buildings 
and 39 acres at Harvey, Illinois—constantly 
improve present products,develop new ones. 


RESEARCH HELPS KEEP SINCLAIR FUEL 
OIL DISTRIBUTORS AHEAD...PROFITABLY 


Distributors who sell Sinclair Fuel Oil profit more because 
continuous research makes Sinclair Fuel Oil a better product. 


For example, ingredient RD-119®, discovered at Harvey, 

helps make Sinclair Fuel Oil an exceptionally clean-burning, high 
quality product. Result — service calls are cut to a minimum, 
consumer good will is increased. 


Another advantage enjoyed by Sinclair Distributors is strong 
advertising that consistently promotes Sinclair Fuel Oil. 
And Sinclair’s vast production and storage facilities assure 
Sinclair Distributors a continuous source of supply. 


Build a better business for yourself with Sinclair Fuel Oil 
containing RD-119. Write now to: Sinclair Refining Company, 
600 Fifth Avenue, New York 20, N. Y. 


SINCLAIR FUEL OIL with rp-119° 
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trating on plenty of over-fire draft) 
can be an article in itself. Briefly, how. 
ever, the dealer increased the height of 
the rear wall of the firebox, extend. 
ing it to within 10” of the crownsheet 
of the boiler. Behind this wall (having 
plenty of room for this now with the 
firebox shortened to 7.5 gph size), 
he installed a down-draft wall made 
of firebrick. This improved combus 
tion to the degree of permitting ad 
justment for 12!/7% COx, instead of 
the original 114%4'% CO2—smoke still 
on the same basis of #3 on the Shell 
Bacharach scale. 

Fired at the reduced rate, the heat 
ing system did work out to need four 
steam-main quick-vents which it did 
not have earlier. Also, several tenants 
complained, as could be expected, that 
their radiators did not heat as quickly 
mornings as they had in the past. Their 
complaints were ended speedily and 
completely by equipping each slow 
heating radiator with two, instead of 
one, modern radiator vent valves. One 
radiator, in fact, was fitted with three 
radiator vent valves. It became the 
fastest radiator to heat in the entire 
building, which pleased greatly the 
fussiest tenant, which it served. 

Carefully checked for one year, the 
fuel consumption of this building 
worked out to be close to 35'% lower 
than it had been earlier. 


“My big mistake .. .” 


“My big mistake,” the burner dealer 
concluded after the job was perform 
ing to the great satisfaction of its own 
er, “lay in offering and installing 4 
boiler rated for a maximum firing rate 
of 15 gph. I should have sold a boiler 
rated for 7.5 gph maximum firing rate, 
and planned to keep it running most 
the time on coldest days.” 

I argued he was wrong, saying, “No, 
if you had offered the owner a small 
boiler rated 7.5 gph input, he would 
not have bought it, because all the 
other contractors bidding the job were 
offering bigger boilers as large as the 
boiler you actually installed. 

“Your big mistake lay in installing 
a boiler actually greatly oversize for 
the job, then firing it as though it wa 
heavily loaded—as though it carried 
twice the load connected to it.” 

Figure firing rates any way you like 
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Low Cost COLE-SEWELL 


DRAFT CONTROLS 


Outlast, Outperform Others 










Guaroinc 


MEATING COSTS 


24 HOURS A DAY 


DRAFT GOVERNOR 


A simple, positive, easy to install, 
fully automatic and approved 
control for oil burners. Permits no 
loss of heated air from building. 
No excessive cooling of chimney. 
Seven domestic sizes from 6” to 
12” . . . Both square and round 
industrial models in all sizes. 













DRAFT KOREKTOR 


Long famous for fuel economy with 
domestic space heaters. Close fitting 
counterbalanced blade prevents leak- 
age and stays closed until draft 


















Here is the quick new way to stop oil leaks instantly. 


Just rub OYLTITE-STIK into the leak and it’s sealed. Doesn't reaches ideal minimum. Sensitive, fin- 
become brittle; is not affected by heat or cold; withstands normal ger-fip peer adjustment. Many other 
vibration. On every job, every service call, take OYLTITE-STIK important features. Domestic models 


in 4” —5” 6" sizes. ; ' 
along. See your jobber, or write us for full information. re ae: ac Sc acaiacitss tdt 


ASK YOUR JOBBER OR WRITE 


COLE-SEWELL ENGINEERING CO. 


2288 UNIVERSITY AVE., ST. PAUL 14, MINN 










3086 W. Carroll Ave., Chicago 12, Ill. 

















it's 
e: . Exclusive! 


Removable \/ ALL 
Coil Copper 


TANKLESS HEATER 
Defies Comparison--At ANY Price! 


® Can be installed either vertical or hori- 
zontal 

© REMOVABLE feature permits re-use of 
shell or coils 

® ideal for hard-water areas 
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KEK-CLEANED ‘BOILERS 
LAST LONGER 
GIVE EVEN HEAT 

WITH LESS FUEL 


STEAM te AVOID 
FASTER AIR LOCK 


Peed. wtucan 
YO NEW JERSEY 


; ‘ Positive! Tamperproof! 
Every ELECTROL Burner installed is an 

INVESTMENT in a GOOD, SOUND FUTURE AQUALOK 

; | The SURE way to stop 

nuisance calls! 


© Simple to install, 
slips on. 




































Our 50th Anniversary 


KAM WATER HEATER MFG. CO. INC. 
239-249 Alabama Ave., Brooklyn 7, N. Y. 

































For the discriminating fuel oil dealer - - 
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Insure your future oil business. 
Guarantee customer satisfaction 
with such features as: 


* POSITIVE oil cut-off AT NOZZLE 
* SMOOTH, SILENT—SHUT-DOWN—No rumble 
* OIL FILTER STANDARD EQUIPMENT 


Ports and parts catalogs available for all/™ 
Electrol models, regardless of age. 


Exclusive 
dealership territories available. 


ELECTROL BURNER MANUFACTURING Co., Inc., Rutherford, N.J. 


Fricloil & 127 
liters 


PATE 


© No tools necessary. Gy 


© Fits old and new 
Aquastats. 
Sold through your local jobber 


THERMOLOK MFG. CO. INC. 
541 ROGERS AVE. BROOKLYN 25, N. Y. 
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but when you are in trouble because 
of high oil-bill complaints, use the 
ideas in this article to make certain the 
burner is not wasting oil in a wholesale 
fashion by running few, instead of 
many, hours on coldest days. 

Modification of the idea of keeping 
a burner running many hours per day 
is needed for certain installations, of 
course, as was covered in detail in the 
second article in this series, which ap- 
peared in the September issue of 
FUELOIL @ Ort Heat. 










MARLOW 
VERTICAL 
PUMPS 


For efficient handling of volatile 
fluids. Always dependable -- 

on suction lifts, for underground 

or overhead storage, for fueling 
and transfer service. Easy to install. 
Capacities, 5 to 120 gals. per 
minute. Consult us now about your 
plant or truck equipment problems, 
or write for catalog. 


Get dependable SERVICE 


RENICK & MAHONEY, Inc. 


380 Second Ave. (at 22nd St.) 
New York 10, N. Y. 


Complete Equipment 
SEAVICE for the Oil Trade 
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Stack temperatures should not be 
ridiculously low as the result of light 
firing of greatly oversize furnaces and 
boilers. The certain minimum gph fir- 
ing rate suitable for powering a tank- 
less water heater, which some experts 
say is 1.35 gph, is much higher than 
the gph rate that will heat many small, 
well insulated homes. The lowest fir- 
ing rates practical for pressure-atomiz- 
ing burners are higher than needed for 
proper heating of smallest, insulated 
homes. 

To figure most accurately the gph 
firing rate needed for any furnace or 
boiler and the heating load connected 
to it, use the Btu method. 

First find the gross load on the fur- 
nace or boiler, by adding a suitable 
piping and pick-up allowance to the 


net load. Net loads and gross loads_ 


are figured, of course, in terms of Btu 
per hour. 

The piping and pick-up of many 
modern systems runs as low as 10% 
to 15%. For old steam plants having 
long steam mains lacking insulating, it 
may run as high as 40%. Education, 
judgment, experience, and help from 
good textbooks is what you need to 
gage piping and pick-up allowances 
closely. 

Gage them wrongly, and your 
gph rate, and hours of burner opera- 
tion per day and per year on big jobs, 
wind up wrong. 

Having decided the gross load on the 
furnace or boiler in terms of Btu per 
hour, divide this by the available Btu 
per hour that results from firing oil at 
a 1.0 gph rate. 

If you figure, for example, that fuel- 
oil containing 140,000 Btu per gallon 
will be fired at overall efficiency of 


709%, then each gph fired gives 98,000 
available Btu per hour. 

Certain engineers settle simply most 
of their problems related to modern 
forced-air heating plants, or modern 
forced-circulation hot-water systems, 

First, they add 20% piping and 
pick-up allowance to the net Btu per 
hour heating loads of the systems. 

Second, they divide by 100,000 Btu 
per hour, the approximate available 
heat from one gallon of light oil per 
hour, fired at about 70% efficiency. 














FUEL OIL DEALERS 





riangle 
is NOW 


offering their latest line of Qual- 
ity Built Truck Tanks with the fol- 
lowing exclusive features: 

% Double Bottom Shells 
% Die-Formed Bucket Boxes 
% Fabricated Steel Tubing 
* Life-Time Guarantee 


% Victaulic Installations for 
Serviceability 


* Compactness 


WRITE, WIRE or PHONE COLLECT 
for further information 


TRIANGLE TANK DIVISION Inc. 
245 Russell Street 


Brooklyn 22, New York 
EVergreen 9-5030 
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No. 6 Oil high vacuum 


Troubles 
(Begins on page 72) 


An improvement in any of the three 
readings resulted in improvements in 
the other two readings. 

Finally the suction-line vacuum 
dropped to 8”, while the two ther- 
mometers continued reading the 
125°F. and 170°F. indicated above. 
I decided to throw the burner over to 
control by its outside-temperature con- 
trol system. The outside temperature 
was about 20°F., therefore the burner 








ESTABLISHED 
1887 








Available in 5 sizes for proper venting and balancing of each 
radiator, and two sizes for venting mains. There is a Gorton Valve 
that’s just right for every radiator. 


Ask your wholesaler. 


GORTON HEATING CORP., CRANFORD, W. |. 








would run at least 20 or 25 minutes 
out of every hour. 

In six hours, entering the boiler 
room and finding the burner running, 
we saw readings that nearly broke our 
hearts! Thermometer #1 showed the 
incoming oil temperature down to 
98°Fr.; highest reading, when we'd left 
six hours earlier, had been 125°F. The 
suction line had cooled off! Thermom- 
eter #2 showed the oil was flowing 
out of the under-the-waterline heater 
at only 145°F., not at the high of 
170°F. we had seen earlier. 


Worst of all, the suction-line vac- 
uum reported by the gage at “E” in 
Diag. 1 had now gone up to 18/42”, 
and the return line in the boiler room 
had cooled down practically to room 
temperature. Obviously things would 
be worse — much worse — six hours 
later. 

“We've got bad trouble,” I sadly 
told my dealer friend. “Any time the 
suction-line vacuum of a job of this 
pattern reads 18!/y”, it’s bad.” 

(The concluding portion of this ar- 
ticle will appear in December.) 
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TJERNLUND 
“Auto Draft" Inducer 


No smokepipe obstruction, just | 
cut a rectangular slot in smoke | 
pipe and band on. 
Can be mounted horizontally 

or vertically. 


Save Fuel, Service Calls, 
Customer Goodwill 


TJERNLUND MFG. CO. | 
2140 Kasota, St. Paul 14, Minn. — 





CURE DRAFT TROUBLES 














HERE IS AN AMAZING 
NEW MONEY MAKER: 


DESLUDGIT 


LOW PRICED FUEL OIL ADDITIVE 
FOR #4, #5 AND #6 OILS. 
GUARANTEED ON 


30 DAY FREE TRIAL 


® dissolves sludge 

® breaks oil-water gels 

® made specifically for heavy oils 
® non-corrosive, non-explosive 

® certified for use aboard ships by U.S.C... 


Request free test kit pictured above, and 
on your letterhead, 


—_— 





® keeps fuel system clean from tank to chimney 


detailed brochure. 








Write STEWART-HALL CHEMICAL CORP. 
to Mount Vernon, New York 
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WATER 
HEATERS 


VA 


@FOR the larger jobs 
where fast recovery plus 
storage are required. 
Handles a battery of 
showers with a single 
heater near the point of 
use. Save hundreds of 
dollars in tanks, pipe, 
and fittings. 








® USED in schools, dormi- 
tories, apartments, mo- 
tels, camps, etc. Supplies 
medium or high temper- 
ature water. Available 
with standard or A.S. 
M.E. tank. Oil or gas 
fired. 


m= BOCK 


CORP. 


110 S. DICKINSON ST. 
MADISON 4, WIS. 
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Readers! Advertisers! 


An Important NUMBER For YOU! 
12Aze 





’ r . ‘ 
Here’s W hy: There are 16 nationally circulated magazines which attempt to cover re- 
tailers of heating & air conditioning (or combined) equipment, and which might be considered for 
advertising by any manufacturer of heating equipment, or accessory equipment or materials. There 


is also one sectional (New England) paper, bringing the grand total to 17. 


—— 


Of all these 17, ONLY THREE (3), are members of “ABC” (Audit Bureau 
of Circulations) which audits PAID CIRCULATION. These three are FUEL- 
OIL & OIL HEAT, and the leading plumbing & heating magazine, and the 


leading sheet metal contractor-furnace dealer paper. 


One fact shown in ABC audits which is considered a “key” to a magazine’s 
readership by many careful ad space buyers, is “Subscription Renewal Per- 
centage.” This gives the percentage of expiring subscriptions which are vol- 


untarily renewed by readers, during the period audited. 


The most recent audits (June, 1956, ABC Publisher’s Statement) show these 
facts: 


FUELOIL & OIL HEAT renewal percentage 
The leading plumbing & heating paper 


The leading sheet metal contractor-furnace dealer paper 


Only a magazine with a superior editorial value for readers will stand out like 


FUELOIL & OIL HEAT. This is an important fact for readers and advertisers. 


es 


There is another audit bureau called “BPA” (Business Publications Audit), for “controlled” cir- 
culation. Of the 16 national magazines which a heating retailer might read, 10 are members of BPA. 
Several, including the New England paper, submit their records to no audit bureau at all—just claim 
“sworn” circulation. However, of all the 17 magazines ONLY FUELOIL & OLL HEAT belongs 
to BOTH “ABC” and “BPA” and submits its circulation records to BOTH audit bureaus. 
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